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Here’s why Perfect Circle’s Chrome “98” Oil Rings 


give long life and full power protection! 


The ring that’s making “high compression history” 
is Perfect Circle’s three piece steel rail-type oil 
ring. Combination expander and spacer is made of 
special high carbon spring steel of remarkable 
flexibility. 


Combination expander-spacer is the secret of the 
success of the “98”’ ring. It supplies the expansive 
force which gives the rails their cylinder wall pres- 
sure and at the same time forces both rails sidewise 
to seal them against the sides of the ring groove. 
When installed in the piston groove, the spacer- 
spring is compressed by the amount of over-lap 
shown here. 

While the rails are being pushed evenly against 
the cylinder wall’s entire circumference, they are 
also pushed snugly against the upper and lower 


| PERFECT 


PISTON RINGS 


Hagerstown, Indiana 


sides of the ring groove. 
18°, of the force of the 
expander is exerted to 
press the rails against 
the sides of the groove 
and 82% is exerted in 
forcing the scraping 
edges of the rails against 
the cylinder. Since the 
ring assembly has no side clearance, no oil can 
accumulate at this point to be squeezed out onto 
the cylinder as the ring moves from one side of the 
groove to the other because of gas pressures, fric- 
tion and inertial forces. The result is a ring that 
provides both face and side seal. 


TESTED AND PROVED BY 10 YEARS AND 100- 
MILLION MILES OF DRIVING! It’s been over 10 
years since PC test cars were first driven with 
“98” oil rings installed. Tests prove conclusively 
that the “98” ring can reduce oil consumption 
past the rings on high vacuum engines as much 
as 75%. No other piston ring has contributed so 
much to high compression history! 


INSURE CUSTOMER SATISFACTION! 
Install Perfect Circle 2-in-1 Chrome piston ring sets 
and new Perfect Circle Valve Seals for complete per- 
formance and economy at lowest possible cost. 
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ANOTHER BLUE STREAK SECRET B... ios datas P. IM ALWAYS 
SERVICE TIP FOR YOU.. JONES AUTO SUPPLY AA IN FAVOR OF 
SENT US AN INVITATION \ 4 INSTRUCTION 
TO AN IGNITION FILM payee 




















MR. JONES, YOUR GLAD YOU 
SPONSORSHIP OF THIS ENJOYED 
BLUE STREAK IGNITION IT, BOYS: 
STREAK FILMLOOKS )--577 f Saw A 1 

A LOT LIKE YOU / z AS9 WONDERFUL CONTRIBUTION entemar-eet 
, rm ees) a te? TO BETTER IGNITION ; 
: SERVICING ! 


TEN DAYS LATER... 


BLUE OTR Dia a 
» FENITION 








ath (; .AND WAIT'LL YOU SEE 
M 


DEALERS: NO MATTER . ISS WATSON IN THE BLUE 

WHAT IGNITION LINE YOU ‘“-WISS STREAK FILM / 

CARRY, WATCH FOR : 

YOUR INVITATION TO THE jap | 

BLUE STREAK IGNITION 

FILM CLINIC. YOU'LL 

SEE THE SEVEN DO'S 

AND DON'T’S OF 

IGNITION... 





y A WRITE: FILM 
"\\ STANDARD MOTOR PRODUCTS, INC. Ce 
LONG ISLAND CITY |, NEW YORK 
FOR SCHEDULES OF CLINICS 


IN YOUR AREA. 

"\/@)-4m oe 0) 4-1," | @) 9 

HEAVY- DUTY 

NO WONDER 42,000 IGNITION LINE 

DEALERS SAY THAT a 
“BLUE STREAK IGNITION 
IS BETTER FOR BLUE STREAK 
YOUR BUSINESS!” 
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‘Se News from the Chemical Workbench 


y” ~~ SERVICE INFORMATION FOR THE PROFESSIONAL FROM PERMATEX 


NEW 3-Ounce Size SOLVO- 
RUST Sets Up to Make 
“Silent Salesman” Display 
Here’s a product made to sell 
. right off the counter . . 
right out of the carton. 3 
ounces of pure power! Just a 
few drops will free frozen or 

rusted parts in seconds. 


WHO Needs It? 
Everybody. Maintenance 
men, servicemen, mechanics, 
plumbers, hobbyists, hunters 
..even YOU need this handy 
size. 

HOW Does It Work? 
Powerful penetrant is safe to 
use on all metals . . . has de- 
tergent qualities which spread 
fast. Dispersed graphite lub- 
ricates. 

What Does it Cost? 

In display carton your cost is 
22¢ each; you sell it for 35¢. 
And don’t forget SOLVO- 
RUST in the larger sizes for 
your own use. 


PERMATEX Valve Grinding 
Compound Great For 
Lawn Mowers 


Perhaps you have a lawn 
mower to fix. Make yourself 
some extra money by selling 
a tube of Permatex Valve 
Grinding Compound. It does 
a neat job of sharpening dull 
reel-type lawn mower blades. 
Just dab a little bit on, re- 
verse the pawls so that lawn 
mower rotates in opposite di- 
rection, and presto! The blade 
is sharp. Try it on your own 
lawn mower. And you'll prob- 
ably find uses for it in your 
own shop~—even to sharpen- 








Short Cuts to Engine 
Repair with PERMATEX 
Cold Parts Cleaner 


Throw away that bucket of 
kerosene or gasoline you've 
been using to clean engine 
parts. In the long run it’s 
cheaper to use Permatex Cold 
Parts Cleaner. It does the job 
better. The handy bench-size 

%-gallon size comes complete 
with dipping basket. Just put 
the part you want to clean in 
the basket, lower into the can, 


let stand, take it out—presto, 
the part comes clean! Perma- 
tex CPC is great for carburet- 
ors, gear assemblies — any- 
thing on the engine you need 
clean. You can get it in 6-gal- 
lon drums, with or without 
dipping basket, and it will 
prove a time-saver in your 
daily operations. And Perma- 
tex CPC is great for cleaning 
those greasy tools of yours, 
too. Mechanics tell us that 
this newest addition to the 
Permatex line is one of the 
handiest products on the mar- 
ket today. 


— Share your 
chemical 
service tips with 
other dealers...and 
get $5 for it when 


Sealing—Key to Engine Performance 


Repair Insurance Is the Best Policy and Is 
Available in Convenient Form 


The mechanic who is satis- 
fied with “less-than-best” 
when reassembling a modern 
engine is asking for future 
troubles — from the cars he 
services and from his custom- 
ers. Although the need for 
precision in fitting rings or in- 
stalling bearings is obvious to 
all, quite often the same need 
for precision in joining and 
sealing other components is 
forgotten cr thought to be un- 
important. Yet a faulty seal 
is as certain to cause ultimate 
engine damage as a sloppy 
valve job. 

PERMATEX Sealants Compensate 
It takes the most accurate 
machine work to mate sur- 
faces perfectly . . . and that 
costs you time. There’s where 
gaskets play a part. These 
compensate for minor irregu- 
larities that exist and accom- 
modate different rates of 
metal expansion under heat. 
When called on to seal against 
water, oil fuel, or high-tem- 
perature combustion gas 
leaks, the gasket requires 
sturdy, long-lasting assist- 
ance. Such help is easily pro- 
vided by the Permatex line of 
specially prepared liquid and 
paste sealants . . . Form-A- 





Gasket 1, Form-A-Gasket 2, 
or Aviation Form-A-Gasket 3, 
and Super “300” and Stick- 
N-Seal. 

Inexpensive Repair insurance 
The wise professional recog- 
nizes the great value of repair 
insurance available in these 
sealants and makes it a policy 
to know which is best for each 
job. This insurance, at very 
low cost (which should be 
charged to the job), pays off 
in fewer comebacks and surer 
profits. The job is done right 
the first time. And Permatex 
has built convenience into 


Easy-to-use Applicator Gun 


each larger tube of Form-A- 
Gasket by means of a handy 
spreader cap . .. plus the ease 
of operation of a ready-to-use 
applicator gun. If you'd like 
a chart of Permatex Product 
applications on the modern 
car write us for a free copy. 


it’s published. 


' PERMATEX COMPANY, INC. 
PERMATEX PETE : 


300 Broadway, Huntington Station, L. I., N. Y. 
Factories: Brooklyn 35, N.Y. Kansas City 15, Kan. 


ing your own tools! It comes 
in a handy tube, and it costs 
you 26¢ in units of one dozen 
—and you sell it for 45¢! 
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FOR EUROPEAN CARS... FOR AMERICAN CARS. 


Federal-Mogul Engine Bearings...No. 1 choice 
in the quality replacement market for all cars 


With an availability record in sizes and 
types second to none in the industry 


NGIN, 
Autt € ie 
ov 


<<; aN 36 replacements, Federal-Mogul engine bearings are the No. | 
> 3 choice for both imported and domestic cars. The Federal- 


~ 
3 
BEARING * 


Described by skilled mechanics the world over as best for 


Mogul line includes unlimited types and sizes to build like- 


new power back into engines for every automotive use. 


Your Federal-Mogul jobber can give you these better 
products, faster. He’ll see you get the right bearings to do a 


good job faster and more profitably, too. Call him first. 
See us at booths 2202-2206 
A.S.1. SHOW 2301-2305— February 10-13 


FEDERAL-MOGUL >" BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. « DETROIT 13, MICHIGAN 
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Just take flare sales and profits 
for example... 


The NEW volume-selling FP 


Here is THE reflector flare of 
TOP quality and LOW cost 
. Efficient design permits 
highest quality construction 
and materials at the lowest 
price in the field... FAR 
EXCEEDS ICC WIND- 
TEST REQUIREMENTS. 


Foco Flar - 


Here’s the Old Faithful of reflector 





The Premier 


flares—the favorite that fieet and 
truck operators RE-ORDER 
again and again... Premier 
construction and materials . . . 


In bracket or box sets. 





and ad “ for the complete line the answer is 
Anthes, too—manufacturers of Flags, Flares, Fusees, 
Lights, Mirrors, Reflectors and Fire Extinguishers 


Send for NEW complete automotive catalog 
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Class will tell—and sell! 
YANKEEF’s latest sculptured styles 
have designs on your customers’ 
dollars. And with their protective 
visored heads and famous 
Blue-White Chrome, they can’t 
miss the market! Get the complete 
value-packed YANKEE story 
today...from your YANKEE 
Representative. 


Mirrors, Lamps, and Signals 


® 
for Cars and Trucks 


523 New sculptured base supports a m 297 New approach to mirror sign for 
ive visored head which shields the 4 tation wagons, deluxe pick-ups and small 
double-thick glass against rain, snow and commercial vehicles, Th turdy, rustproof 
sun. Universal adapter bracket fits fender visored mirror has a replaceable 5” x 6 
for all initial installations; 98% of exist glass encased in a rubber channel to seal 


ing installations—without drilling holes! mirror i 


555,556 New double duty. The unive | mounting bracket concealed in the base make 

these rustproof mirrors perfect for replacement or initial installation use. Both mirrors 
feature non-glare glass and YANKEE’s exclusive ‘“‘Adjus-to-Lock” replaceable heads 
which lock securely after positioning. 555. 444” round, die-cast head. 556. 3%” x 5% 


diamond-back, oblong head. 


YANKEE METAL PRODUCTS CORPORATION, NORWALK, CONNECTICUT 


All Yankee products are unconditionally guaranteed 
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Automotive 


SPOTLIGHT 














February 1960 


More details have just become available on Ford's new parts distribution plan. 
Initially, the company's "Motorcraft" line will include items in the fuel and igni- 
tion field, going through the Automotive Electric Association's central and service 
distributors. A training program through these outlets will be announced shortly. 
"We know it will take a lot of effort on our part to show you that we are and can be the 
best source for original Ford products," G. A. Schumm, merchandising coordinator 
for Ford's Associated Products Division, told the Atlanta AEA meeting Jan. 23. 
Already 44 central AEA distributors have been signed up throughout the country and 
the final number probably won't exceed 50, he reported. A central warehouse was to 
begin distribution for Ford early this month. 





Lines like shock absorbers and transmissions will be distributed later. And 
this executive said that if AEA distributors did not find these items suit- 
able for their operations, "it is conceivable" those items would be distrib- 
uted through other channels. 





Ford dealers are watching these developments closely. Among the topics taken up at 
the National Automobile Dealers Association convention at Washington, D. C., early 
this month were these announced topics: "The distribution of automotive parts 
through non-franchised dealer outlets” and Ford's letter of Sept. 2 to AEA members 
announcing the factory's entry into a field where GM's United Motors Service and AC 
Spark Plug Divisions have been selling for years. 





Is a real price war on ‘60 cars building up fast? In the face of the record 
output of new models scheduled for the first quarter of this year to offset 

the production lost by the steel strike last year, some Southern franchised 

dealers were saying that the outpourings might mean a return to the dog-eat- 
dog days of a few years back. 





Parts wholesalers can look for bigger sales than ever this year. Manufacturers 
are anticipating a bigger market in view of the rising percentage of cars in 
the repair market. Many jobbers said in surveys they were looking for an 
upturn of ten per cent or greater in dollar volume this year over 1959, but 
their faces took on scowls in some instances when they spoke of the net- 
profit situation. Rising sales have been keeping the net as high as in the 
past, but in some cases the profit has sagged lower, they reported. 





The nation's garagemen continue to weld their mushrooming association. The Inde- 
pendent Garage Owners of America has added strength at Fort Worth and Shreveport, 
with growing prospects of a state association to result eventually in the Lone Star 
state (page 81). Meanwhile, plans for the fifth annual convention at Atlanta July 
7-9 have begun shaping up, with a program designed to feature garagemen addressing 
garagemen on problems they have in common. Attendance may hit a record 400, accord- 
ing to H. F. "Red" Reagin of Atlanta, IGOA's president. 





Where are the compact cars headed? Studebaker'’s President Harold E. 
Churchill predicted late last month that 25% of the '60 car market would 
be swallowed by compacts. Last October they accounted for 15.5% of total 
industry output and by December this was 24%, he said. 
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SLEEVES AND SLEEVE 








‘ Stainless steel resists corrosion— 


makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 
Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 

The high number of spring ten- 
sion points assures oil control in 


Preferred Performance S ; q R 


ASSEMBLIES ° * VALVES ° * WATER PUMPS . * TAPPETS 








Sealed Power has Siaunless Siteaal 
... the very best oil ring metal ever used! 


S. PAT. NO 


tapered and out-of-round bores. 
Side seals in groove—stops oil go- 
ing around back of ring—no smoking. 
End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove 
eliminates groove depth problems. 


Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


Krome X 
PISTON RING SETS 
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Seven Fat Years Predicted for Dealers 


tia NATION’S new-car dealers are facing a period of remarkable 
economic growth in the United States which should bring them 


a record prosperity during the 


next 


seven years, delegates to the 


43rd annual convention and exhibition of the National Automobile 
Dealers Association were told at Washington, D. C., Feb. 1. 

This forecast was made by Dr. Arthur R. Upgren, director of the 
Bureau of Economic Studies, Macalester College, St. Paul, Minn. Up- 


gren delivered the convention’s keynote address, 


the New-Car Dealer.” 


entitled “1960 and 


The growth in the economy which can be expected in the next 
seven years should produce a gross national product in excess of $600 
billion and average family incomes of $7,500, according to Upgren. 


“This advance can be 


produced 


without any serious inflation, 


mostly because we are developing very improved methods to fight 


inflation,” he said. 


Specifically, Upgren propounded the thesis that America in the 


past 14 years has demonstrated that it has a “built-stability” 


which 


has also allowed growth and a substantially diminished rate of in- 


flation 
we call the business cycle.” 
postwar recessions 
was rapid.” 


—‘moderate in 


This has happened along with some “modest oscillations which 
He referred here to the three short-lived 
degree and from which recovery 


Upgren pointed out that after each of these recessions, the re- 
covery was from two to three times the amount of the decline during 


the recession 
“The battle against 


inflation is being 


increasingly won. From 


1940 to 1948, the cost of living index went up an average of 938% 


a yeal 
would be much less than that if 
included 


“And the fact is that in these 


¢ 


Since then the increase has been cut to 154% a year, and it 
the Korean War 


inflation were not 


past 11 have had more 


years, we 


vears in which prices have remained almost completely constant than 


years in which prices have noticeably 


advanced.”’ 


And what is to happen following the immediate period of pros- 


perity which Upgren foresees? 
lieves America must 
continuance of this growth. 


For the more distant future, he be- 
find the political wisdom to act to assure the 


“T would like to think that we would meet the strain that would 


come by adopting wise policies beforehand. 
no basis whatsoever for taking that view. 
I hope we will do better this time.” 


crises until ‘after the event’. 


Most Used-Car Sales 
Triggered by Breakdowns 


i e~ decision to buy a used car 
is usually triggered by a 
mechanical breakdown of the 
present automobile. 

That and other facts were 
brought out in a recent study of 
the Chicago used-car market con- 
ducted by the research staff of 
The Chicago Tribune. The study, 


But history affords me 
We have never met these 


based on personal interviews of 
500 heads of Chicago area house- 
holds, revealed that seven out of 
ten persons who buy used cars 
would prefer to have a new one, 
but feel they can’t afford it. 
The dominant factor that sin- 
gled out the used-car buyer was 
family income. Thirty per cent 
earned under $5,000 per year; 57% 
earned from $5,000 to $8,000, and 
14% had annual incomes of $8,000 
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In contrast, only 18% of 
new-car buyers earned under 
$5,000, 51% earned $5,000 to 
$8,000, and 31% were in the 
$8,000-and-over bracket. 

When asked “What made you 
decide to get the car you now 
have?” 26.5% said the old car 
broke down; 13.7% purchased be- 
good buy; 1.7% 
10.3% 
they 


or more 


cause it Was a 
needed a second car and 
said they bought because 
wanted a later model. 

However, the study revealed, 
most people shopping for a used 
car wanted one that was “just a 
little newer” than the one they 
then owned. For example, 53% of 
persons owning a car nine to ten 
years old replaced it with one that 
was six to eight years old 


Protect Against Deceptive Ads 


When asked which form of mass 
communications gave them their 
buying lead, 87.9% mentioned 
newspapers and :2.1% mentioned 
other media. The study also 
showed the prospective used-car 
buyer expects the media to pro- 
tect him from deceptive advertis- 
ing—just as he expects the manu- 
facturer to exert a policing action 

The buyer’s main concern in 
purchasing a used car, according 
to the study, was its mechanical 
condition, with cost as the second 
most important consideration 
New-car buyers, on the other 
hand, indicated that styling is 
their primary consideration when 
purchasing 

Character of the used-car mar- 
ket was indicated by the fact that 
64% of cars previously owned had 
been kept three years or less. Half 
of all the used cars owned by per- 
sons interviewed had been bought 
during the past and another third 
had been purchased two or three 
years ago. 

Ownership of used cars of 1953- 
55 models was highest—51.7%, 
followed by 1956-58 models— 
24.1%, and 1950-52 cars—23.3%, 
with 7.8% of the owners possess- 
ing pre-1950 models. 

Various surveys in the past have 
shown that around two-thirds of 
new cars are bought “on time.” 





Only Citroén gives you the profi 
features of every class of car! 














nae ~ 
BIG CAR Room LUXURY CAR Comfort FUNCTIONAL CAR Design 





| 
T Air-Oi! Suspension, 
Standard equipment ex- 
- clusively Citroen. No 
123 other car, regardless of 
189” price, can surpass 
Citroen's supremely com- 
fortable ride - As an example, the undercarriag 
is completely enclosed by an aerodynamically d 
signed shield that increases road-holding 
ity at high speeds 








Of any car, Citroen has the longest wheelbase 
pactness, 14” more wheelbase than the average 
“‘compact.”’ 














DOMESTIC CAR IMPORTED CAR SPORTS CAR ECONOMY CAR Savings 
Power Assists § Distinction Roadability 


SZ 


Front-Wheel Drive. Disc Brakes 

racing car control. Winner over all 
Availability of Power Steering. Power French born, with an individual- makes of cars in the 1959 Monte Up to 34 MPG, using regular ga 
Brakes, Citromatic Drive, Automatic ity all its own. The prestige ‘‘com- Carlo Rallye, the world’s most de- while cruising at 65 MPH 
Jacking pact,’’ unmistakably Citroen manding 2,000 mile endurance test several International Economy 


PRESTIGE CAR CITROEN CAR AIR-OIL SUSPENSION Profit-Making Car Rewards: 


ui i s S$ é Statio 
es Poe , Line includes Sedan and Station 
roen r-Oil Suspension, : “ 
each wheel is connected to the body Wagon. Retail prices range from 
yY a piston. By means of a liaison NEUTRAL GAS 9A ys ¢ ; ¢ . > 
Mauhd. this inden commence @ Beu- ee $2545. With a higher than average 
tral gas (air) pressurized in a sphere, PRESSURE dealer margin of profit your break- 
assuring automatic dampening action DIAPHRAGM r 5 ° 
and level correction even point will be lower. 
DAMPER . 
Ordinary Suspension _—Air-Oil Suspension oni a and Citroen-Size Dealer Support: 
OIL UNDER ' / eS Fs 
PRESSURE ® iff National, Regional and Local Adver- 
—— iff tising, Complete Sales Promotional 
- 
i Material, Free Service School for your 
Listed in Fortune Magazine as Citroen’s exclusive suspension on Air- schanics. ¢ re S >. >. 
one of the world’s 100 best de- Oil is recognized to be the best in the mec hanic S, and huge § pare Parts De 
signed products. Awarded First world for giving fatigue-free riding pots maintained at all times. 
Prize for Beauty at the Trien- comfort, and unequalled road-hold- 
nale di Milano, Italy ing security 














CITROEN CARS CORPORATION 
A Direct Factory Branch of S.A. Andre Citroen, Paris, France 


300 PARK AVENUE. NEW YORK 22. NEW YORK 


GENTLEMEN: ! AM INTERESTED IN BECOMING A 
CITROEN AUTHORIZED DEALER. PLEASE SEND 
ME COMPLETE INFORMATION. (ALL INQUIRIES 
HELO IN STRICTEST CONFIDENCE BY THE CITROEN 
FACTORY REPRESENTATIVE.) 


MY NAME is__.._.. 


MY DEALER NAME ISs___ 


ADDRESS. 


Bit ntN C notice 
This coupon to be returned before March 15th, 1960, 


A CITROEN Authorized Dealer Franchise may still be open in your area. 
To get complete details, we urge you to mail this coupon today! 
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DEALERS 


Feb. 15—Annual convention of Lou- 
isiana Automobile Dealers Associa- 
tion, Roosevelt Hotel, New Orleans. 

Feb. 17—Annual business-legislative 
meeting of South Carolina Automo- 
bile Dealers Association, Hotel 
Wade Hampton, Columbia. 

April 24-26—Annual convention of 
Automobile Dealers Association of 
Alabama, Buena Vista Hetel, Bi- 
loxi, Miss. 

May i-3—Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, British Colonial Hotel, 
Nassau, B.W.I. 

May 1-3—Annual convention of Texas 
Automotive Dealers Association, 
Driscoll Hotel, Corpus Christi. 

May 5-6—Annual combined conven- 
tions of Kansas Motor Car Dealers 
Association and Missouri Automo- 
bile Dealers Association, Hotel 
Muehlebach, Kansas City, Mo. 

Mey 13-14—Annual convention of 
South Carolina Automobile Dealers 





“This is the de luxe model. 


When you lift the hood 


Association, Francis Marion Hotel, 
Charleston. 

May 29-31—Annual convention of 
New Mexico Automotive Dealers 
Association, Western Skies Hotel, 
Albuquerque. 

Nov. 13-15—Annual convention of 
Mississippi Automobile Dealers 
Association, King Edward Hotel, 
Jackson. 

Jan. 28-Feb. 1, 1961—Annual conven- 
tion of National Automobile Deal- 
ers Association, San Francisco. 

Feb. 3-7, 1962—Annual convention of 
National Automobile Dealers As- 
sociation, New York City. 


GARAGEMEN 


March 25-27—Spring convention of 
Independent Garagemen’s Associa- 
tion of Texas, Dallas. 

July 7-9—Fifth annual convention of 
Independent Garage Owners of 
America, Dinkler Plaza Hotel, 
Atlanta, Ga. 


WHOLESALERS 


Feb. 7-9—Officers’ meeting of Auto- 
motive Affiliated Representatives, 
Manhattan Hotel, New York. 

Feb. 8—General meeting and elec- 
tion of officers of Automotive 
Booster Clubs International, Park 
Sheraton Hotel, New York, with 


it plays 


‘How Dry I Am.’” 
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annual a!l-industry banquet at As- 
tor Hote] Feb. 10. 

Feb. 8-9—Annual convention of 
Automotive Service Industry As- 
sociation, Carnegie Hall, New York 
City. 

Feb. 9—Automotive Affiliated Rep- 
resentatives breakfast meeting, 
Astor Hotel, New York. 

Feb. 10-13—Automotive Service In- 
dustry Show, Coliseum, New York. 

March 17-19—Regiona] conference 
of Automotive Electric Association, 
Gunter Hotel, San Antonio, Texas. 

March 23-24—Spring convention of 
Virginias - Carolinas Automotive 
Wholesalers Association, Sedgefield 
Inn, Greensboro, N. C. 

March 24-27—Southwest Automo- 
tive Show, Automobile Building, 
Dallas, Texas. 

April 23—Annual convention of 
Automotive Wholesalers of Okla- 
homa, Skirvin Hotel, Oklahoma 
City. 

June 1-4—Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Netherland-Hilton Hotel, 
Cincinnati. 

June 5-7—Annual convention of 
Automotive Wholesalers Associa- 
tion of Tennessee, Castle in the 
Clouds Hotel, Chattanooga. 

June 26-29—Annual convention of 
Automotive Wholesalers Associa- 
tion of Alabama, Holiday Inn Mo- 
tel, Dauphin Island, south of Mo- 
bile. 

Aug. 25-27—Annual convention of 
Kentucky Automotive Wholesalers 
Association, Kentucky Hotel, Louis- 
ville. 

Oct. 19-22—Annual convention of 
Automotive Wholesalers of Texas, 
Rice Hotel, Houston. 

Nov. 16-17—Annual convention of 
South Carolina Automotive Whole- 
salers Association, Wade Hampton 
Hotel, Columbia. 


GENERAL 


Oct. 10-12—Annual trade show and 
convention of Automotive Parts 
Rebuilders Association, Conrad Hil- 
ton Hotel, Chicago. 

Oct. 15-23 — National automobile 
show, Cobo Hall, Detroit. 

Oct. 31-Nov. 3—Annual convention 
of Automotive Warehouse Dis- 
tributors Association, Muehlebach 
Hotel, Kansas City, Mo. 


Columbia, S. C., Picks Lentz 


The Columbia (S. C.) Automo- 
tive Trades Association has elected 
John L. Lentz of Pulliam Motor 
Co. as president. Jim Hines of 
Oliver Motor Co. is vice president 
and W. H. Rockafellow of The 
Parts Co. is secretary-treasurer. 





The Brake Parts 

Line is now more 

complete than ever! 

It's packaged 

atalogued and 

merchandised to save 
e, speed work 


Whe | Cyiil a all the 


way and in every way... 


ecision-enginet 


tal ' 
| the brake p 


Complete warehouse stocks for immediate service are 
constantly maintained in 39 major trading areas 
both in U. S. and Canada 


Write for catalog e 


EIS AUTOMOTIVE CORP., Middletown, Conn. Atthe IASI SHOW ..BOOTHS 2546-2548-2645-2647 
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To Hades with This Changed Industry, 
Asserts Disgusted, Retiring Mechanic 


Missourr mechanic is quit- 
4 ting the business after two 
gererations and saying “to hell 
with it all.” 

In these days when six-passen- 
ger cars will comfortably seat only 
four people—and then have them 
squatting almost on the floorboard 
—he told SAJ last month that he 
was “disgusted with it all.” 

(Maybe he was referring to the 
fact that on one of the most ex- 
pensive American-made cars the 
labor for installing spark plugs 
amounted to $22.50, as charged at 
one dealership for this present-day 
involved job which used to take 
mere minutes in the days of the 
40 and 50hp powerplant.) 

Wrote A. W. Vincent of Vincent 
Sales & Service, Foster, Mo.: 

“T am quitting business. I started 
as a mechanic in 1912 or 1913—I 
do not remember which year. 

“T do not like these new crea- 
tions. I never want to own some 
of the late-model cars. I have giv- 
en people a lot of service in all 
those years. I should have written 
a book on this as the years went 
by. 

““T refuse to give service on some 
of the crazy things the manufac- 
turer has put into a car. I am a 
mechanic among the best and I am 
disgusted with it all 

“When permanent anti-freeze is 
sold at cut prices at grocery, drug, 
novelty stores—just any kind of 
business at prices we pay for it, 
then you test it. Every time radio 
wave, no service 
charge, this is good-will. Look 
at automobile parts. Cut rate in 
all kinds of business. Fan belts 
at any crossroad at less. Cuss you 
if you charge to install belt bought 


reports cold 


at grocery store. 

“So to hell with it all. I have 
lived in the golden days.” 

(If it’s any consolation to the 
writer, Detroit rumors have it that 
the unsightly and distinctly space- 
robbing “hump” may disappear in 
the ’°62 models, if not the ’61’s, but 
there’s small likelihood that any 
American will settle for an Amer- 
ican-made 40hp job which prob- 


ably would enable you to replace 
or clean plugs in minutes!) 


Cole of Chevrolet 
Sees “Fine Year" 


6x" of the finest years in the 
history of Chevrolet Motor 
Division” should take place this 
year, according to General Man- 
ager Edward N. Cole, who cited 
two factors as the basis for his 
viewpoint: 

“First,” he said, “is the good 
health of the national economy 
generally and the high level of 
public confidence. Secohd is the 
enthusiastic acceptance which the 
1960 models have received from 
the general public.” 

Last year the division produced 
13.6% more automobiles and 


General Manager Cole 


17.1% more trucks than in 1958 
Actual production figures through 
November and estimated output 
for December, Cole said, would 
bring Chevrolet production for the 
year to 1,347,806 conventional 
Cars, 79.164 Corvairs and 326,266 
trucks, for a total of 1,753,236 
vehicles. In 1958 the division built 
1,255,935 automobiles and 278,615 
trucks for a total of 1,534,550 ve- 
hicles 

“We feel that ou 
tions were very satisfactory under 
which _pre- 


1959 opera- 


the circumstances 
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vailed,”’ Cole said 
that the division’s 13 
plants across the nation were shut 
down for more than a month in 
the year’s final quarter because of 
steel shortages 


He pointed out 
assembly 


Bowes "Seal Fasi"' Names 
Robert Bowes President 


— M. Bowes, II, 28, has 
been appointed president of 
Bowes ‘Seal Fast” Corp., report- 
edly becoming the youngest presi- 
dent of a major company in the 
automotive accessories and parts 
industry. 

Bowes began his career with the 
company during his school years 
when he regularly punched the 
time clock as a factory employe 
during summer vacations. Under 
his guidance in the past two years 
as executive vice president and 
general manager, company sales 
are said to have increased more 
than 30°. The company was 
founded 41 years ago by the presi- 
dent’s father, the late Robert M. 
Bowes, and his uncle, Charles E 
Bowes, present chairman of the 
board and former president. 


Chesebrough Is Named 
SAE President 


— E. Chesebrough, vice 
president of Chrysler Corp. 
and general manager of Plymouth- 
De Soto-Valiant Division, is the 
new president of the Society of 
Automotive Engineers. 

A graduate of the Chrysler In- 
stitute of Engineering, Chese- 
brough has spent 25 years in the 
automobile industry in capacities 
ranging from road-test supervisor 
to director of product volume 
planning for all divisions of the 


corporation 


Alabama Dealers Name Smith 

New president of the Decatur 
and Hartselle (Ala.) Automobile 
Dealers Association is F. O. Smith 
of Smith Motors. W. H. “Bill” 
Stewart of Stewart Bros. Motor 
Co., Hartselle, is vice president and 
Harvey Pride of Kennedy Motor 
Co. is secretary-treasurer. New 
directors are Clyde McRae of Mc- 
Rae Motors and Charlie Rogers of 
Rogers Motors 





cweEveote t | 














THERE’S A NEW THOROUGHBRED IN THE CHEVY STABLE 


Totally new TILT CAB models fill out CHEVY’S line of best selling trucks for ’60 


These new Chevy tilt cab trucks are designed to cap- 
ture an even greater share of the truck market for 
Chevrolet dealers. With a short new design for bigger 
profit hauling . . . more compactness for better ma- 
neuverability, easier maintenance, bulldozer brawn, 
better weight distribution with greater payload 
capacity on the front suspension . . . Chevrolet’s new 
tilt cab trucks are built like ‘“‘tilts’”’ should be built! 

They’re off and running in the medium- and 
heavy-duty weight classes. And like Chevy’s con- 
ventional light-, medium-, and heavy-duty trucks 
for ’60, every stride they take is cushioned by 
Torsion-Spring Ride. It’s a ride that eliminates 


60 CHEVROLET S! 
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I-beam shimmy and wheel fight for easier handling. 
A ride that cradles the load and the driver; allows 
faster safe speeds to get more work done in a 
day’s time. 

From tilt cabs to tandems, from Step-Vans to 
stakes and pickups, in every weight class, Chevrolet’s 
totally new model lineup for 1960 will soon be 
making hauling history by setting new standards 
for performance, durability and economy. They’re 
keeping costs down for the men who use them .. . 
profits up for the Chevrolet dealers of America who 
sell them. ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


‘URDI-BILT TRUCKS 42jgutay” 
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Pavement-Edge Warning 
For Cars Is Displayed 


WARNING buzzer to notify 

motorists when their cars are 
too close to the pavement edge 
was demonstrated at Washington, 
D. C., last month before the High- 
way Research Board. 

Developed by _ Electronics-In- 
strumentation Department, Gen- 
eral Motors Research Laboratories, 
the Electro Lane is analogous to 
the “beam” by which aircraft 
pilots maintain course from one 
airport to another. 

Albert F. Welch, head of Elec- 
tronics-Instrumentation, said the 
Electro Lane is a simple low-fre- 
quency (two-kilocycle) electro- 
magnetic device that could be in- 
stalled easily in or beside any 
paved road at relatively low cost. 
The road system could be powered 
either by 12-volt batteries or an 
alternating current power line 
with 12-volt batteries for take- 
over in event of power failure. 

Low-frequency wires parallel 
either side of the pavement, or in 
case of two-lane two-way roads 
one wire could be beside the pave- 
ment on the right and the other 
laid in the center or divider strip. 
The wires in effect create an elec- 
trical fence. 

Cars are equipped with ferrite 
core pickup coils hanging from 
either side of the front bumpers. 
Whenever a car veers or drifts to- 
ward the right pavement edge or 
center strip to the left, one or the 
other of the pickup coils come 
within two to three feet of the 
buried wire loop. 

The coils pick up electrical sig- 
nals from the wire. These are 
boosted by a transistorized ampli- 
fier until they activate a buzzer 
on the car’s instrument panel. 


Mike Persias Play Santa 
To New Orleans Kids 


HOWROOMS of the Mike Persia 

Co. (Chevrolet) of New Orleans 
were cleared Christmas afternoon 
for a “Christmas Party for Chil- 
dren,” given by the three Mike 
Persias—Mike, Mike, Jr., and 
Mike, III—for some 200 children 
living in the city’s housing pro- 
jects. 

First of its kind to be staged by 
Mike Persia, the party featured a 


Mike Persia, III, perched on the 

shoulder of his father, Mike, Jr.. 

views a segment of the “Christmas 

Party for Children” staged by the 

three Mike Persias in the show- 

room of Mike Persia Co. of New 
Orleans. 


party-style buffet served to the 
children and their chaperones, in- 
cluded turkey sandwiches, junior- 
size hot dogs and hamburgers, 
cake, candy, ice cream and holiday 
punch. 
Professional entertainers in- 
cluded WWL-TV’s Morgus the 
Magnificent, accordionist Johnny 
Feilden and Santa Claus, por- 
trayed by Wayne Mack of WDSU- 
TV. Each child received a large 
shopping bag of toys, plus one big 
toy to carry under his arm. 
Mike Persia, Jr., is president and 
general manager of the New 
Orleans operation, a division of 
Mike Persia Enterprises of New 
Orleans, Houston and San An- 
tonio, headed by Mike Persia. 


Year-Round Coolant 
Announced by Dow 
N ALL-YEAR cooling - system 


fluid for automotive engines 
will be marketed by The Dow 


Chemical Co. this spring solely 
through service dealers. 

“Dowgard” is a_ scientifically- 
formulated blend of diethylene 
glycol, ethylene glycol, balanced 
inhibitor systems and specially- 
treated water (purer reportedly 
than distilled water). 

It is designed to give engine 
cooling systems protection against 
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rust and corrosion, freezing and 
overheating from minus 40° F. to 
plus 240° F. for a year. It has su- 
perior rust and corrosion protec- 
tion for all common cooling system 
metals, including aluminum, it was 
said. It is compatible with rubber 
hoses, gaskets and other parts. 

Once serviced and closed, a 
system containing the chemical 
should not be opened until the 
next re-servicing period. No fur- 
ther service is necessary for a 
full year, the manufacturer said. 
Should accidental leaks occur, the 
system should be serviced and 
more of the fluid added as re- 
quired. 

Dow-suggested prices for a fill of 
“Dowgard” range from $8 to $12 
for most cars, with the cost rang- 
ing slightly lower for smaller cars. 


McKee Dies in Washington 


Arnold B. McKee, 61, Washing- 
ton, D. C., automobile dealer for 20 
years, died recently following a 
coronary occlusion. He founded 
McKee Pontiac in Washington in 
1939. 

es 


R. C. Somerville has retired re- 
cently as assistant to the vice 
president in charge of dealer rela- 
tions for Chrysler Corp., after 28 
years with the company. Associ- 
ated with the automotive industry 
since 1913, Somerville joined 
Chrysler in 1931 as sales promo- 
tion representative for the Plym- 
outh Division at Peoria, Ill. Fol- 
lowing a series of advancements, 
he relinquished a Plymouth vice 
presidency in 1953 to become 
Dodge Division sales vice presi- 
dent and in 1955 was appointed 
executive director of markets in 
charge of the corporation’s pro- 
gram to establish individual line 
dealerships. The following year he 
was appointed to the position he 
held until his retirement. 





Authorities* say: “DRAIN ANTI-FREEZE 
AFTER ONE WINTER’S USE” 


YOU can cash in on this advice to motorists 


SELL WARNER 


SELL WARNER PROTECTOR AND WATER 


SPEED FLUSH...CLEANS 


IN 10 MINUTES. 
COOLING SYSTEM 


ONLY 
ONE DRAIN ALL SUMMER LONG! 


REQUIRED! 


Nationally 
MAKE Advertised in 
THESE PROFITABLE y 
a EXTRA SALES 
WITH EVERY 
ANTI-FREEZE 
DRAIN! 


*American Society for Testing Materials - American Automobile as 
Association - National Bureau of Standards NBS Circular 506 - & 
Society of Automotive Engineers 


FRE E_write for helpful sales and service bulletin on servicing 
cooling systems for spring and summer driving. Warner-Patterson 


Co., 600 S. Michigan Ave., Chicago 5. 


Retail for only 


$100 each 


WARNER-PATTERSON COMPANY 600 S. Michigan, Chicago 5 « Warner-Patterson Company, Toronto 2, Canada 
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Officers and directors of the Automobile Dealers Association of Ala- 
bama posed for this recent photo (I. to r.): first row, Charles W. Slaton 
of Union Springs, president; Roland Cooper of Camden, first vice presi- 
dent; Blaine Brownell of Birmingham, second vice president: J. L. 
Rouse, Sr., of Montgomery, third vice president: Forrest McConnell of 
Montgomery, secretary, and Harold E. Streetman of Montgomery. 
executive vice president; second row, Directors Tom Smith of Florence: 
M. A. Peek of Decatur; H. E. Ray of Haleyville:; Olin C. Hearn of 
Albertville; Tommy Thomas of Birmingham; Aubrey D. Green of York: 
third row, R. R. Long of Atmore; Blanchard Brown of Sylacauga (sub- 
stituting for C. L. Collins of Sylacauga); J. B. Dunn of Roanoke; John 
Baker of Eufaula; A. C. Freeman of Dothan (substituting for George HB. 
Malone of Dothan), and W. S. Edwards, Jr., of Birmingham, NADA 
director. Other directors not shown are Hoyt Harbin of Scottsboro; Ray 
Wyatt of Pell City: Charles Tucker of Anniston; H. L. Hooper. Jr., of 
Selma; Joe McCorquodale of Jackson; J. E. Gaston of Fairhope; Carl 
Golson of Fort Deposit; Phil Adams of Troy and Immediate Past Presi- 
dent Mel B. Casler of Birmingham. 


Dealers’ Failure to Sell Service 
Credited with Feeding Garagemen 


— advertising muffler spe- 
cialist, brake specialist, 
transmission specialist, front-end 
specialist and all independent ga- 
rages live on the labor and parts 
that you failed to sell your cus- 
tomers when they were in your 
shop.” 

That’s what Donald P. Nelson, 
president of U. S. Parts Corp., 
Washington, D. C., told the 43rd 
annual convention and exhibition 
of the National Automobile Deal- 
ers Association at the nation’s cap- 
ital Jan. 30. 

“With the traffic flowing into 
your service department, you 
have the increased opportunity of 
selling the parts the customer asks 
to be installed on his car and 
many that he doesn’t ask for,” he 
said. “Do not sell your customers 
parts they do not need, but do sell 
them the parts they do need. Look 
for the things they need but 
haven’t mentioned.” 


A second avenue of parts prof- 
its, Nelson pointed out, is to be 
found in wholesaling them to oth- 
er dealers: 

“Remember, there is as much 
percentage of gross in a whole- 
sale parts sale as there was in car 
sales in 1947. The extent to which 
car dealers work on cars of makes 
other than their own varies wide- 
ly. . . . This means that every 
dealer is a prospect for the parts 
you have in inventory. 

“Take a look at your own pur- 
chases of parts for cars other than 
your own line. Regardless of 
where you now are buying those 
parts, start buying them from the 
dealer who handles that make of 
car. Then go to those dealers, ex- 
plain that you are buying all parts 
for his make from him, and ask 
him to reciprocate 

“It has been estimated that if 
all dealers in the nation conscien- 
tiously did this one thing, the sale 
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of parts through dealers at whole- 
sale would increase by a most re- 
markable percentage.”’ 

An additional source of part 
revenue can come from indepen- 
dent garages, body shops and 
fleets that are in the dealer’s area, 
Nelson said. 

“Depending on the number se- 
lected, have your parts manage! 
telephone them every day, every 
other day, or once a week to ask 
for their business. Sound too sim- 
ple? Believe me, it pays and pays 
It pays in parts sales, and as a 
bonus you can develop some fine 
bird dogs for your vehicle sales.” 


Sarasota Names Harrison 


New president of the Sarasota 
County (Fla.) Automobile Dealers 
Association is James L. Harrison 
of Harrison Motors (Volvo-Rover). 
Vice president is Ben H. Hopkins, 
Jr., of Ben Hopkins Motors, Ltd 
(Chrysler - Imperial - Plymouth) 


Parker Dies in Sumter, S. C. 


W. R. “Dick” Parker, 75, Sum- 
ter, S. C., automobile dealer, died 
last month after a brief illness. 
native of Columbia, Parker moved 
to Sumter as a young man and 
founded Central Chevrolet Co 


Promotior of Frank Cavanaugh 
(below) to sales manager of the 
Automotive Division of Airtex 
Products, Inc., Fairfield, Ill., has 
been announced by President Dom 
Monge. Joining the company in 
1948, Cavanaugh had been a ter- 
ritory representative, zone man- 
ager and most recently in charge 
of distribution of the company’s 
products in the northeastern 
United States. 





ALABAMA: 
Albertville—Albertville Parts Co 
Alexander City-——Cottle’s Auto Supply 
Andalusia—Taylor Parts & Supply Co. 
Anniston—Model City Parts Co. 
Athens——Athens Parts Co. 
Auburn—Auburn Auto Supply 
Bessemer Hury Auto Parts Co. 
Birmir am Alabama Auto Parts Co. 
( uine Parts Co, 
Calera—Campbell Auto Parts Co 
Ce € herokee Auto P : 
Clanton——Campbell Auto Parts Co 
Cottle’s Auto Supply 
Cullr -Alabama Auto Parts Co 
Decatur—Decatur Parts Co 
Dothan——Taylor Parts & Supply ‘ 
Eufaula—Eufaula Auto Supply 
Automotive Parts ( 
—Thompson Auto Parts Co. 
~McClesky Brothers 
Swann Parts Co. 
Guntersville—Auto Parts (¢ 
Haleyville—Haleyville Auto Parts Co. 
Hartselle—Auto Parts Co 
Heflin—Cleburne Parts 
Huntsville Auto Electric Supply Co. 
kson—Motor Parts & Supply 
Jasper—Gaines Parts Co 
Lafayette——-Genuine Motor Parts 
Leeds-——Leeds Auto Parts Co 
Loxliey——Griffin Motor Supply 
Marion——Marion Auto Supply 
Mobile——Davis Motor Supply Co., Inc. 
Motor Parts & Supply Co., Inc 
Montgomery—Genuine Auto Parts 
Motor Parts Cc 
Opelika——East Alabama Auto Parts Co. 
Pell City—Pell City Auto Parts Co. 
mont——Piedmont Auto Parts 
tville Genuine Aubo Parts 
chard—Davis Motor Supply 
Motor ts & Supply Co 
Roanoke——Genuine Motor Parts 
Russellville—Automotive Parts Service 
Selma—Selma Parts Service Co 
Sheffield—Automotive Parts Co 
Sylacaug acauga Parts Co 
Talladega—Talladega Auto Parts 
Thomasville—Clark’s Parts Service 
Tuscaloosa—West Alabama Parts & Supply Co. 
Tuskegee Tuskegee Auto Parts ¢ 
Union Springs—Genuine Auto Parts 
Union Springs Auto Parts 
Wetumpka—tTurner’s Auto Supply 


ARKANSAS: 
Earle——-Standard Parts, Inc 
W. Memphis—Standard Parts, Inc 


FLORIDA: 
Auburndale——Christ’s Auto Supply 
Avon Park—Bennie’s Auto Supply, Inc. 
Bartow——Christ’s Auto Supply 
Brooksville—Standard Auto Parts 
Clermont—Standard Auto Parts 
Clearwater——Court Square Auto Parts 

é Part 


Trail Automotive Parts 
Crestview—Taylor Parts Co. 
Dade City—Standard Auto Parts 
Daytona Beach—Motive Parts, Inc 
DeFuntak Springs Taylor Parts & Supply Co., Inc. 
Delray Beach—vV ghn & Wright 
Fu H & D Auto Parts 
Ft. Lauderdale—Vaughn & Wright 
Ft. Mead—Polk Auto Parts 
Myers—Norman Auto Supply 
"ler -Auto Supply Co 
hn & Wright of Ft. Plerce, In 
n Beach—Taylor Parts & Supply Co. 
t ille-—White Electric & Ba Service 
H tead——Redland Motor Parts Co 
Immokalee—Norman Auto Supply 
Inverness—Lovell Bro 
Jacksonville——Genuine Parts, Inc 
Motor Parts & Supply Co. 
| t il Automotive 
r e Beach—Genuine Parts Co. 
Vaughn & Wright, In 
ity——Columbia Automotive Co. 
eland—Automotive Supply Co. 
Lakeland Motor Parts 
e Wales—Boyte Auto Supply Co. 
Wales Motor Parts 
Vaughn & Wright 
R. Lovell Auto Supply 
awannee Auto Parts 
Keenan Auto Parts Co 
enuine Parts, Inc 
t rts Ime 
Genuine Parts Co 
Automotive Parts of South Miam} 
Service, Inc 
ted Auto Supy 
H & D Auto Parts ¢ 
es—Norman Auto Supply 
i I ‘ P& MA P 
n & W 


Auto Supply 


», I 


Ir 
Parts & Supply Co. 
ed Auto Supply Co 


an Auto Supply 
uto Parts Co 
uto Parts 


Auto P. 
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Florida (Con’t 

Sebring—Bennie’s Auto Supply 

S. Ft. Lauderdale Vaughn & Wright 

St. Augustine—F. H. Rogero Co 

Sst ersburg Automotive Supply Co 
Consolidated Automotive, Inc 

Starke—Farm, Home & Auto Supp 
Starke Motor Parts, Inc 

Tallahassee—Genuine Auto Parts Co 
Keenan Auto Parts Co. of Tallahassee 
Tallahassee Auto Parts Co 

Tampa—Motor Parts Co., In 
Partsco Automotive Supply, In 
Piston Ring & Supply ¢ 

Tarpon Springs—Peavy's Auto Parts Co 

Titusville—Stradley Motor Supply 

Venice—Anderson Auto Parts ¢ 

Vero Beach—Auto Supply Co. 

Wauchula—Polk Auto Parts 

West Palm Beach—Vaughn & Wright 

Wildwood—cC. R. Lovell Auto Supply 

Williston—Lovell Brothers, Inc 

Winter Haven—Christ’s Auto Supply 

Winter Park——Winter Park Motor Parts Co 

Zephyr Hills—Standard Auto Parts, In 


GEORGIA: 
Albany——Brooks Auto Parts 

Keenan Auto Parts Co 
Alma—aAlIma Motor Parts 

Butler Supply Co., In 
Americus—Keenan Auto Parts Co. of Americus 
Ashburn—-Brooks Auto Parts 
Athens—Anderson Auto Parts, Inc 
Atlanta—Atlanta Motor Parts Co 

Auto Supply & Equipment Co 

Buckhead Auto Supply Co 

Friction Materials Co. 

Genuine Parts Co 

Max Auto Parts Co 

Morgan Supply Co 

Perrin Auto Supply Co. 

Piston Ring & Parts ( 

Power Service Co 

Southern Bearings & Parts Co, 

Swanstrom Auto Electric Co. 

Verner Auto Supply, Inc 
Augusta—aAuto Parts Co 

Bowers Auto Electric Co. 

Motor Supply Co., Inc 

Skinner Auto Supply Co 
Bainbridge—Keenan Auto Parts Co, 
Baxley—Brooks Auto Parts Co. 
Biackshear—Hobbs Auto Supp 

Motor Parts Co 
Blakely—Keenan Auto Parts Co 
Bremen—Service Supply Co 
Brunswick—-Brunswick Auto Parts Co., Inc. 

The Motor Supply Co 


» « growing with the South and 


Buford—-Buford Auto Supply Co 
Siack-Buford Auto Parts 
Cairo—Keenan Auto Parts Co 
Calhoun—aAuto Parts & Equipment Co. 
Camilla—Camilla Auto Parts 
Carrollton—Flanders Parts Co 
Service Supply Co 
Cartersville—Automotive Supply Co. 
Cedartown—Greer Auto Supply 
Chamblee—Chamblee Auto Part 
Chatsworth—Hart’s Automotive Parts, Inc. 
Clarkesville—Slack Cornelia Parts Cc 
Claxton—Brooks Auto Parts 
Cochran—Brooks Auto Supply, Inc. 
Columbus The Auto Supply Co In 
& B Parts Service Co 
Commerce Slack Commerce Auto Parts Co. 
Cordele——Butler Supply Co., Inc. 
Cordele Auto Supply 
Cornelia—Siack Cornelia Parts Co., Inc. 
Covington Ginn Tire and Parts Co 
Cumming Siack Auto Parts Co 
Cuthbert—Keenan Auto Parts Co 
Dalton—Hart's Automotive Parts Co 
Dawson—Dawson Auto Supply 
Decatur—Auto Supply & Equipment Co., Inc. 
scatur Auto Parts Co 
Genuine Parts Co 
Donalsonville—Keenan Auto Parts Co. 
Doug!as—Brooks Auto Parts 
Douglasville—Service Supply Co 
Dublin Dublin Motor Parts 
East Point—aAuto Supply & Equipment Oo., Inc. 
Genuine Parts Co 
Eastman—-Eastman Motor Parts 
Eatonton—Eatonton Auto Parts 
Elbertor Anderson Auto Parts 
Ellijay——Service Auto Part 
Fitzgerald—-Brooks Auto 
Folkston——Folkston Motor Parts Co. 
Fort Valley Graham Motor Parts 
Gainesville—Slack Auto Parts Co. 
Brooxs Auto Parts 
Auto Parts & Supply Co. 
Genuine Parts Co 
Anderson Auto Parts Co. 
Hawkinsvilie——Brooks Auto Parts 
Keenan Auto Parts Co 
Hinesville Brooks Auto Part 
e—Gen e Motor Pa 
ito Parts 
» Parts Co 
te Auto Parts Co. 
Piston Ring & Supply Co. 


-Brooks Aut 
I 


Manchest . ter Auto Supply 
Man . s Co 


larie & N ito | 


Auton € "a Sur 
McRae—Brooks Auto Parts 
Mette Auto Parts & 
Milledgevi 


Georgia (Con’t.) 
Ocilla——Irwin County Auto Parts 
Pelham—Keenan Auto Parts Co. 
Perry—Brooks Auto Parts 
Quitman—Keenan Auto Parts 
Reidsville—Nelson Sales Co. 
Rome Pioneer Auto Parts 
Southern Bearings & Part 
Sandersville——J. B. Wall Co 
Savannah—tThe Motor Supply Co. 
Sparta—Hancock Auto Parts ( 
Statesboro—Statesboro Auto Parts 
Summerville—Motor Parts Co 
Swainsboro Swainsboro Mot 
Sylvania—Brooks Auto Parts 
Pinckney’s Auto Supply Co 
Sylvester—-Brooks Auto Parts 
Thomaston—Keenan Auto Parts 
Thomaston Auto Parts 
Thomasville—Keenan Auto Part 
Tifton—Brooks Auto Parts 
Keenan Auto Parts Co 
Toccoa—Slack Toccoa Parts Co 
Trenton—Kyzer Auto Parts 
yaldost R. H. E Automotive 
Vidalia—Brooks Auto Parts 
Warner Robins——Brooks Auto Parts 
Waycross—Motor Parts Co., Inc. 
Thompson Motor Supply Co 
Waynesboro—Skinner Auto Supt 
West Point—Coittie’s Auto Supply 


INDIANA: 


Indianapolis——Eagle Machine Co 
KENTUCKY: 


Benton Miller Auto P. 
Beattyville—Dependable 
Berea—Dependable Auto Part 
Bowling Green—Motor Parts, I 
Cadiz—Murray Auto Parts 

Calvert City Miller Auto Parts 
Clinton— Duke's Auto Parts 
Corbin—Hooper-Graybeal Auto Parts 





Co. 


Columbla—4J. B. Cook Auto Machine Co. 


Franklin Motor Parts, Ir 

Fulton——Dukes Auto Parts 

Glasgow Glasgow Automotive Supply 

Hopkinsville—Hopkinsvillie Auto Parts 
J Cook Auto Machine Co 


Loutsville—Atlas Auto Parts & Grinding Co 


Madisonville-—Madisonville Auto Pa 
Murray Murray Auto Parts 

Mayfield Automotive Parts Co 
Owensboro—Gipe Motor Supply ¢ 
Paris—-Dependable Auto Parts 
Radcliffe New Dixie Auto Parts 
Richmond—Dependabie Auto Part 
Thompkinsville—Thompkinsville Auto 


LOUISIANA: 


Amite——Himei Auto Parts 

Baton Rouge—Pope’s Auto Supply, Inc. 
Covington—Himel Auto Parts 

Denham Spring» Pope's Auto Parts 
Hammond Hime! Auto Parts 

Kentwood Parker Auto Parts 

New Roads Pope's Auto Supply, Inc. 
Plaquemine—Pope’s Auto Parts, Inc 
Ponchatoula—Hime Auto P 
Slidell—Himel Auto Parts 

St. Francisville—Pope's Auto 
Tallaulah—Auto Supply Co 

Thibodaux Pope's Parts, Inc 
Winnsboro—Motor Parts and Supply Co. 


MISSISSIPPI: 
Parts 
to Part 
Biloxi—-Standard Parts, Inc 
Boonevi!le——Motor Parts Co 
Bramdon Brooks Noble Auto Parts 
Brookhaven Brookhaven Auto Par 
Cantor Brooks Noble Auto I 
Cleveland—Automotive 
Collins——Brooks Not 
Columbia—Hart Supply Co 
Corinth—Motor Parts Co 
Crystal Springs—Br 
Forest—Brooks Noble 
loster Parker Auto Pa 
Green wood— Automotive 
Grenada—Automotive Parts Co 
Hattiesburg——Brooks Noble Auto Par 
Hart Supply Co 
Hazelhurst——Brooks Nob 
Hernando- Standard 
Iuka—Motor Parts Co 
Jackson—Brooks Noble Auto Parts & M 
Kosciusko—Tabor Brothers Aut« 
Laurel—Christian Auto Supply Co 
Lexington——Lexington Automotive 
Parker Auto Parts ¢ 
isville Ta Mac 
Allied Aut 
Brooks N 


Brooks 
Meridia Milton Supr 


and Supply Co, 
Pascagoula——Standard Parts, Inc. 
phia—Motor Parts & G 


to Supply I 
Auto 
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serving Southern 


NORTH CAROLINA: 
Ahoskie—Rawis & Winstead, Inx 
Albemarie—Ritchie Auto Parts 
Asheville—Genuine Parts Co 
Belmont——Genuine Parts, Inc. 
Black Mountain Genuine Parts, I 
Brevard—Brevard Auto Parts 


Burlington-—Motor Bearings & Part 


Canton—Genuine Parts Co 
Chadbourn Braxton Auto Parts 
Chapel Hiii—Southern Parts & Fle 
Charlotte—-Genuine Parts Co 
Concord—Ritchie Auto Parts 


tric 


Durham—Motor Bearings & Parts (« 


Southern Parts & Electric, Inc. 


Elizabeth City Motor Bearing AT 
bh iigabethtown Braxton Auto arts 
Fair Biuff—Scott Auto Supply, Inc 


Fayetteville Motor Bearings & Part 


Franklin—Slack Franklin Parts Co 
Fuquay Springs—Barnes Motor Part 
Motor Bearings & Parts 
Gastonia—Genuine Parts, Inc 
isboro- Motor Bearings & Pa 
(reensboro—Motor Bearings & P 
Barnes Motor & Parts 
Suppl 
Bearings & 
tor Parts C« 


~—Auto Parts & Gear Co 


Flowers Co 


ngs Mountain—Bridges Auto Parts 


n—Kinston Auto Parts ¢ 
noir—The Flowers Ce 
~ust—Ritchie Auto Pa 
srion—Marion Auto Parts, Inc 
Parts & S« 


nroe—Motor Parts & Gear Co 


€ Motor Parts & Equipment 


1rganton—The Flowers Co 
H sine Parts, I 
fu phy y—Slack Auto Parts 
ape Auto Pa 
Standard Moto 
igh—Barnes Motor ¢ 


ayne esville—D1 kson Auto Part 
eville Braxt« A I 
n—Barnes Motor & Part 
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SOUTH CAROLINA: 


Abbeville—Anderson Auto Parts Co. 
Aiken—Aiken Auto Parts 
Thompson Motor Supply Co. 
Allendal ~Dick's Motor Service 
Anderson—Anderson Auto Parts Co. 
Seurry & Nixen, Inc 
Beaufort—Beaufort Auto Parts 
Thompson Motor Supply 
«iton—Anderson Auto Parts 
Bishopville—Hapco, Inc. 
Camden—Standard Parts Co. 
Charleston——H,. Steenken & ( 
Stevens & Co. 
‘ t aw ienuine Parts ¢ 
Chester—Chester Auto Sup; 
emson Wig iton Auto P 
nton—Clinton Auto Supply 
Clover—Jobbers Supply Co 
Columbia—The Parts Co. 
Standard Parts Co 
Conway——Conway Auto Parts 
Darlington——Standard Parts Co. 
n—Mo Parts and Equiy 
Easley—Anderson Auto Parts Co 
Florence—Carolinas Auto Supp 
Standard Parts Co 
y 4jaffney Auto Supt 


Georgetown—Georgetown Auto P 
reat Falls—Jones Auto Parts 
jreenville—Battery & Electri 

Scurry & Nixon, In 
reenwood——Carolina Tool Co 
ptor Bruns« Auto I 
urtsville Standard Parts Co 

n—Auto Supy 
Aw Kershaw Au 
ngstree—Standard Part 
' urens Auto § 
—King's, Inc 
Dixie Auto Part 
srion—Service Auto Supply 
Corne Auto ? 
fullins—-Service Auto 
oe Be 


Want more facts? 


Now you need accept no substitutes 
for the Rogers Remanufactured En- 
gine is available at any of the 563 
distributors seen here 
name 


Look for the 
of your nearest Rogers distri- 
butor and get the details on the 
profits to be made installing a dy- 
namometer-tested and fully guaran- 
teed replacement engine. 
ber, your reputation rides 
engine you install. 


Remem- 
with the 
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TENNESSEE: 
Alamo—J. M. Collins Auto Parts Co 
Arlington Standard Parts. In 
Bolivar——Mortor Parts & Bearings Co 
Brownsville Motor Parts & Bearings Co. 
Carthage— ymotive Parts « 
Chattanooga Auto Parts & Supply Co. of 
South Market St 
Hart's Automotive Parts Co 
Sharp Automotive Supply Co 
‘ J. B. Cook Auto Machine C« 
€ ewe land——Hart’s Automotive Parts Co 
Motor Parts Corp. 
ton—Clinton Auto Supply Co 
‘ € Standard Parts, Ir 
J.B. Cook Auto Machine Co 
le—Automotive Parts Co 
Auto Parts 
Parts 
Marion Auto Supply 
Collins Auto 
vil . B. Cook Auto Mact 
tteville—City Auto Parts 
Lincoln Auto Supply Co 
klin—J. B. Cook Auto Machine 
atin—Automotive Parts Co 
stomotiv s 


tive Parts Cx 


AL ito P- arts C« 
s & Beartr 
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COMPACT SPACE-SAVING DESIGN 


The compact smartly styled Eaton cooling unit is 
located snugly up under the instrument panel. Allows 


plenty of leg room. 
QUICK COOLING 


Passengers are cooler seconds after the control is 
turned on. 

AUTOMATIC TEMPERATURE CONTROL 
Once the dial is set, the selected degree of cooling 
is automatically maintained by thermostatic clutch 
control. 

MANUAL CONTROL FOR 

XTRA COOLING 

When desired, in hot dry climates, this Eaton fea- 
ture permits lock-out of thermostatic control for 


added cooling. 
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WIDE ANGLE AIR DISTRIBUTION 
Easily adjusted rattle-proof louvers — an exclusive 
Eaton design—assure comfortable cooling for driver 


and all passengers. 


FOOT-LEVEL COOLING 
Adjustable side louvers assure comfortable cooling, 


even at floor-level. 


TROUBLE-FREE MAGNETIC CLUTCH 


The compact Eaton-designed-and-built clutch pro- 
vides smooth shock-free engagement and long life. 


EASY UNDER-HOOD INSTALLATION 

The simplicity of the Eaton system using flexible 
hoses makes installation quick and easy. Eaton com- 
ponents may be transferred from one vehicle to 


another. 
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Features of Expensive Built-in 
Units at Low Easy-to-Sell Cost! 


Designed, Built, and Backed by EATON, 
Leading Manufacturer of Original Equipment 
Air Conditioning Systems 


tioners and components for original equipment 
installation, these Eaton units include design and 
construction features previously available only in 


Now you can offer your customers an ultra-modern 
refrigerated air conditioner built to rigid original 


equipment standards of performance and quality 
—yet priced well below the cost of factory installed factory installed systems. Eaton’s superior qual- 


units. Built by the Eaton Manufacturing Company, ity makes these units easy to sell—and keeps 
pioneer manufacturer of automotive air condi- them sold. 


Spey 


-coolcomfort! 





Seasonal Warranty 
Eaton’s 90 day seasonal warranty is a big sell- 
ing point. We believe it’s the most liberal 
warranty agreement in the industry. In case 
of defect, units will be repaired or replaced Liberal Co-op Advertising Plan 
without charge for labor or material in ac- and 
cordance with published warranty agreement. Sales Promotion Material 











Eaton selling aids include counter dis- 
plays, free descriptive folders, and local 





advertising allowance. 


FOR COMPLETE INFORMATION WRITE, WIRE, OR PHONE 


LYNN & BROOKS LYNN & HEMPHILL AARON & BELL 
3055 Wilshire Blvd. 2116 N. Pearl St. 3272 Peachtree Rd., N. E. 
Los Angeles 5, Cal. Dallas 4, Texas Atlanta 5, Georgia 


EATON MANUFACTURING COMPANY «¢ HEATER DIVISION ¢ CLEVELAND 4, OHIO 
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CLOCKS 


LARK MAKES NEWS AGAIN 
IN THE WORLD'S 
BIGGEST SHOWROOM! 


$ 2 AL 


bie 


> Here's Lark “up front” again, dramatically dominating Grand Central Station in New York. Right here in the world’s 
biggest showroom more than 400,000 travelers each day, from every state in the country, see for themselves the superior 

55 i 
quality of The Lark product > And in dealers’ own showrooms across the nation this same Lark quality is racking up 


new sales records ® With the hottest V-8, the lowest price V-8 line, and the onl) Convertible in the field—Lark dealers 


have a live product with proven sales performance. Larks move in volume—at a solid profit > From the Atlantic to the 


Pacific, dealer after dealer reports profits up and current sales running substantially over original estimates > Ss) 


j 
be ge tting a share of this Lark prospe rity/ 


GET THE FACTS ON 
TELL ME ABOUT THE LARK FRANCHISE—in strictest confidence, and without 5 


LARK DEALER Uitisieusomen 


STUDEBAKER-PACKARD CORP., South Bend 27, indiana 


PROSPERITY ~~ 





eee eee. a 


IT’S EASY to understand why Hirsig- 

Brantley Service means complete service 
for manufacturers and jobbers in the South. A 
quick look at the Hirsig-Brantley organization 
is all that is necessary. ... 


AUTOMOTIVE EXPERIENCE . . . Hirsig- 
Brantley Service is complete because of the 


many years of automobile experience behind 
this organization . . . an average of over 13 
years per man! These years of experience bring 
know-how to the creation and maintenance of 
the kind of service that builds business. 


SMALL TERRITORIES . . . Hirsig-Brantley men 
have small territories so they can make more 
frequent calls on their customers and serve 
them better. From headquarters in 13 Southern 
cities, information brought to customers on 
Hirsig-Brantley lines is timely and complete. 


CAREFUL PLANNING .. . The work of the 
Hirsig-Brantley men in the field is planned and 
directed from Headquarters by men with long 
and successful ‘experience in the automotive 
field. A fully staffed home office promptly 
handles the necessary details as required by an 
efficient sales organization. 
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1S YOUR STATION EQUIPPED... 


to handle the 8 out of 10 vehicles requiring ignition service? 


Ignition tune-up is a virtually untapped multi-million dol- 
lar market! 8 of every 10 cars require some ignition serv- 
icing . . . and their owners don’t know it! With proper 
equipment and parts, you can locate the trouble spots and 
correct them fast . . . at a handsome profit, too. 


NIEHOFF can help you cash in on the potential ignition 
parts servicing market in your area without a big invest- 
ment in parts, testing equipment and specialized training 
[The NIEHOFF MINOR (shown above) and the NIEHOF! 
MAJOR, attractively priced, complete tune-up assortments 
of parts and equipment, get you going in the profitable 
tune-up business. The NIEHOFF MINOR—the start-up as 
sortment of parts and testing equipment—offers everything 
you need to handle minor tune-ups . . . fast-selling parts 


selected from active sales records, necessary equipment 


CcC.£&.NIEHOFF & CO. 4925 W. Lawrence Ave., Chicag: 


for tune-up and the industry’s simplest how-to-do-it guide, 
ABC’S OF MOTOR TUNE-UP 


Equip now to give your customers the ignition service they 
require .. . the service they want from you! Do it with 
NIEHOFF, your single source for everything in tune-up 
parts, testing equipment, know-how and merchandising 
Ask your jobber—or write us direct—for full information 
FREE FACT BOOKLET... breaks 

down ignition service market 

Write today! Request 8 of 10 Cars 

Need Ignition Work. 


NIEROFF 


AUTOMOTIVE PRODUCTS 


30, Ill. e Branch 1330 Olympic Blvd 


Ignition Parts « Testing Equipment ¢ Hydraulic Brake Part 












Leading sportscaster Bill 
Stern will broadcast his 
‘Monroe Sportsreel’’ twice 
every morning,”"Monday 
through Friday, over more 
than 300 stations of the 
Mutual radio network, be- 
ginning January 1. 





simu 
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MONRO-MATIC 


SHOCK ABSORBERS 











AU hil you athe 


MONRO-MATIC SHOCKS 


AND 


LOAD-LEVELERS ” 


millions of car owners twice each morning, 
drives in the automotive service industry to Monday through Friday, over your local Mu- 
bring you more customers for Monro-Matic tual network radio stations. I’ll be tying in 
shock absorbers and Load-Levelers*—two with Monroe’s walloping advertising campaign 
products that already have taken the trade in the top-circulation magazines to bring your 
by storm! sales of these two great Monroe ride control 


“My ‘Monroe Sportsreel’ will be beamed to products to an all-time high!” 


“T’m joining or - of the biggest promotional 


POS! 
BiLL STERN’S “MONROE SPORTSREEL” 
ADDS TERRIFIC IMPACT TO THIS BIGGEST 


OF ALL AUTOMOTIVE SERVICE CAMPAIGNS! 


Millions of car owners— your customers—see big, full-page Monroe ads month 
after month in Lire, THE SATURDAY EVENING Post, POPULAR MECHANICS, 
Sports AFIELD. (This advertising, while national in scope, is designed to whip 
up sales right in your community.) There’s a landslide of Monroe promo- 
tional material available for you—newspaper mats, radio and TV spots, 
24-sheet posters, display stands, window streamers, folders to hand to your 
customers—to help you tie in directly with this all-out campaign! 





Monro-Matic shock absorb- 
ers Stabilize a car, keep 
wheels from bouncing off the 
road, prevent hard steering 
and extra tire wear... give 
an extra measure of safety. 
The 60-day Free Ride guar- 
anitees customer satisfaction. 


Load-Levelers*— Monroe 
Stabilizing units with built-in 
ride control for a level ride 
under all road and load con- 
ditions—prevent bumping on 
driveways, swaying on 
curves, and ‘‘bottoming.” 
Hottest item in the trade! 








If you’re not already tied in with this greatest of all Monroe promotions, 
check today with your jobber for details on the big profit-making deals waiting for you! 


MONROE AUTO EQUIPMENT COMPANY >: Monroe, Michigan 


In Canada, MONROE-ACME LTD., Toronto, Ontario + In Mexico, MEX-PAR Box 21863, Mexico City 
WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 





For monthly profits that 7OOM| . 


ALBER 1S 
tT SON 
2 *APANY. tn 


The Sioux No. 1200 H.D. Polisher is a favorite Sioux Auto Polish quickly cleans and polishes 
in shops and service stations. Its balance and all lacquers, synthetic and enamel surfaces. 
touch combined with speed and power assure rsapapete v2 gn ad eens ome See het 
: ae 2 ing combines a plastic base with durable 
finest results with minimum labor. Sioux de- compounds to produce a hard glazed finish of 
pendability makes it the best buy in the long run. lasting beauty! 


S 


ALBERTSON & CO., INC. 
SIOUX CITY, IOWA, U.S.A 
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by checking every belt! 









says J. W. Downs, Owner 
Automotive Company Garage & Parts, Inc. 
407 Washington Avenue, Waco, Texas 


“I’ve been in business for forty years and have handled Gates Belts 
that long. I know their quality construction and customer acceptance. 
In fact, as far as I am concerned, ‘they are the only belts made!’ 
“T sell an average of 150 belts a month because right belt on any popular make of car. 
I use the Gates Sales Tools provided me. Sales “It takes just a minute to check the belt. My 
Tools such as the Dial-Finder and Display Rack customers appreciate our thorough service and I 
make it quick and easy to find and install the appreciate Gates V-Belts as a top profit item!” 


Phone today for YOUR Gates V-Belt Display Rack. Supplied by 


your Gates Jobber, this attractive fixture puts the right belt for any 
popular make of car at your fingertips. 


Ly The Gates Rubber Company, Denver, Colorado 


World’s Largest Maker of V-Belts 
a 





To find belt wear always 
turn belt over—The under. 
side of the belt...not the top...tells 
the true condition of the belt, . ¢ 
REPLACE BELTS Wage SAGA Bac: TA \l___} ee La 
LIKE THESE: tts ~~ OE 





ARTHUR GOLDSTEIN RELAXES WITH HIS FAMILY AT HIS HOME IN BETHPAGE, N. Y. 


“Going with Texaco 
increased our 
gasoline sales 71% 
in one year alone”’ 
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“Except for 4 years in the Navy 
during World War II, I’ve 
always been in the automotive 
business,” says Arthur Gold- 
stein, Rainbow Servicenter 
Inc., New Hyde Park, N. Y. 
“About 9 years ago, after look- 
ing over the field, I decided to 
team up with Texaco. 

“Tt turned out to be a good 
move. Our thru-put started to 
climb right away. In one year 
alone our gallonage increased 
71%. The Texaco sign in front 
of our station causes many 





Sa 
4 
2 
4 
& 
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newcomers in our area to drive 
in. Then, we give them good 
service and make them perma- 
nent customers. No question 
about it, car owners everywhere 
in the country know and accept 
Texaco products. We get a lot 
of bonus business, too, from 
drivers living in other states 
whocarry Texacocredit cards.” 


OPEN 24 HOURS 


“We have 21 employes, and 
are open 24 hours a day, 7 days 
a week,” Mr. Goldstein says. 
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“With 5 bays, we don’t keep 
customers waiting. We have a 
delivery arrangement whereby 
we can service the cars of 
workers at a nearby plant while 
they are on the job. 

“We like to do business with 
Texaco. Their national adver- 
tising and promotion make it 
easier to get new business, and 
keep it. I’d recommend Texaco 
to any Dealer dissatisfied with 
his present set-up, or to anyone 
thinking of going into the 
business.” 





6 reasons why 
there’s a solid future 
with Texaco 


1. THE BEST petroleum products, 
known and accepted by car owners 
nationwide. Continuous research and 
development insure that Texaco will 
always have the best products. 2. TH! 
BEST national advertising program 
year after year ... constantly selling 
Texaco Dealers to car owners every 
where. 3. THE BEST point-of-sale and 
direct mail promotional material to 
help bring in motorists and bring 
them back. 4. THE BEST customer 
credit card... in fact the only petro- 
leum credit card honored under one 
sign nationwide. 5. THE BEST retailer 
policy ... Texaco helps its Dealers to 
market nationally-advertised and 
accepted TBA products. 6. THE BEST 
opportunity to cash in on “touring”’ 
business... because Texaco customers 
at home like to stop at Texaco sta 
tions when on the road. This means 
you have more than 40,000 other 
Texaco Dealers in the U.S. and Can- 
ada helping you. 


SAJ 2 
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Visit us at the 1.A.S.1. SHOW, © 
Booths 4911-13-15, New York Coliseum, Feb. 10-13 


CORPORATION, Edison, New Jersey e LEE FILTER DIVISION, 267 Niagara Street, Toronto, Ontario, Canada 


LEE NATIONAL ADVERTISING |S SELLING 14,000,000 PEOPLE FROM COAST 
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JUAL ACTION 


LEE FILTER DUAL-ACTION ASSURES 
GREATER CLEANING ACTION 


First, with Feridium Anode, the Lee Resinweld Oil Filter re- 
moves all sludge and acids, too...assuring finer engine perform- 
ance. Lee Gas Filters remove both sludge and water. The Lee 
flame-proof air filter prevents underhood fires. That’s why Lee 
is fast becoming the first name in filters all over the country. 
Lee is making more customers every day...and Lee holds them 
for you, too, with unparalleled performance records. 


LEE FILTER GIVES THE DEALER A 
CHOICE OF 3 GREAT STERLING DEALS 


With every 30 Lee Filters 
you buy Lee gives you a 
gorgeous Sterling Silver 
glass lined Salt & Pepper 
shaker worth $9. retaii. 


With every 30 Lee Filters you 
buy Lee gives you a beauti- 
ful Sterling Silver Lighter 
worth $9. retail. 


HERE’S THE DEAL: 
30 LEE LIST NET With every 30 Lee Filters you 
FILTERS 82.00 37.57 buy Lee gives you exquisite 


Sterling Silver Candlesticks 


YOUR PROFIT worth $9. retail. 
Plus your 
$45 23 Sterling Silver 
bonus 
» worth $9. 


TO COAST IN SUNDAY SUPPLEMENTS COVERING 27 MAJOR MARKETS! 
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_/Vothing says quality like the 60 DeSoto 


iT PAYS TO Be A DE SOTO - VDEALER 
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NOW- 
THE MOST 
ADVANCED 
SERVICE 
JACK —j- 
DESIGNS 
IN OVER 
20 
| YEARS! | 
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Whigertiikekel-van) 
HEIN-WERNER 


give you 
more lifting height 


more operating ease 


urn page for standout features —»>—>-4 


Ne hs 
. 



































HEIN-WERNER 


CONTACT 
LOAD IN 
SECONDS-- 
LIFT UP 10 
26 INCHES! 


Builders of tomorrow’s jacks today — 





This complete family of Hein-Werner 


SWIFT-LIFT Service Jacks is modern 


designed with exclusive performance 


features dramatically advanced to meet 


lifting demands for years to come. 


These ultra-modern Hein-Werner 
SWIFT-LIFTS are completely new and 
different. Nothing has been overlooked to 
provide you with a full line of streamlined 
service jacks designed and built to meet 
modern lifting needs. Functional, shaped 
channels enclose wheels. Low, flat, longer 
chassis. Extended length for easier positioning. 
More width for extra stability. Balanced for 
exceptional maneuverability. Fast acting 
dual pistons. Hydraulic units pivot to mini- 
mize strain on ram. Safety valves prevent 
overload. Forged swivel saddles with off-set 
gripping lugs. Counter-balanced handle. 


All of these versatile features and more add up 
to the significant things you want the most 

in your service jacks — more lifting height; 
more speed; more operating ease; more stability. 
See your Hein-Werner Jobber right now; get 
your order in fast. SWIFT-LIFTS are here 
today to boost your shop efficiency tomorrow. 


omnes. A! = 


WAUKESHA. WISCONSIN 








Check these important exclusive 


SWiFT-lifFT performance features: 


highest lift available 


convenient ‘‘T’’ cross interchangeable handles, pump pistons, 
handle grips saddles and release valves 


forged steel swivel 
easier to maneuver overload safety valves saddles with off-set 
and operate operating off pump; gripping lugs 
by-pass prevents ram 
over-travel 
low handle effort under 
capacity loads 


quick, direct release valve 
action 


heavy-gauge fabricated ‘‘U"’ 
channels provide greater 
strength with less weight 


long, wide chassis design balanced 
for greater stability and easier malleable caster wheels with 
heat treated, dual pump positioning under vehicles with needle bearings; swivel ball 
pistons speed load contact long overhang bearings in caster forks; 
caged roller assemblies in 
front wheels 
floating power units protect 


ram from undue strains vital moving parts completely enclosed for better protec- 
tion from dirt, grease, moisture and external damage 









COMPARE 
ia) ee 1118) 





SPECIFICATIONS MODEL SL-1 MODEL SL-2 MODEL SL-4 MODEL SL-10 
1% tons capacity 2 tons capacity 4 tons capacity 10 tons capacity 


Capacity (tons) 1% 2 10 
Chassis length 504” 53%" 654" 
Chassis width 13%" 15%” 17%" 

Handle length 44” 44” 44" 


Weight (Ibs.) 156 178 432 
6" 
26” 


Low saddle height 44" 44" 
Extended saddle height 24” 26” 
Caster wheel diameter 2%" 214" 
Front wheel diameter 3%" 3%" 
Saddle diameter 6" 62" 

Overall length 92” 942" 

High point of frame 6%" 6%" 


Keep your service up-to-date with SWIFT- 
LIFTS — they have more of everything you é 
want that’s truly new. And naturally a, 
they’re Hein-Werner because Hein-Werner 
f , has always been first in jack development. apo R 
/f ‘ ca 
That’s one reason why Hein-Werner con- 
x tinues to manufacture and sell more hy- 
. draulic jacks than any other company in 
| ‘ the world. 


ATIoNn 


WAUKESHA, WISCONSIN 


The complete Hein-Werner line includes: The famous ‘55’’ and ‘‘Screwboall’’ . . Under-Axle Jacks of 11/2 
to 100 ton capacity . . ““Bumper-Lift’’ and Ratchet Jacks for passenger cars “Swift-Lift’’ Service Jacks 


for shop use . . Transmission Jacks . . Adjustable Stands . . ‘Push and Pull’’ and ‘‘Pushmaster’’ jacks for 
body, fender and frame repair work. 
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‘AC Fire-Ring Spark Plugs with 


E°A°l- Ee? *s a. 


This revolutionary spark plug development —the extended 
shell—is designed to improve spark plug performance for 
Ford and Chrysler owners. It’s original equipment on 1960 
Pontiacs and Buicks, and it’s an important service option for 
Chevrolet owners requiring special-duty performance. 


The extended shell features a shorter ground electrode, which 
reduces burning and breaking off during extreme temperatures. 
The insulator tip is shielded during starts and protected 


SHELL 


against drowning after false starts. This assures cleaner burn- 
ing for superior performance throughout the extended life. 
What’s more, the new knurled center electrode multiplies 
spark points at the gap to provide faster, surer starts 
under extreme conditions. 

New Extended Shell Fire-Ring Spark Plugs 

will give your customers top engine per- 

formance under every driving condition. 


the best! 


They must be 
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‘AC SELLING SLANTS 


Dealers Enthusiastically Reporting: 


“New Spark Plug Sales Records 
with ‘AC ACilloscope!” 


"The ACilloscope gets our 
men under the hood easily."’ 


Bob's Union Service, Long Beach, Cal. 


"Checked 34 cars in five days 
and sold 18 sets of spark plugs!"’ 


Mayfair Cities Service, Chicago, Ill. 


"Simple ¢ 
read. Che 


sold tw 


S & H Sinclair Service, ¢ 


Spark plug sales jumped 
128 5% | recommend it, 
without exception.’ 
Our spark plug sale 
increased 300% through tt 
use of the ACilloscope 


Lathrop's Carter Service 
Mercer Island, Washington 


Dick Smith Signal Service, Los 


Great time and labor 
saver—excellent silent 
salesman.” 


"In five days, we sold 12 sets of 
spark plugs and nine tune-ups! 


Sam's Seven and Coyle Service 


Sunny Enterprises, Inc. 
Detroit, Mict 


Hartsdale, N. Y. 


ONLY Spark Plug Analyzer to Do the Complete Job 


Reports are coming fast and the verdict is virtually unanimous: electronic analysis of spark plug performance. If spark plugs” 
AC’s new ACilloscope is the automotive selling tool of the year, _ need replacing, they can see it for themselves. The ACilloscope 
the biggest spark plug news of the decade! Spark plug sales are is EASY TO USE (just four simple connections) and EASY TO 
soaring and profits right along with them. And with good READ (gives you clear, sharp readings in seconds). Order your 
reason! The ACilloscope is the only spark plug analyzer to do _ACilloscope today—use it constantly—and watch spark plug’ 
the whole job. It lets you show your customers a complete profits multiply! 


AC SPARK PLUG &B THE ELECTRONICS DIVISION OF GENERAL MOTORS 


Want more facts? Use Reader Service Card Page 135 SOUTHERN AUTOMOTIVE JOURNAL for February 1960 





OF THE MONTH ! 


You start making additional spark plug sales right away, when you get your ACilloscope. The 
ACilloscope comes to you — not as just a selling tool— but as a complete selling package. 


WINDOW TRIM—These four colorful pieces give you 
a choice of what to say on your window. You can 
display one, two, three or all four. 


\Cillosc 2» VD Cu 
AC Spark Plug Send “poe = 
7 — Ce Center aren 
7 : ; FIRE \\RING 
Announcing a new Spark Plug sérvice, " erann pives 
" _ bia CHART FOR EASY READING—Your customers 
j will be interested in this chart. It shows spork 


is 
as ry 
t repre :7 2 TEST / plug conditions, and corresponding readings on 
‘ 4 a the ACilloscope. 








ELECTRONIC 


SLIDE RULE—This handy pocket slide rule will be a 
real help when you're talking to customers. 


7 SERVICE MANUAL—Here’s one of the most 
complete spark plug service manuals ever com- TOTAL PACKAGE PRICE 


piled. It shows spark plug removal and installa- 


tion methods for the difficult, as well as the simple ACilloscope and $ 95 
applications. It gives simple seven-step proce- Selling Tools . 


dures to help train attendants, and complete DEALER PRICE 


instrvctions for the best use of the ACilloscope. 
No Qualifications 


, You also get these big extras FREE 
check POWER ee e 
PERFORMANCE after receiving your ACilloscope! 


ECONOMY with the 
As the purchaser of an ACilloscope, you will be contacted by an AC 


representative, who will deliver the all-metal driveway sign and the 
decal. If requested, the representative will assist you in setting up a 





spark plug service center. 





ALL METAL DRIVEWAY SIGN — This PERMANENT IDENTIFICATION —This 
colorful all-metal driveway sign reminds decal gives you a permanent identifica- 
motorists that you do service work, It's tion as a spark plug service center. 

26” wide by 48” high. 





New & Fire-Ring Spark Plugs 
They must be the best! \ 


exclusive Hot Tip thot 


heats foster, cools foster 
c fo stay clean longer 
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AC PRESENTS THE Art CARNEY SHOW, NBC-TV, MARCH 4 
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Ti (fed gill! 


Once you see the damage-free, fac- 
tory-fresh condition in which FEL-PRO 
Gaskets always arrive at your shop, 
you'll know why professionals prefer 
FEL-PRO packaging! It costs you no 
more for this extra measure of time- 
saving protection. They're stack-right 
designed—sealed tight—and clearly 
marked in big, squint-free, easy-to- 
read labels. Next time you need 
Gaskets, call your FEL-PRO Jobber... 
Felt Products Manufacturing Co., 
Skokie, Illinois. Since 1918. 


mum 980 
mm 720 
rt PRO 


professionally designed 
with your profit 
uppermost in mind! 
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AMMCO 


WORLD RENOWNED 


(Advertisement) 


Brake Servicing 
Offers Top-Profits 
with Low Outlay 


Brake service volume has increased to $16,800 an- 
nually since Al & Bob's Service, Inc., Chicago, added 


this AMMCO Brake-Shop-On- Wheels. 


Drum Lathe is kept busy turning drums for brake g# 
service customers and for other shops that do ,o 
not have this efficient, accurate equipment. 


Brakes are a principal cause of safety-check rejections; 
for only pennies-a-day you can cash-in now! 


With 5 to 6 million cars rolling off as- 
sembly lines each year—many of them 
heavy, with big engines, automatic trans- 
missions, and power brakes (all of which 
mean more rapid brake wear)—it’s no 
wonder demand for good brake servicing 
is jumping by leaps and bounds. Nearly 
half of all cars now in use need a brake 
job every year. Each set of tires sold or 
every 1300 gallons of gasoline pumped 
represents a brake-job prospect for shops 
equipped to do this work properly with 
quality parts and equipment. 

Drivers demand quick-stopping abil- 
ity, and communities are demanding it, 
too, with safety-checks that make im- 
mediate customers of motorists that tend 
to delay. Here’s a whopping, sure market 
—no doubt about it—and there's no 
better way to boost shop income and 
profits than by setting up to serve this 
big need. Dollar-investment is surpris- 
ingly low. Return is in the “big brackets.” 


A Profit-Bonanza 


Brake-work probably is the most profit- 
able of all automotive services. The av- 
erage complete job is billed out at some 
$45.00, of which about 60% is gross 
profit. Just three jobs a week amount to 
$7020 in billing or $4212 gross profit per 
year. So, with 20% to 25% of all cars on 
the road needing complete brake jobs 
which often also require replacement of 


wheel and master cylinders, springs, etc., 
it’s easy to see why today’s brake busi- 
ness is such a profit bonanza. And, don't 
forget, one out of every two cars needs 
some brake work at least once a year— 
adjustment, fluid, etc. 

Another money-making advantage of 
being equipped to handle brake business 
is that work usually can be scheduled a 
few days in advance—even after-hours, 
if desired —either for lucrative drive-in 
customers or desirable assignments from 
shops that lack suitable facilities. This 
permits orderly work-loads in otherwise 
slack hours which, again, means more 
output—more profits. 


How To Capture This Business 


With an AMMCO Brake-Shop-On- 
Wheels, brake work can be done depend- 
ably, profitably, anywhere—inside or 
out! This compact, portable unit occu- 
pies only 3’ x 5’ (scarcely more than re- 
quired for a few empty soft drink cases), 
yet includes a Drum Lathe, Brake Shoe 
Grinder, Drum Mike, Brake Cylinder 
Hone, and the accessories needed for 
trouble-free work—all mounted ona 
sturdy bench of heavy-gauge braced and 
reinforced steel. It can be quickly rolled 
to convenient locations by one man, and 
just one job a week not only covers its 
cost but earns a handsome profit, as well. 

The AMMCO Brake Shop at Al & 


Brake Shoe grinding assures 
correct lining-to-drum contact 

. eliminates costly come- 
backs caused by noise, pulling, 
grabbing, and other erratic 
brake action. 


Bob's Service, Inc., Chicago (see photo 
above) averages 30 jobs per month and 
only 17 labor hours per week, for an 
extra $16,800.00 annually from brake 
servicing alone. This is mighty smart bus- 
iness that used to go elsewhere, and with 
it comes many incidentals to further in- 
crease profits. Al and Bob know that 
work well done—drums resurfaced and 
shoes ground—is a sure way to please 
customers and eliminate come-backs... 
the best way of all to make money. 


Do This— You'll Say ‘‘Thanks” 


Shops wishing to investigate the fast 
growing brake service market, anc those 
interested in up-dating outmoded equip- 
ment, are invited to write AMMCO fora 
new booklet, just published, that shows 
how the combination of correct equip- 
ment and aggressive promotion pays off 
in attractive top-profits. Including im- 
portant step-by-step tips on brake 
inspection and servicing, this new book- 
let shows how—with AMMCO equip- 
ment—average mechanics can do fast, 
safe, and profitable work by following 
simple instructions. Write today—no ob- 
ligation—for booklet or a demonstration 
in your own shop by one of AMMCO’S 
33 fully-equipped mobile Show-How- 
Units manned by factory-trained tech- 
nicians. AMMCO TOOLS, INC., 2158 
Commonwealth Ave., North Chicago, Ill. 





Build Your Service Reputation 
for Acrylic Repairs 








Exact-weight 
scale for 





Smooth-running, quiet power agitator. 








precise mixes. 











Complete line of 
DURACRYL” base colors. 














Laboratory-tested formulas. ] 








Ditzler’s ACRYLIC COLOR MIXING SERVICE 
gives you true acrylic colors, not modified lacquers. 





ormore than a year, refinishing shops all over 
F the country have been using Ditzler’s Acrylic 
Color Mixing Service to match the acrylic colors 
featured on many of today’s new cars. 


e With this color system they have been able to 
duplicate easily and quickly these brilliant new 
hues with true acrylic colors, not modified lacquers. 


e Ditzler’s Acrylic Mixing Service provides you 
with a complete new series of DURACRYL base 
colors and hundreds of laboratory-tested formulas. 
With it you can duplicate precisely the beauty 


Ditzler Color Division, Pittsburgh Plate Glass Company, Detroit 4, Michigan + Torrance, California 


LER 


and depth of color, high gloss and outstanding 
durability of these modern finishes. And you can 
prepare the exact amount you need for a repair 
or a complete refinishing job, without waiting 
or waste. 

e Why not take advantage of the opportunities 
for added profitable business on millions of new 
cars finished with acrylics? Ask your nearest 
Ditzler jobber for more information about this 
Ditzler color mixing service which 
has proved so satisfactory in so 
many shops the country over. 


DITZLER* 


ODL-7096! 
ROMAN RED 


DURACR 


1} 


ry 


4 
, 
j 


PAINTS * GLASS « CHEMICALS + BRUSHES « PLASTICS + FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


P) DITZ 
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REVEALING 
FOR 

THE FIRST 
TIME 


THE MOST EXTENSIVE “‘ON-THE-CAR”’ 
MUFFLER TESTING PROGRAM EVER DEVELOPED 
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EXCLUSIVE “AVERAGE-DRIVER” TEST FLEET... TRAVELING 


MORE THAN 50 TIMES AROUND THE WORLD EACH YEAR... 
THRU SUN, RAIN, AND SNOW... IN STOP-AND-GO TRAFFIC 


AND OVER THE OPEN ROAD... PROVES 


WALKER"SILENCERS 


Last longer...Run quieter...Give engines 
new traffic flash and gasoline economy! 


Here is another Walker first . . . perhaps the greatest: 
The exclusive Walker Million Mile Motorcade .. . 
the most extensive, far-reaching “‘on-the-car” muffler 
testing program ever developed. 

Each year, for more than five years, a carefully 
selected “‘average driver’’ test fleet has traveled over 
a million miles a year under every driving condition 
from critical stop-and-start city traffic to sustained 
high speed of the turnpikes . . . through rain and snow 


and heat to give Walker engineers the true facts 
about Walker Precision-Tuned Silencers. 

Through this unique “average driver’’ test fleet, 
people from all walks of life: workmen. . . house- 
wives ...clerks ... salesmen . . . driving all makes of 
cars in a normal every-day pattern to their jobs... 
to the store ... to church. .. on week end and vacation 
trips... have tested and proved under actual on- 
the-car driving conditions every new material . . . every 





a 4 


ae 4 . ‘- r 
ete) | SF 
TRAFFIC s we — = 


a 


BY THE 


wr 
7enOv" WALKER * 


\ million Mile MOTORCADE 4 
a 


a 


advanced design principle ... every new construc- 
tion detail found in Walker Precision-Tuned Silencers. 

The statement that Walker Precision-Tuned Si- 
lencers last longer. . . run quieter. . .and give engines new 
traffic flash and gasoline economy is not an idle claim. 
It is a fact! Walker Precision-Tuned Silencers are 
America’s most performance proved Mufflers. 
WALKER MARKETING CORPORATION, 
Racine, Wisconsin. 


TYPICAL RESULTS OF MOTORCADE TESTS: 


ee Or mm 


Walker Silencer (left), with combination of special rust resistant 
materials and design, was removed from test car after 18,100 
miles, with practically no inside rust or corrosion damage. 
Other test muffler, without these features, was nearly disinte- 
grated after only 7,138 miles under similar driving conditions. 


America’s most “AV OWANE PROVED Mufflers 





PUROLATORS 


includes the new $2850. 
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This nationally advertised F |} 


$285° SCHICK ELECTRIC RAZOR 


costs you nothing 
when you buy the 1960 Purolator Bonanza deal 


_ We’// be helping you sel! Purolator filters all spring 
in LIFE... LOOK... and THE SATURDAY EVENING POST! 
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960 BONANZA 


SCHICK 3SPEED RAZOR! 
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Here’s how you get your *285° SCHICK 
3-Speed Shaver at no extra cost! 


he 


Buy the Purolator Bonanza refill assortment 
of 30 fast-moving filters for $4777, 


rv Included right in the same package is your 
$285° Schick Shaver. 


Order from your Purolator Supplier today 


2 Me eR ee RR ae oo eee mn, 
ie aa BE RE i io 


“Purolator” Reg. U. S. Pat. Off, 


The Standard Equipment Line 


PURQOLATOR 
OIL, AIR & FUEL FILTERS 


PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 
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PSSSSTT—AND SHE’S RIDING LEVEL! 





AIR LIFT OVERLOAD AIR SPRINGS 


i il ~en< 


~ » 


- 
= 


— ' * j . 
New Air Lift Heavy-Duty Air Springs fit inside New Air Lift LOADLIFTER* Air Springs mount 


rear coils of 1960 Chevrolet and GMC trucks on axle of trucks with leaf spring suspensions 
(*Pat, Pend.) 


ADJUST WITH AIR TO YOUR EXACT REQUIREMENTS FOR A SMOOTH, 
SAFE AND LEVEL RIDE UNDER ALL ROAD AND LOAD CONDITIONS. 


Air Lift Overload Air Springs are instantly and infinitely adjust- 
able to give exactly the help required — no more, no less. 

Your trucks last longer because the giant power of these tough, 
air-filled cylinders literally lifts the bed of a capacity-loaded truck 
to a smooth, safe-riding level. They relieve the regular suspensions 
of stress and strain — constantly protect against the spring-smash- 
ing impact of chuck holes and bumps. 

Your tires wear longer because Air Lift Air Springs absorb vibra- 
tion, too — assure a smooth, steady ride whether loaded or empty, 
on expressway or cross-country trails. And drivers are happier, 
because they ride so comfortably! 

Air Lift Air Springs are the only overload springs engineered to 
function at the point of greatest stress. And, of course, they are 
the only completely adjustable help available for light truck 
suspensions. 

FREE LITERATURE with full details. See your Air Lift dealer or 
write us, Attn: Dept 392. 


AIR LIFT COMPANY, 2330 West Main Street, Lansing, Michigan 


In Canada: 18 Hook Ave., Toronto 9, Ont. 
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For piston power... piston service... piston profits 


Leadership in pistons and piston service belongs 
to Thompson Products. You recognize it in 
such Thompson piston names as STANDARD 
ALLOY, STEEL-BELTED, POWERGROOVE 
—and now in the exclusive new Thompson 
POWERFORGED aluminum piston. 


— Tela The great new Powerforged piston is forged 
- F .. . not cast. And every claim ever made for it 

U was proved in 5 money-winning cars in the 1959 

Indianapolis ‘500’’. Every Powerforged piston 


matched the increased loads of the world’s 

most powerful engines. 
Thompson’s exclusive forging process literally 
pounds aluminum slugs into piston forms— 


increases strength by producing a grain flow in 


the metal. With no increase in weight, the 
Powerforged piston is up to 70% stronger and 
600% tougher than conventional cast aluminum 

and they balance perfectly when 


pistons .. . 
used for replacement. Furnished tin plated in 


finished sizes. 
For piston power, piston service, piston profits 
. .. go Thompson Products—all the way. 


Sold thru the world’s finest jobbers 


Thompson Products 
Replacement Division 


P\ Thompson Ramo Wooldridge inc. 


Cleveland 3, Ohio 
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“FREE SERVICE” Can Make 


—<y- Weer Caps 


NOW—COOLING SYSTEM 
MORE PROFITABLE THAN - 


1 out of 3 Pressure Caps 


Higher engine speeds and horsepower, 
more crowded engine compartments, and 
other design features of today’s cars make 
it imperative that cooling systems func- 
tion at full efficiency—and offer you the 
= greatest opportunity in motor car history 


to turn “Free Service” into worthwhile 
A NEW EATON al 


MONEY-MAKER You will need a complete high-quality 
I line of fast-selling radiator caps and 
FOR YOU! thermostats. The EATON line includes 
not only radiator pressure caps and—now 
—thermostats, but also regular and lock- 
ing gas tank caps, and breather caps. Easy- 
to-demonstrate quality features make 
EATON the line you need to chalk up 
the big “Free Service” money in 1960! 














Get the complete Story of 
"More Profit from Free Service” 


~~ 


EATON MANUFACTURING COMPANY 
Stamping Division . Cleveland 10, Ohio 
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More Profit for You in 1960 


Talomm Bal-laanletitei 


SERVICE IS 
EVER BEFORE! 


Needs Replacing Now! 


Free Service Sells 


these Eaton Caps, Too... “$a = 


Gas Tank Caps Locking Caps Breather Caps 





This EATON COOLING SYSTEM TESTER 
is a Self-Starter for Under-Hood 
Sales and Profits! 


Gets car owner’s attention. Makes quick ) 
tests of pressure caps and entire cooling / ASK ABOUT 
system: radiator, cylinder head, motor es OUR 
block, hose connections, and gaskets. Self- EN ATTRACTIVE 
contained design—no adaptors needed. 

TESTER DEAL! 
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MT-405A Exhaust Gas Analyzer — Checks the 
air-fuel ratio— shows you if engine is operating 
efficiently; if carburetor is set properly. Use on 
any gasoline or liquid petroleum-type engine with 
single exhaust pipe. Flexible sampling tube and 
tail pipe adapter fits all cars — attaches securely 
to bumper on road tests. Completely self-powered. 
Carburetor idling adjustments can be made with- 
out dynamometer. 





MT-415A Tach-Dwell Meter — Tach scale checks 
engine rpm for servicing automatic transmissions, 
balancing cylinders, adjusting carburetor idling 
jets. Dwell scale is used to check dwell or cam 
angle and resistance of breaker points; set breaker 
points. Use on 6, 12, or 24-volt systems. 








MT-401A Generator-Regulator Meter — tests 
the generator, checks regulated amperes, cutout 
and regulated voltage. It is also used to test bat- 
tery and locate electrical leaks. Has 15-volt range 
for cars and trucks and 60-volt range for ignition 
systems of more than 12 volts. 





MT-430A Ignition Analyzer — quickly and ac- 
curately tests primary coil efficiency; secondary 
coil efficiency; coil heat; stalled motor coil current; 
capacitor efficiency; secondary coil resistance; ca- 
pacitor leakage; tests 0 to 1.5 amperes; tests 0 to 
6.0 amperes; coil polarity; ignition efficiency: plug 
misfiring; ballast resistor continuity; general con- 
tinuity; motor idle current; tests 0 to 300,000 ohms 
and tests 0 to 3 megohms. 


8052-B 28th Avenue 
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Exhaust Gas Analyzer 
Tach-Dwell Meter 
Generator-Regulator Meter 
Ignition Analyzer 


now! 


diagnose troubles quickly, 
easily, positively 


at low cost 


These Snap-on testing sets put you in the car and truck- 
servicing business with real authority — give you a pack- 
aged unit for diagnosing engine and electrical system trou- 
bles accurately in a hurry. 


Any mechanic can use this equipment effectively with. 
just a little instruction. Fully illustrated booklets make it 
extra simple. Each tester has a minimum of adjustments 
and connections. No outside power needed. Each tester 
is a complete unit in itself — can be removed from the rack 
and used anywhere in the shop or on the road. Save stall 
space for other work. 


Roll stand easily holds all four testers in test racks. Two 
large compartments in roll cab give you extra storage space. 


YOURS ON EASY PAYMENTS 


It takes modern equipment like this to service today’s com- 
plex cars and trucks properly. And the profits are big, the 
investment small. You can own this complete MT-4000A set 
for just a little down, a little each week. Ask your Snap-on 
man the next time he calls. 








MT-4000A Set — four meters, two 
tune-up meter racks and heavy-duty 
roll stand —a complete low-cost test 
center on wheels. 


Kenosha, Wisconsin 
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from Maremont 


ey 


TIME-SAVING 
LIPS 


Right! 68°% of muffler customers surveyed* demanded 
fast service. Maremont’s time-saving Tips of the Month 
add profits through fast muffler and pipe installation. 
Here are the first in a series of tips . . . watch for others! 


.-.ADD PROFITS! 


FAST 
SERVICE 
SELLS 68% 


PROPER CLEARANCES 1959 DE SOTO 


SAVE TIME. 


Cut the old exhaust pipe into 2 
pieces. This mit$ its removal 
without disbuxbing the heat shield 
or the air scopp of the Fordo- 
matic Transmi§sion, 

Because phe Marenfont pipe is 
a two piec@ Unit it presents no 
difficulty to install. 


On any pipe or muffler job make 
sure you allo w-for proper spacing 
and rotation of parts and muffler. 
Get the most cle@range you can 
from frame;_spritigs, gas tanks, 
etc. befofe tightening clamps and 
hangers pernrarrentty. — 


Remove the tailpipe from the 
front, mgfingtheear Of the pipe 
from the\inbgard tg the butboard 
side of the spking™Reverse the 
process 16 infgtall the ney pipe. 


NEW TOOLS FROM MAREMONT, TOO... 


NEW PIPE CUTTER... 
features one-hand, on-the-job adjustment. 
Cuts time in half even on the tough ones! 


=> 


NEW PIPE SHAPER,, 
rounds out tubes inside and out in 
seconds for easy fit every time! 


Add Maremont's Multi-Angle Stee! Saw and tool steel Pipe Peeler, 


and you're equipped for fast service . . 


. top profits! 


$5 award for your installation tip if featured on a monthly MAREMONT-O-GRAM 
tip card. Send yours now to Maremont Mufflers, Chicago 1, Illinois. 


ARE MONT MUFFLERS 


THE 


ALWAYS .-INSTALL 


FAS T-SERVICE 


Lin € 


& 


INSTALLATION TIPS 


MAREMONT 





Dealers “in the know” 


SELL WIRY JOE! 


WIRY JOE BATTERY CABLE 


Special lead alloy terminal eliminates corrosion 








Patented spring steel insert permits repeated flexing 


Red plastic FIRE-GARD® insulation—5 to 7 times 
more resistant to oil, abrasion, acids. 
Will not support flame 


New shell-type lug for quicker, easier installation 
in tight spots in modern cars. 


WIRY JOE 12 VOLT 
BATTERY CABLE ASSORTMENT 


@ Complete coverage for all 12 volt cars and trucks. 

@ A dozen assorted cables packed in eye-catching 
display carton. : 

@ Assortment contains two 9, 15, 20, 23 and 43 inch 
cables, and one each in 30 and 38 inch lengths. 


WIRY JOE AUTOMOTIVE 
WIRE AND CABLE 


@ Tough, dependable, quality tested. 
@ Packaged in the dispensing box that really works. 
@ For all automotive applications. 


Sell Wiry Joe—made and ; 

backed by the largest indepen- \ 

dent manufacturer specializing “ATHE CRESCENT COMPANY, INC. 
in wire and cable engineered ; 

specifically for the automotive 

replacement market. 


Want more facts? Use Reader Service Card Page 135 SOUTHERN AUTOMOTIVE JOURNAL for February 1960 











ALL NE 


SUPPORTS 
ALLOY-COATED 
ON BOTH SIDES 






~~ 


FOR YOU! 








BOTH SHELLS 
ALLOY-COATED 
INSIDE AND OUT 





ALLOY-COATED 
INSIDE AND OUT 





BOTH HEADS 
ALLOY-COATED NEW MARCOAT 
mes Ano our PROTECTION FOR PIPES... 


MarCoat—Maremont Anti-Rust Coating 





NEW MUFFLERS protects both the inside and outside of 


Maremont pipes. Mz vat < 2s fre 
Maremont—the genuine alloy-coated muffler—protects inside emont pipes. MarCoat assures fresh, 


; . clean-looking pipes during stoc » life 
and out with tubes, supports, shells and heads of special rust- pipes during stocking life. 


resisting alloy-coated* steel. Genuine Maremont alloy-coating ——~ aetigt! 
of aluminum, cadmium, lead and zinc effectively fights rust ne 
VarCoat No protection 


and corrosion best! One genuine alloy-coated Maremont protection testi Half protection ccuadtieitie 
Muffler actually outlives two ordinary steel mufflers! and out 


rusted inside 


NEW RADIO ADVERTISING...G EVENINGS A WEEK 


.NEW ADVERTISING FROM MAREMONT BOOST YOUR SALES! 


Starring PHIL RIZZUTO with It's “SPORTS TIME” with PHIL RIZZUTO for Mare- ; 
“SPORTS TIME”’—CBS NETWORK mont Mufflers over the CBS radio network. Car-owners nO 
At Peak Driving Hours... are being told—almost every day—to look for the Mare- Z 

6 Evenings a Week... mont Sign. Be sure yours is on display! U) 
Every Week o 

Ww) 

MUEE . 

| = MEER | : 

SS 

~ oO > ! ”) 

or 

Ww 

NEW 39” SIGN (MH 645)...all Curb Sign features... a 

mounts three ways—with Swinging Stand for driveway (MH ve 

647), with Straps for pole (MH 648), and Brackets for wall WL 

(MH 652). J 

ae NEW 2-FT. SIGN... two-way FAMOUS CURB SIGN (MH 516)... s 

sign—isiand “A” Sign (MH : The Nation's No. 1 Traffic-Stopper . . . uJ 

=] (=) 649) or back-to-back as Island 6,-ft. tall, all steel . . . multiplies Z 


i) Pole Sign (MH 653). muffler volume. 


PY Se) Coote] Wa je) 


| AREMONT MUFFLERS 
LL the ADDED LIFE line 7 














‘Dog-goned GOOD 
Auto Air Conditioners! ° 


The Imperial unit 





The Custom unit 


Nationally advertised, prominently promoted, custom-designed for customer-service 
... dealer profits ... lasting satisfaction ... that's CLIMATIC AIR auto air condi- 
tioner for ‘60. Made and sold by a company with 28 years experience serving 
automotive dealers and car owners... CLIMATIC AIR is the unit for dealers who 
plan to SELL and INSTALL profit-building auto air conditioners from now on. Don't 
sell a ‘‘dog’’ — sell comfort and satisfaction! For full details on distributorships and 


dealerships .. . write: 


3030 CANTON TELEPHONE 
Be ee oS ee ee eee 


DALLAS, TEXAS Riverside 1-3837 
AUTO & TRUCK AIR CONDITIONING 


FEATURED OVER TRUTH OR CONSEQUENCES, NBC-TV, DURING YOUR SELLING SEASON! 
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MORE STATIONS =e FRAM 



























































A new national survey of service outlets shows that more stations sell Fram 

Filters than any other brand! This figures—because among motorists. who —_ fn 

know filters by name, more choose Fram for quality than any other filter. A(R -E0 40) aaa? 7 be 4 
If you want the utmost confidence of all the car owners you serve, stock 

and sell Fram Oil and Air Filters...and display the Fram name for all 

to see! FRAM CORPORATION, Providence 16, R. I. 
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Kibleunuit, Kar-Rucs 


have MOST to Ti! 


TIP TO 
TOE... 


Want more facts? Use Reader Service Card Page 135 


ss 


1960 Kar-E 5 are “Rubbermaid Reinforced" 
Pavy wear areas— 


Double-thick rubber reinforcement in high-wear areas 
plus exclusive Rubbermaid compound make today’s 
Kar-Rugs tougher, stronger and more beautiful than ever 
Attractively designed and custom engineered for snug-rug 
fit of all modern cars, including the new ‘compacts’ 

If you haven’t got 'em... get ’'em. Send for details on the 
complete Rubbermaid Kar-Rug line — now! 


RUBBERMAID INC. e Automotive Division e WOOSTER, GHIO 


World's Largest Manufacturer of Rubber Automobile Mats 
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BEAR OPENS A NEW WIDE, WIDE WORLD 
OF PROFITS, PRESTIGE AND PRECISION! 


eno SERS 


THE 
AMAZING 


RPIRST STEP 
TO THE MOST 
PROFITABLE 
SHOP 

YOU'VE EVER 
KNOWN 


SOUTHERN AUTOMOTIVE JOURNAL for February 


You're looking at the precision wheel alinement and front-end 

correction instrument that has undoubtedly made more money, for 
more shops, than any piece of alinement service equipment ever 
designed! And, this famous Telaliner is only one of a complete line of 
over 50 major pieces of service equipment and tools you'll see im action 
in the new free Bear Profit Idea Book...a husky, full-color book 
brimming with proven profit ideas... page after page of the most 
modern advancements in alinement, balancing, body-frame and 

safety testing equipment...shown in a wealth of 


business building shop layout ideas 


CLIP COUPON NOW FOR YOUR FREE COPY! 


BEAH 


... the most famous name in car safety service 
brings you the world’s most complete line 


Seeeeeeaeaeaeeeanaee SSSSSeeeeeeeeeeeeeaeuw 
BEAR MFG. CO., Dept S-S, Rock island, iinois 
Without cost or obligation, have your 
representative call to present my FREE 
copy of the new “Bear Profit idea Book.” BEAR 


NAME 
FIRM 


ADDRESS 
R-677 


CITY ZONE STATE 
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ONLY 


genuine, new Holley Carburetor and component part PEP 
Kits can deliver new car performance. And now, with new 
Pep Carburetors priced so little more than rebuilt units, 
most popular Ford and American Motors car owners can 
afford this dependable, new car carburetion. Add to it the 
easy to install Holley Pep Kits and all Service Stations and 
independent repair shops can offer complete, on-the-spot car- 
buretion service with only a few dollars of inventory. Contact 
your authorized Holley Distributor today for complete details 
of the new, low prices on Holley Pep Carburetors. 


CZ, 11955 E. Nine Mile Road ° Warren, Michigan 


THE COMPLETE LINE OF CARBURETOR AND IGNITION EQUIPMENT 
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Announcing...a NEW, complete, fast-selling line 


DO LE Caps 


“by the makers of famous DOLE Thermostats 


The new line of Dole Caps — radiator, 
oil filler, gas tank—is the big news 

in extra sales for 60. For example, the 
new Pressure Cap Assortment, 
packaged in a brand new box, 16 caps 
to a Salesmaker of completely 

modern design, gives you complete 
market coverage. 4 out of 5 cars 

now have defective caps, and you 


can prove it for extra sales. 


And Dole has the sales clincher that 
will sell those 4 out of 5 prospects on 
the spot. It’s the New Dole Pressure Cap 
lester that has already proved, in 
extensive field tests, that 80°% of the 
pressure Caps now in use will not hold the 


minimum pressure required 
For those added sales, include an order of 


Dole Caps along with your next order of 


Dole Thermostats. Your Jobber can fill your needs. 


See us at the ASIA Show 
Booths 2314 - 16 - 18 


Contro/ with DOLE SALES BUILDER 


pays for itself in no time 

Simple to operate, shows pr S pred f 

in a minute whether or not 

his cap is defective. When he see 
B ! 


the pressure loss on the dial, 
he'll buy! See your Jobber 


for details. 
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Better products, faster from your National Seal jobber: 


It’s good sense...good service...to install new 
National Seals whenever you pull a wheel! 





Assure perfect safety . . . complete customer satisfaction 


.- and build extra profits for you while doing it 


Make it your general practice to change old oil seals to new 
National Seals whenever you pull a wheel for a brake job or 
for bearing repacks. Customers rely on you to keep their 
cars operating satisfactorily and safely. New National Oil 
Seals are the finest protection you can offer. They are 
quality products, built to last. They prevent grease from 
leaking and ruining brake linings. Bearings can’t run dry 
when lubricants are held in place. 

Ask your National jobber about National Seal service 


stocks which make selling and servicing faster and more 
profitable for you. 


, -_ 1. A. S. |. SHOW 
; A : pas =): \H = } { O j L f A LS See us at booths 
nNAa ~NAR sae 


OIL SEALS February 10-13 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. « DETROIT 13, MICHIGAN 
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What's the outlook for 
air - conditioner sales 
and service during the 
season down here where 
the demand's greatest? 
This takes you behind 
the desks with makers. 


By BARON CREAGER 


Southwestern Editor 


Selling 


} 
4 


A TER feeling the pulse of man- 
ufacturers, distributors and 
dealers, there is only one con- 
clusion about the future of automo- 
bile air conditioning as far as 1960 
is concerned. Barring a “bad 
break in the weather,” it could 
easily be the greatest year for 
sales. 

Discussion here will be confined 
to independent manufacturers of 
automotive air conditioners and, 
according to population density 
thereof, that means the Southwest. 
More specifically, Texas, where the 
industry sprouted and where it has 
repeatedly burst the seams of its 
collective pants. 

Lately the pulse of manufactur- 
ers has been fast and feverish with 
the pressure of preparation and 
perfection of new models for 1960. 
There were estimates by factory 
managements of increased produc- 
tion ranging from a modest 36%, 
up through 42%, 65%, 90% and 
even 500%. But the expectation of 
a 500% increase in production by 
one manufacturer involves a plant 


\ os 


RX 


Increasing number of earlier-installed units can boost shop volume. 


with veteran talent, but in business 
only since February of 1959 
Such estimates should be digest- 
ed slowly. Production 
will not be linked with factories by 
spokesmen 


forecasts 


name here, although 
probably thought they would be 
identified. Therefore, their reports 
on 1959 production and their ex- 
pectations of 1960 output were 
offered at least in some Cases 

with one ear attuned to competi- 
tion, Questions put to manufactur- 
ers concerned production only, not 
sales, which putting a 
manufacturer on the spot if he had 
any substantial carry-over of 1959 


avoided 


models. 

It is doubtful if anyone could 
assemble absolutely accurate fig- 
ures on production by independent 
manufacturers for 1959. But every- 
one is entitled to an estimate and 
SAJ will make a guess—160,000 
units built by independents in ’59. 
So if factories produce in 1960 at 
the rate they say they will, total 
units built by independents should 
exceed 200,000. 
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“Cool” Is Going 


to Get GHEE in 1960 


conditioning 
out ol 


Automotive ail 
started struggling slowly 
oblivion soon afte! the end of 
World War II and it was a natural 
that it took root and, eventually 
flourished most, in the Southwest 
This is where most air conditioners 
for cars are sold. with the South- 
east running a close second, ac- 
cording to a compilation by Air 
Conditioning, Heating and Refrig- 
eration News 

In its issue of April 20, 1959, 
that publication reported 383,867 
automotive air-conditioning 
were sold in 1958 in the United 
States, with 279,455, or 72. , be- 
ing sold in the Southeast and 
Southwest. The same table credit 
the Southwest with 207,672 unit 
sales for 54.1% and the Southeast 
for 71,783 unit sales for 18.7‘ 

Next was the Midwest with 
12.8° for 49,135 units; then the 
West, 10.2% for 39,154 units and 
the Northeast with 4.2% and 16,- 
123 units. 

So it was a natural for the in- 
dustry to get started in the South- 


units 
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Checking the freon and other routine services have proven highly profitable for adequately equipped shops. 


west, in the middle of the biggest 
market, where heat that is often 
terrific and prolonged stimulates 
sales. In this connection, a “bad 
break in the weather” would be 
another summer like 1959, with no 
30 to 40 consecutive days of 100°- 
and - above temperatures. Last 
year’s “cool” summer in the South- 
west had residential air-condition- 
ing salesmen in tears and automo- 
tive unit sales were off, too, but 
not as bad as residential. 

By the best and most recent 
count, there are 16 bona fide in- 
dependent manufacturers of air 
conditioners who have no visible 
connection with a national sales 
organization other than their own. 
Fourteen of these are based in the 
Southwest. One operates from 
Michigan, two from Kansas City, 
one is in Oklahoma, another is in 
Florida. There are 11 in Texas- 
two in Houston, two in Fort Worth, 
one in Denison, another in Arling- 
ton and five in Dallas. 

The 17th independent, formerly 
operating from Wichita, Kan., is 
reported recently sold to New York 
interests and, presumably, being 
reorganized to re-enter the field. 

These independents are as much 
manufacturers as the “Big Three” 
of the automobile business. All buy 
their component parts—compres- 
sors, clutches, condensers, evapora- 
tors, fittings — and assemble the 
unit according to engineering taste. 
The big differences in finished air 
conditioners lie in appearance, en- 
gineering and installation. 

If the independent industry pro- 
duces 200,000 units in 1960, can 
that many be sold over competi- 
tion from factory-installed units? 

The industry thinks so, appar- 


64 


ently, and with understandable 
good reasons. Barring that “bad 
break in the weather,” factories 
are highly optimistic and, in fact, 
quite confident about 1960. 

For this is no longer a fledgling 
business as it was in 1953, first 
year of enough impact to impel 
Air Conditioning and Refrigeration 
News to record total U. S. sales 
as 40,600 units. No longer are these 
plants crammed into tight quarters, 
building what they can with a 
skeleton crew, with this week’s pay 
checks depending on this week’s 
sales. No more must a travele! 
search from town to town for 
someone—anyone—who can serv- 
ice an automobile air conditioner. 
For the independents, wisely, if 
late, have placed heavy emphasis 
on service facilities, conduct their 
own schools for mechanics and put 
engineers in the field. They have 
some of the smartest management 
and sales talent in the country and 
next season’s market is put under 
the microscope with the same care 
and planning with which other 
nationally-known names approach 
a market. 

In the earlier stages it is possible 
these independents grew too fast 
for their own good. Now they are 
grown and matured, and in the 
process of growing there has de- 
veloped another “battle of the big 
three.” This battle rages, some- 
times with bitterness, among three 
Texas firms. In 1958 their com- 
bined production was 65,243 units 
of 129,656 produced by 13 in the 
Southwest. Again the figures are 
from ACH&R News. 

Impressive quarters, rivaling the 
huge branch-house installations 
that have sprung up in industrial 


districts of the Southwest, are oc- 
cupied by two members of the 
“big three.” By the time this is 
published the third may have 
moved to similar quarters, relin- 
quished by a national manufactur- 
er of farm equipment. Another 
Texas independent was negotiating 
for much larger quarters. Others 
have managed to increase produc- 
tion without commitment to such 
capital investments. 

There is another indication that 
the independent industry has ac- 
quired maturity. This is the Auto- 
mobile Air Conditioner Manufac- 
turers Association, with head- 
quarters in Dallas and 12 firm 
members, 

Like many other associations, it 
has had difficulty getting started 
For several years it languished, 
then began showing new life and 
objectives in 1959. By early in 1960 
the members expected to have a 
full-time paid secretary and a 
complete slate of officers. In the 
most recent convention—in Dallas 
on Dec. 9—all the members dis- 
cussed their component parts prob- 
lems, if any, so that united action 
could be taken in behalf of any 
one member in difficulty. 

Another, and perhaps more im- 
portant, discussion revolved 
around publication by the associa- 
tion of a national service facilities 
list of all service points approved 
by the association as being compe- 
tent and experienced. There are 
now 2,500 names on this list and 
when released eventually for pub- 
lication, most of those names are 
expected to remain. 

At the first association meeting 
early in 1960, officers are to be 

(Continued on page 110) 
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By E. M. LOWERY 
Technical Editor 


jes what are you doing about 
this business of Service, Mr. 
Dealer? Do you consider your 
service department just a neces- 
sary evil that goes with your 
dealership? 

If that is your attitude toward 
the department, that is all it will 
ever be. However, if you give this 
department the attention and su- 
pervision that you give the other 
departments, it can prove a profit- 
able asset. 

We know that the importance of 
unabsorbed overhead is a vital 
factor in any dealership. This 
item probably influences the final 
profit more than any other one 
operating factor. It determines 
the number of new-unit sales 
needed to break even, and the 
trading position of the dealership. 

The greater the percentage of 
this overhead that is covered by 
the service and parts department, 
the better opportunity for the 
dealership to make a profit. The 
primary objective of a dealership 
is Sales—and without sales there 
can be no service. 

Without courteous and efficient 
service, sales are difficult to make 
and generally prove unprofitable. 
This being true, why not take a 
look at your service department, 
and if it isn’t operating profitably, 
take the necessary steps to make 
it so? 

Following are a few items that 
may help: 


1.—F acilities: 

Is your shop large enough to 
properly take care of your present 
volume? Easy to enter and leave? 
Well lighted and clean? If not, 
make it so. Remember, custom- 
ers don’t like inconvenience and/- 
or dirty shops. Most of them take 
pride in their cars and want them 
kept clean, 

2.—Personnel: 

Do you have a sufficient num- 
ber of skilled mechanics, a service 
manager and service salesmen? 

It requires highly skilled tech- 
nicians to service today’s cars, and 
if your mechanics are not highly 
skilled, they will lose too much 
time in doing a job and your serv- 
ice department can never operate 
properly. 

If they are not skilled, send 
them to the factory training 
school. The few dollars it costs 
will prove a profitable investment 
later on. 

Regardless of how small your 
dealership is, just remember that 
customers, when entering your 
service department, want to talk 
to someone with authority—not 
just a mechanic who walks up and 
asks if he can help. 

Neither does the customer want 
to go back to a dark corner in the 
shop and talk to a mechanic lying 
under a car. No dealership is 
small enough to give a service 
customer this kind of reception. 

So, have at least one neatly 
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Point by point, from his two- 
generations-plus experience in 
the service field, Ed Lowery 
tells how to rekindle profit 
higher in service sales. 


dressed, trained service salesman 
to greet your customer as soon as 
he drives in. None of us likes to 
wait for service, so insist that all 
customers are greeted promptly. 

During rush hours, if necessary, 
assign some of the new- and used- 
car salesmen to this job. There is 
not a better place to find new- or 
used-car prospects. 

3.—Shop tools and equipment: 

Just as effective service work 
on today’s cars demands skilled 
manpower, it also demands mod- 
ern shop tools and equipment 
Without these a service depart- 
ment is seriously handicapped to 
meet competition on quality of 
workmanship, prices and time 
promises. The net cost of each 
job is increased because of the 
extra time required to do it. 

Many dealers purchase every- 
thing the factory offers in the way 
of sales aids, but refuse to invest 
anything in factory-recommended 
special service tools. Remember, 
with the proper tools and equip- 
ment your mechanics can usually 
do a job in half the flat-rate time 
This means increased production 
and profits. 

4—Service advertising and 
owner follow-up: 

You should include service in 
your promotional advertising. 

Although any owner-follow-up 
plan costs something, it will keep 
them coming back, so don’t ne- 
glect this, because people who 
spend their money with your 
dealership like to be remembered 

5—Incentives: 

Usually you offer your new- 
and used-car salesmen certain in- 
centives over and above their reg- 
ular earnings. Why not the same 
for your service department per- 
sonnel? 

Here is a plan that is worth 
trying: 

It costs the average dealer over 
$3 to write and process a service 
repair order. This being true, you 
can readily see that too many one- 
item orders will eat up service 
profits in a hurry. 

Surveys show that service re- 
pair orders with three or more 

(Continued on page 106) 





Most of these scores of new products will be 
displayed at the International Automotive 
Service Industries Show at New York's Col- 


iseum Feb. 


are invited to attend Feb. 


10-13. All automotive interests 


12-13 (the first 


two days being restricted to wholesalers and 
other special categories). If you want to give 
your service operation a profit boost, quite 
likely you will find the 


800—Corvair Jack Adapter 


“AD-15” adapter kit, introduced by 
Walker Mfg. Co., 1201 Michigan 
Blvd., Racine, Wis., converts. the 
company’s “Nos. 47” and “48” jacks 
for underlift removal and _in- 

stallation of the Corvair power train. 

Kit consists of a power train 
cradle and a “Micro-Step” release 
pedal, which reportedly provides 
positive control of the speed of 
descent during underlift removal of 
the system. Cradle may be obtained 
separately to adapt “Nos. 44” and 
“49” for floor removal and installa- 


"tools" right here. 


tion of the power train, the man- 
ufacturer said 
Want more info? _ > on 
page 135 and you will get it! 


801—Muffler “Gun 


A heavy-duty pneumatic muffler 
gun and 3 chisels, designed to aSsure 
15-minute muffler installation, have 
been announced by The AP Part 
Corp., Toledo 1, O. 

The tool reportedly will not freeze 
or balk when cutting through 2 layers 
of pipe or heavy clamps and brackets 


It comes with specially-designed cut- 
off and inside and outside cutting 
chisels and 2 holding springs made of 
high-grade alloy steels for specialized 
requirements of muffler and pipe 
work. 

Developing up to 3,600 strokes per 
minute, the gun cuts through all 
kinds of connections in seconds, it 
was claimed. With special chisels 
included in gun kit, an outside or 


inside pipe can b afely and quickly 
peeled away from an assembly with 
out damage to remaining pipe ol! 
muffler nipple. Gun functior he 
ame air pressure and the am<é 

and snap-on connectio! 

ordinary grease gun. It we 

12 ozs 
Want more info? Uses 
page 135 and you 


802—Color Service 


and paint shop 


To enable dealers 
to match all of the acry color 
used on today’s cars, a color-mixing 
service, introduced by Ditzler Color 
Division, Pittsburgh Plate Glass Co 
8000 West Chicago Ave., Detroit 4, 
Mich., consists of a precisicn. scale, 


electric paint agitator, base colors, 
formula book and color catalog 
Unit reportedly enables the shop 
to duplicate precisely the b-auty 
and depth of color, as well as th 
gloss and durability of acrylic 
finishes. A complete series of ‘““‘Dura 
cryl” acrylic base colors and hun- 
dreds of laboratory-tested formula 
are available, the manufacturer said 
Want more info? Use coupon on 
page 135 and you will get it! 


803—Tire Patches 


“Chembond” patches for 
tires and tubes, announced by H. B 
Egan Mfg. Co., P. O. Box 1406, 
Muskogee, Okla., can be applied 
either cold or hot and are available 
in 4 sizes to fit almost any size in- 
jury. 

When processed with “Chembond”’ 
cement to a properly prepared sur- 
face, the lightweight, flexible, 
featheredged patches provide a life- 
of-the-tire repair, it was claimed 
Each patch is individually protected 
by a polyethylene covering and 
packaged in self-dispensing boxes 

Want more info? Use coupon on 

page 135 and you will get it! 


tubeles 
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804—In-Line Filter 


A nylon in-line gasoline filter 
(“PG2-PL”), introduced by Fram 
Corp., Providence 16, R. I., reportedly 
can be installed in any position 
where 6” of fuel-line tubing is avail- 
able 

Made with a nylon housing, it is 
lightweight, rust-proof and resistant 


id 


to vibration. Benefits claimed include 
gas savings, more power, easier start- 
ing and fewer stalls. Filters are avail- 
able for %” lines, 5/16” tubing and 
%” tubing. 
Want more info? Use coupon on 
page 135 and you will get it! 


805—Compact-Car Mats 


Custom-fitted front door-to-door 
mats for the Corvair, Falcon, Valiant, 
Rambler and Lark, announced by 
Doan Mfg. Division, 1725 London 
Road, Cleveland 12, O., are available 
in white and black and are designed 
to enhance colors and interiors of the 
new cars. 

Each mat is packed in a carton with 


pnnnonnnan 
i 
j 


clearly marked identification for each 
of the compacts. 
Want more info? Use coupon on 
page 135 and you will get it! 


806—Sander 


For use in the body paint shop to 
do many tasks formerly done by 
hand, “Model DA” air-driven sander, 
introduced by National-Detroit, Inc., 
2810 Auburn St., P.O. Box 398, Rock- 
ford, Ill., reportedly does not heat the 
paint surface, paper does not load 
and with its use wet sanding is not 
necessary. 

It is said to be excellent for sand- 
ing prime, surfacer and putty, for re- 


moving rock chips and scratches in 
color coats without going through the 
prime coat, and for sanding for re- 
painting by removing gloss or oxi- 
dized paints. 
Want more info? Use coupon on 
page 135 and you will get it! 


807—Cleaning Tank 


“Minitank,” a portable small parts- 
cleaning tank, announced by Gunk 
Laboratories, Inc., 630 North Harlem 
Ave., River Forest, Ill., is designed 
for safe cleaning with “Gunk Super 
Concentrate Degreaser” and comes 
complete with casters so that it may 
be used near workbenches or at wash- 
racks. 
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When mixed with 9 gallons of 
kerosene or mineral-spirits-type sol- 
vent, concentrate supplies enough 
self-scouring solution to fill the tank 
to the recommended working level, 
according to the manufacture! 

Want more info? Use coupon on 

page 135 and you will get it! 


808—Foreign-Car Muffler 


An all-welded muffler for the for- 
eign-car aftermarket, announced by 
Powell Muffler Co., Inc., 4235 W 
42nd St., Chicago 32, Ill., can be 
ixentified by its bronze electrostatic 


“Silikote” finish, which reportedly 
resists rust and corrosion. 
Want more info? Use coupon on 


page 135 and you will get it! 


809—Air Conditioner 


“Frostemp” automotive air con- 
ditioner, announced by Lindustries, 
Inc., 1041 Foch St., Fort Worth, 
Texas, reportedly purifies, dehumidi- 
fies and recirculates air in the 
average automobile in 30 seconds. 

Want more info? Use coupon on 

page 135 and you will get it! 
(More New Products on page 138) 
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"| have heard that a stranger recently stopped at our ~ limits and asked where he could buy some 


auto parts. He was told that the only places he could 


CONFASAGN Unlimitedddddis 


now and then I hear 


Nw 
somebody bewailing the pres- 


ent, and with a faraway look in 
his eye expressing a wish for the 
good old days. 

I don’t think that we should al- 
ways accept these heavy sighs 
and glassy-eyed starings for what 
they seem to be. 

Sometimes I wonder if the fel- 
low putting on this perennial 
mourning act is really sincere. I 
feel like questioning his assertion 
that those days were really good, 
and I wonder if a close check on 
them would prove that they were. 

However, if the party trying to 
work up a good fit of nostalgia 
happens to be an automotive job- 
ber, particularly one who cut his 
selling incisors on a diet which 
featured such entrees as bumpers, 
spotlights, windshield wipers, 
locking radiator caps and other ac- 
cessory delicacies and whose only 
acquaintance with replacement 
parts was in the form of a light 
diet of gears, axles, leaf springs, 
fan belts and piston rings, I im- 
mediately recognize him as a kin- 
dred spirit, a fellow wayfarer lost 
in the impenetrable jungle of 
modern automotive merchandising. 

I can sympathize with him for 
I, too, can recall when the busi- 
ness of automotive wholesaling 
was a simple operation like the 
old Tinker - to - Evers - to - Chance 
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Methodist Church." 


By MARTIN G. SILLIMAN 


President, Orlando Consolidated Co. 
Orlando, Fla. 


combo in baseball. Just a simple 
manufacturer - to - jobber - to - 
dealer play with the field unclut- 
tered by gimmicks, and with the 
base lines straight. 

I don’t think that this poor lost 
jobber is to be entirely blamed for 
our modern rock-and-roll sales 
programs and methods, some of 
which make as much harmony as 
the dissonance bearing the same 
name. His straying from the old 
straight and narrow path of sim- 
ple merchandising methods has 
not been entirely voluntary. 

The way this jig-saw setup is 
working and the spot it has gotten 
us into would seem to indicate that 
there are some puzzle _ pieces 
missing; in fact, I doubt that even 
if given all the component parts 
any of our automotive sales and 
marketing experts could come up 
with a complete picture that 
would once again bring about an 
orderly cooperative movement of 
goods from the factory to the car 
owner. 

If any of them has the answer, 
he has certainly been holding out 
on all of us. 


Sometime ago I was in New 


OT get them were the Y.M.C.A. and the 


York visiting a friend whose 
brother is a member of the New 
York Stock Exchange. He very 
kindly offered to show me around 
the great trading center the fol- 
lowing day, an invitation I was 
glad to take advantage of, particu- 
larly with such a guide. 

After our visit he summed up 
the wild rush of trading on the 
floor as “Controlled Confusion.” 
It seems to me that today’s auto- 
motive distribution could certain- 
ly be called confusion, but unlike 
the stock exchange it certainly 
cannot be qualified as controlled— 
in fact, it is anything but that. 

Everybody in this great busi- 
ness of ours concedes that, like the 
guy who fell in the abandoned 
septic tank, we are in a mess. Who 
is responsible for our being there 
or how we got there does not mat- 
ter so much as how we are going 
to get out of it. 

Our new-style distribution has 
many, Many new and wonderful 
features. For instance, we have 
premiums, and I don’t mean 
that archaic one-dozen-free-with- 
a-gross stuff. No, indeed, nothing 
as old-fashioned as that. 

If you need something to take to 
the football game to warm those 
arthritic joints or to hide your 
bottle under, don’t for heaven’s 
sake go down town and buy it. 
Just buy yourself a couple of cases 
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of Full-O-Fuzz Filter Cartridges 
and get one for free. 

You know this is that wonder- 
ful cartridge with more hyponic 
fuzzes to the millimeter than a 
cigaret filter has to the inch, and it 
is made entirely of gunnysack and 
molasses. 

If you need some dishes, don’t 
run like crazy to a local depart- 
ment store or china shop; just 
send in an order for a case of 
Polydimmit Auto Polish and get a 
beautiful teacup. With your next 
case you get the saucer. 

Or perhaps you haven’t heard 
of that wonderful offer of a 
month’s free diaper service with a 
thousand wheel weights, or the 
wonderful five days you can spend 
in Fancy Vest, Wyoming, if you 
find the lucky capsule in your gal- 
lon of paint. 

If it’s deals you want to offer 
to your clientele of Hacksaw Har- 
monizers, Oil Can Crushers, Three- 
Unit Fleets and those distinguished 
gentlemen who claim to be the 
only purveyors of “Genuine” parts, 
there are plenty of them and they 
are of all kinds. We not only have 
the simple packaged deal with the 
premium inside, and the price set 
up to include it—be it a kitchen 
clock, vacuum bottle or what- 
have-you; we also have the one 
where you don’t get clear title to 
the premium until you have sold 
the two or three extra pieces of 
merchandise packed with the deal. 

Then, of course, there is the one 
where the manufacturer’ very 


kindly lets the jobber kick in part 
of the cost of the premium. This 
premium racket, and I use the 
word deliberately, used to be con- 
fined to offers of free merchandise 
and was used almost exclusively 
by the automotive chemical manu- 
facturers. 

But this slight scratch on our 
automotive sales complexion has 
become infected, and has spread 
until it seems to be a sore that 
cannot be healed. 

Yes, sir, we have deals and 
other gimmicks, but there is one 
thing that we DON’T have now- 
adays, and that is a scarcity of 
places where automotive supplies 
and parts can be bought whole- 
sale, and this does not mean in 
wholesale quantities; it just means 
at wholesale prices. 

Far be it from me to pose as a 
prophet, but with your permission 
and forbearance, I would like to 
quote from an article written for 
this very same publication in 
December 1950 dealing in part 
with this subject. 

To our manufacturer 
among other things I said: 

“So perhaps you now find in 
many towns you have built a 
Frankenstein of distribution that 
you can’t control, and you have a 
chaotic price condition and a line 
that does not give your jobbers a 
decent volume or a decent profit.” 

Well, gentlemen, it has really 
come to pass, and I did it without 
a crystal ball. We have a real, 
virile monster stalking around. It 


friends 


is built of Major Oil Companies, 
Warehouse Distributors, Tire Com- 
panies, J::«:.ers—both general line 
and specialty—and the missing 
part of its anatomy is soon to be 
supplied by the Car Manufactur- 
ers. 

The word “perhaps” is now 
superfluous in the above quota- 
tion for here we are just nine 
years later with so many outlets 
that it looks like we are going to 
have to standardize on some sort 
of outdoor sign to keep us from 
trying to sell each other. Seems 
like only the liquor stores and 
service stations outnumber us 
nowadays. 

I have heard that a stranger re- 
cently stopped at our city limits 
and asked where he could buy 
some auto parts. He was told that 
the only places he could NOT get 
them were the Y.M.C.A. and the 
Methodist Church. 

If I may be so bold as to ven- 
ture an opinion, I would say that 
if the manufacturers had spent 
more time developing the ac- 
counts they had already estab- 
lished, discussing their problems 
with them in an effort to help 
them to solve them, had contacted 
them more often and had done 
more constructive work with them, 
they could possibly have avoided 
the mad rush they have made dur- 
ing the last ten years or so trying 
to acquire new accounts, and they 
would not today find on their 
doorsteps so many progeny of 
questionable lineage. 


"Birth control has been one thing that has not been in evidence on the automotive natal 
scene for some years, as new jobbers have been appearing so fast that no one manufacturer 
can be held responsible for the pregnancy which produced them. And indeed many of 
these offspring would be hard put to prove their legitimacy, and the right to use the name 
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‘jobber’.”’ 

















The Author: An Automotive Veteran 


The author has been an occasional contributor to these columns 
over many years, due to his long experience in this industry and 
his way of portraying with a writing grin the problems besetting 
his kind. He started in 1914 with Maxwell Motor Co. and later 
joined Studebaker. From 1918 until 1922 he managed the parts 
department of an Alabama dealership handling Maxwell and 
Chalmers cars and Vim motor trucks. He traveled Central Florida 
out of both Jacksonville and Tampa as a jobber salesman from 
1922 to 1928 and managed a jobber branch store from 1928 to 
1945. He has been president of Orlando Consolidated Co., automotive 





parts wholesaler, since 1945. 








I am not speaking of coming in 
with missionary help to call on 
the dealer trade. I have always 
contended that a jobber should 
try to alleviate his own case of 
Lithuanian Lead Poisoning by 
jettisoning the load in his dif- 
ferential, and getting out and do- 
ing his own selling. That’s HIS 
job and that’s why the manufac- 
turer gives him jobbing discounts. 

There are indeed many ways in 
which the factory can help. Their 
men can check the customer’s cat- 
alogs to see if his information on 
their line is up to date, and that he 
has the latest price sheets. These 
men can also check the jobber’s 
stock about twice a year cleaning 
out obsolescence without stalling 
around about taking merchandise 
back for credit because the returns 
are going to be charged against 
their commissions. 

They can also hold informal 
sales meetings with both outside 
and counter salesmen. Remember, 
it is the lines that these boys know 
the most abeut that they sell the 
most of. 

And right here I would like to 
pass along a friendly word of ad- 
monition, if you please, to some of 
our so-called sales engineers, some 
of whom at this time seem to be 
worried about their future: 

Listen, fellows, just because a 
jobber is buying from one of your 
established warehouse accounts, 
please do not get the idea that it 
is unnecessary and a waste of your 
time to call on him. 

Someday when you accidentally 
find your way into his store you 
may find that one of your competi- 
tors has been giving this man some 
needed help, and incidentally some 
pertinent information, regarding 
HIS line that has resulted in a 
switch to another source, another 
warehouse handling this line, per- 
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haps better situated geographically 
to serve him, or more willing to 
cooperate with him. 

Birth control has been one thing 
that has not been in evidence on 
the automotive natal scene for 
some years, as new jobbers have 
been appearing so fast that no one 
manufacturer can be held respon- 
sible for the pregnancy which pro- 
duced them. And indeed many of 
these offspring would be hard put 
to prove their legitimacy, and the 
right to use the name “jobber.” 
They may not be as varied and 
numerous as _ our. present-day 
brands of cigarets and beer; we do 
have several kinds, nevertheless. 

I believe that deserving of men- 
tion at the top of the list are the 
old-type jobbing houses, with 
stores open during each day’s 
working hours, and with represen- 
tative stocks of merchandise. Just 
look in on these accounts and you 
will find they have outside sales- 
men, maintain prices, conduct a 
legitimate wholesale business and 
in general behave like a bunch of 
old-fashioned damned fools. 

It is true that there was a time 
when this kind of outfit was the 
only type that the manufacturers 
recognized as suitable outlets, and 
whom they considered qualified to 
represent them and to receive job- 
bing prices. 

But this was the outdated, old- 
fashioned way that has long since 
been outmoded. Nowadays quali- 
fications are much more rigid (7). 
You must have a rented space in a 
tent or quonset hut, a truck, a sta- 
tion wagon, or room in the back 
of your garage at home, or at least 
a box in the local post office, if 
you want to get on an approved 
jobbers’ list. 

Oh, yes, there is one other must, 
and if you have it you can forget 
the rest. You simply have to be 


willing to buy some merchandise 
almost any amount will suffice- 
and be able to pay for it on the 
10th. Proximo. 

As long as we have people that 
can meet this last qualification, 
coupled with a desire to get into 
the automotive wholesale business, 
they are not going to have any 
trouble finding manufacturers 
willing to sell them, and thus aug- 
ment the ever-increasing number 
of roaches that are nibbling at the 
legitimate jobber’s automotive 
cake. 

The lack of birth control men- 
tioned above, together with rapid 
and indiscriminate inbreeding, has 
brought another child into the au- 
tomotive nursery who is probably 
the youngest in the aftermarket 
picture. His name is Warehouse 
Distributor, and as time goes on It 
looks like his brothers will be le- 
gion, for like a disturbed nest of 
yellow jackets they are buzzing 
around and lighting everywhere 

Some of them can produce birth 
certificates proving that they are 
deserving of the title, this being 
nothing more than a factory inher- 
itance of good nationally adver- 
tised lines, complete warehouse 
stocks of them, salesmen calling 
on jobbers only, and a sales vol- 
ume attained by contacting whole- 
salers only. 

They are the boys who are fill- 
ing an important niche on the af- 
termarket wall, and are not to be 
placed in the same category with 
another type who are really foul- 
ing things up in a very special 
way. 

I speak of the ones who think 
that warehouse distribution is only 
a fancy name for chiselling an ex- 
tra discount from their suppliers, 
and then when they get it that it 
is okay to pass along a part of it 

(Continued on page 126) 
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Sales Manager Rone (left) has found his salesmen like the tested plan of compensating them. 


Ulcer-less Pay Plan for Salesmen 


By RUEL McDANIEL 


[ pees perhaps is no ‘“‘best”’ com- 
pensation plan for car sales- 
men for all dealers—or even for 
all dealers in a given territory. 
What works satisfactorily for one 
dealer is poison to another. 

Spikes Motor Co. (Ford), Mis- 
sion, Texas, has tried more than 
one compensation plan and out of 
them it has formulated one that is 
working out exceptionally well for 
company and salesmen alike, ac- 
cording to R. H. Rone, sales man- 
ager. 

First of all, it has solved the 


problem of obtaining and keeping 
reliable salesmen 

“And that is a tough problem 
anywhere, and more especially fo1 
the small-town dealer,” Rone 
pointed out. “We tried hiring inex- 
perienced young men and training 
them to sell, and we tried hiring 
older men with a lot of car ex- 
perience. Neither developed any 
good salesmen for us. We decided 
that we needed something that 


would hold our present reliable 
sales force and keep every man 
contented.” 

The company has four salesmen, 
Rone. Each man _ sells 
everything—new cars, used cars, 
trucks. 

Each salesman receives a flat 
salary of $50 a week. It has no 
strings attached. It is his, whether 
he sells anything or not, and it is 
never charged against his commis- 


besides 


sions 
“This is the big factor our 
(Continued on page 118) 


Salesman Dick Volz figures with a prospect, knowing his pay plan relieves him of some worry about his finances. 
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Fig. 1—Various types of oil and grease seals and “O” rings used on today’s motor vehicles. 


Watch Seals and “O" Rings 


oe runs as smoothly as a 
1 N properly adjusted and properly 
lubricated bearing. Nothing con- 
tributes more to smooth running 
and proper lubrication than oil 
and grease seals. 

The best lubricants cannot do a 
good job unless they are contained 
within the specified area. This 
calls for seals. 

Just what are oil and 
seals—“O” rings? 

What part do they play in 
dependable automotive operation? 

Why are they important to 
driving safety? 

What is their various application 
to the automotive vehicle? 

When and why should they be 
replaced? 

We will endeavor to answer 
these questions with pictures and 
comments. 

Oil seals are very important to 
driving safety, just as a properly 
tuned engine is important to fuel 
economy—or as a properly adjust- 
ed automotive transmission is 
important to smooth § gearshift 
pattern. 

Wherever the seals may be—in 


grease 
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By E. M. LOWERY 
Technical Editor 


the engine—in the transmission— 
in the differential or elsewhere, 
they perform the vital function of 
keeping bearing grease or oil in, 
damaging road dust or dirt out. 
Today’s modern cars or trucks 
cannot operate without seals. 

Oil seals in the wheels are 


particularly important to driving 
safety. Grease leaking from a worn 
wheel bearing seal brake 
lining can cause brake slippage, 
grabbing, or complete brake fail- 
ure. Dry bearings or bearings ex- 
posed to dirt which seeps through a 
worn seal can “freeze” the bearing; 
this can cause an accident or lead 


onto 


to expensive repairs. 

Oil or grease seals should be re- 
placed; they should not be re-used 

Entirely too frequently seals are 
damaged upon removal. Seals are 
easily bent, dented or distorted, 
thus permitting leaks, possibly 
ruining the unit which 
designed to protect. 

The leather or 
elements in oil seals wear with use 
and deteriorate with age. Seals also 
become seated. Once removed, it is 
impossible to return them to the 
exact position on the shaft. 

Let’s take a look at some of the 
various type seals and “O” rings 
used in the average vehicle. Fig. 1 
is a good illustration. Fig. 2 shows 
typical oil seal removal and install- 
ing tools. 

The seal container can be dam- 


they are 


rubber sealing 
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Fig 2—Typical oil and grease seal removal and installing tools. 





aged by the use of a hammer and 
punch to remove the used seal. March: V-8 Valve Jobs 
Therefore, the correct remover 
puller should be used. Likewise, a Valve jobs ona V-8, showing the importance of valves to 
yer a — sens cemctnn engine compression, oil consumption and over-all perform- 
punch installation method that it ance, will be detailed here next month by editor Lowery. 
cannot contain the lubricant. So 
to be sure, always use the installer 
tool designed for the job. 

Fig. 3 shows a group of rear axle 
shaft grease seals. These seals have er seals should be given this treat- The timing case cover oil seal 
been soaked in lubricant. This will ment before installation This sea] performs a great part 
prevent them from becoming glaz- Suppose we begin at the front of in engine life by preventing oil 
ed and hard during their first few the vehicle and look at some of leaks at the front end of the crank- 
miles of service. All types of leath- the various oil seal applications shaft. 











Figs. 4, 5, 6, 7 and 8 show the 
use of the removal and installing 
tools for this particular job—tools 
designed to prevent both case and 


Fig. 3—Group of rear axle oil seals which have been soaked in lubricant 
prior to installation. This prevents their becoming hard and glazed 
during the first few miles of service seal distortion. 

Fig. 9 is a blow-up of a typical 
power steering unit. There are 17 
oil seals and/or “O” rings used in 
this unit. The failure of any one 
could cause serious trouble 

In some cases, power steering 
seals and “O” rings must hold a 
pressure of several hundred pounds 
and not allow any leaks. The auto- 
matic transmission, like the power 
steering, is dependent upon seals 
and “O” rings if it is to function 
properly. 

Figs. 10, 11 and 12 illustrate the 
varied use of these items in the 
automatic transmission. These seals 
and “O” rings must hold a great 
deal of hydraulic pressure 

Fig. 13 shows the correct instal- 
lation of a rear axle shaft inner 
oil seal. A great many cars have 
an outer and inner seal at this 
point. To be sure the job is right 
it is best to replace both. 

We have only illustrated a few 
of the many applications of the 
seals and “O” rings on the average 
car. There are many others. Each 
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Top: Fig. 4—Puller blocks expand- 
ed to pulling position. 

Next to top: Fig. 5—Removing oil 

seal. 

Center: Fig. 6—Positioning install- 
er plate on new seal. 

Next to bottom: Fig 7-—Installirg 

new seal. 
Bottom: Fig 8—Chsecking s<al for 
proper seating. 


GOVERNOR 


PULLER SC 
(TOOL) plays an important part in the 


safe operation of the vehicle. 
Whenever seals and “O” rings 
are removed, replace them with me oourpur sHart 
new ones. 
Don’t take a chance with your 
customer’s safety. 


CHAIN CASE COVER 


Plymouth Solves Noise 
On ‘60 Drive Train 


LYMOUTH has issued the fol- 
lowing service bulletin: 
It is possible that a “knocking” 
— or “chuckling” noise will be en- Fig. 10—Output shaft, governor 
i countered in the drive train on and spline seal. 
some 1960-model Plymouths. This 
condition occurs after the lubri- 
cant has warmed up, and may be 
FEELER GAUGE noticeable at steady speeds of 25 The part number will not be listed 
; to 35mph or during slight decelera- in the MoPar parts list. It is not 
tion. The cause of this condition to be used for the normal servicing 
may be excessive clearance be- of rear axle carriers. 
tween the differential side gears. If the condition as described 
A new differential side gear, above is encountered, remove the 
part No. 2070150, has been de- rear axle carrier assembly, and 
veloped exclusively for the service clean the internal parts in clean 
correction of this condition, and is solvent. Carefully measure and 
to be used only for this purpose. record the ring gear back lash. 
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CLUTCH APPLY PRESSURE SEAL RINGS 


Fig. 11—Front pump and stator support assembly. 


FRONT Olt 
PUMP HOUSING 


Fig. 12—Installing front oil pump 
housing dust seal. 


Disassembly: Remove the ring 
gear and differential case assembly 
from the carrier. Remove the ring 
gear from the differential case. 
Remove the differential pinions 
and side gears from the differen- 
Follow the procedure 
Plymouth 


tial case. 
outlined in the 1958 
service manual. 
Assembly: Lubricate the pilot 
journal of the new side gears, part 
No. 2070150. Install the thrust 
washers and the new side gears. 
Carefully select the fit of the new 
side gears, inasmuch as only one 


Fig. 13 — Installing 
axle shaft oil seal. 


new side gear may be required. 
If the side gear journal fits tightly 
in the bore in the case, do not use 
gear, part No, 2070150. Use orig- 
inal gear, part No. 1675450, in- 
stead. 

After proper selective fitting of 
the side gears, install the dif- 
ferential pinions, thrust washers 
and pinion shaft. Lock the pinion 
shaft securely in place. 

Assemble the ring gear and dif- 
ferential case. Assemble the car- 
rier and adjust the ring gear-io- 
pinion gear backlash to exactly 
the same reading obtained and re- 
corded before disassembly. Com- 
plete the carrier and rear axle as- 
sembly as described in the 1958 
Plymouth service manual. Fill to 
proper level with rear axle lubri- 
cant. 


Keeping down Squeal 
In Valiant Belt 


ALIANT has issued this service 

bulletin: 

Correct fan belt adjustment is 
important to prevent premature 
wear of the water pump and 
generator bearings. 
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A loose belt will squeal upon 
sudden acceleration and will also 
slip at high speeds, which may 
cause overheating. 

Should proper fan belt adjust- 
ment fail to correct belt slippage 
it is suggested that belt part No. 
2129078 be installed. This new 
belt has improved gripping quali- 
ties which are beneficial in pre- 
venting slippage 


Isolating Pushbutton Box 
On Plymouth Panel 


LYMOUTH has issued the fol- 
lowing service bulletin: 

An isolation package has been 
released to reduce noise transmit- 
ted up the pushbutton cable and 
into the instrument panel on 1959 
Plymouths. The package entered 
production approximately July 1, 
1959, and consists of the following 
parts and their numbers: two 
sleeve nuts, No. 2200477; two flat 
washers, No. 120392; two rubber 
grommets, No. 2161522, and a 
silencer pad, No. 2200475. 

When installing the above parts, 
the two .218”-diameter mounting 


Gear Selector 
stuce 


Silencer Pad 
—— Rubber Grommet 


pushbutton box 


, 


holes in the 
bracket must be re-drilled to .375’ 
diameter! to accommodate the 
grommets (see illustration) 

The silencer pad should be 
placed between the mounting 
bracket and the button box assem- 
bly. The sleeve nuts and washers 
secure the box studs to bracket. 

This package is also useful fot 
silencing transmission pump noises 
which resemble speedometer click. 
Some benefit may also be derived 
on cars with objectionable pump 
whine or other high-frequency 
transmission nolses 

A similar rubber 
package is used on all 1960 
Plymouth cars equipped with 
automatic transmissions. 


insulation 





Equipment Put Him on Top 


we Ludwig Pustejovsky 
opened his Port Auto Clinic 
in Port Lavaca, Texas, in February 
1958, his only equipment consisted 
of a vise and a bench grinder... 
and good credit. 

But having been a mechanic for 
more than 22 years, he knew the 
value of good equipment. And he 
knew that proper tools were par- 
ticularly important to the man 
opening an independent shop in 
competition to local dealer service 
departments. 

So he used his credit to acquire 
the equipment he felt he needed 
to justify his going out and asking 
car owners to bring their service 
work to him. 

That he was justified in strain- 
ing his credit to acquire the equip- 
ment he wanted is indicated by the 
facts: in approximately 18 months 
from the date he opened his shop, 
all his equipment was paid for and 
in his bins were parts which cost 
him $9,000, and he owed nothing 
on the parts. 

In the meantime, he had built up 
a volume averaging out about $30,- 
000 a year with two mechanics in 
addition to himself. 

“T couldn’t possibly have done 
this without proper equipment,” 
he said, “It has been my observa- 
tion that here is where many men 
opening their own shops make 
their worst mistake: skimping on 
equipment in order to reduce the 
cost of operating their shop. 

“Without proper tools and equip- 
ment, the independent not only 
must devote more labor to a job 
but he cannot perform the job as 
satisfactorily as with the proper 
tools. Thus, the shop owner loses 
in two ways: in labor waste and 
dissatisfied customers.” 

When he opened his_ shop, 
Pustejovsky not only announced 
that he would do every kind of 
automotive repair but named his 
plant to conform to his service. He 
thinks this has been a definite 
factor in building his business. 

He prepared to perform every 
type of service from motor tune- 
up to motor overhaul and automa- 
tic transmission rebuilding because 
his background and _ experience 
dictated it. Over the years he has 
attended service schools conducted 
by Ford, Chevrolet, Buick, Kaiser- 
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j i i be to go in 
Garage owner Pustejovsky proved how profitable it could : ¢ 
debt o order to buy modern equipment to promote his shop’s business. 


Frazer and Oldsmobile. In addition, 
he has attended special clinics on 
automatic transmission rebuilding. 

As soon as his shop was open 
and some of his new equipment 
was in service, he introduced the 
service by visiting with local serv- 
ice station operators and telling 
them about the new business and 
what he proposed to do. He did not 
offer them any compensation for 
recommending the clinic to their 
customers, but he did point out 
that such a recommendation would 
result in a pleased customer and 
that would reflect favorably to 
the station operator in the estima- 
tion of his customers to whom re- 
commendations were made. 

He supplemented these personal 


calls with whatever telephone con- 
tacts were necessary to start busi- 
ness flowing to his shoo. After the 
first month, he consistently has 
had to turn away business. 

“I could use five mechanics if 
we had the space for them to 
work,” he declared. 

The two mechanics work on 
straight salary, and Pustejovsky 
said he would work men no other 
way. 

“IT want mechanics to think a- 
bout the customer and satisfying 
him, not the commission they are 
making on the job at hand,” he 
said. 

He quotes flat rates and has 
compiled his own flat-rate schedule 

(Continued on page 100) 
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Gordon R. Davis shows a customer 
a lawn mower, selling and servic- 
ing of which added $8,209 in sales, 
$4,430 in parts and $4,338 in labor 
for his shop during the past season. 


By WARNER OGDEN 


Dis Auto Service is doing 
around $17,000 yearly in sales 


and service of good lawn mowers 
at Knoxville, Tenn. 

Six years ago Gordon R. Davis 
read in SOUTHERN AUTOMOTIVE 
JOURNAL how some service stations 
and independent garages were 
taking up the idea for added profit. 
He decided to do so too—and is 
glad he did. 

His added business has grown, 
starting from scratch. 

He has a modern service station, 
including shop with three me- 
chanics, at one of Knoxville’s 
busiest highway intersections. It 
is a good location to display mow- 
ers and Davis has them in a row 
out in front, where they are eye- 
catchers, in season, In winter he 
has two beside his desk in his 
glass-front salesroom and others 
are in the basement shop, which 
was recently enlarged again to 
handle more mowers. 

“Most of the major oil com- 
panies realize that a station to be 
successful has to have something 
else besides gas and oi] and tires 
to sell,” said Davis, who was a 
service manager for a large car 
dealership before going into busi- 
ness for himself. 

“Some oil companies are en- 
couraging their dealers to add 
non-competitive lines for addition- 








Each mower in the Davis shop has either a price tag on it or the name 
of the customer for whom it is being serviced. All mowers displayed 
have a price tag attached to save customer from having to inquire cost. 


al revenue. Our company (Sin- 
clair) even called a meeting of a 
bunch of us and suggested it 

“The idea was just in its infancy 
when our station got into it. It has 
grown into big business now for 
stations and independent garages. 

“Service stations doing mechani- 
cal work are the best prospects for 
lawn mower sales and repair. They 
just have to have something else 
for their mechanics to do in the 
winter months. Much of our busi- 
ness in other months is with tour- 
ists (as the station is on a heavily 
traveled highway to Great Smoky 
Mountains National Park and is 
next to the Knoxville Tourist 
Bureau, which gives free help). 

“People start buying mowers in 
March. In spring and summer we 
put the mowers out where people 
can see them, which helps a lot. 
The more you can display, the 
better. One official told us that of 
all the stations he saw ours ap- 
pealed to him most, on account of 
the lawn mower display. 

“We usually have about 12 to 15 
out front in spring and summer. 
We ourselves start buying them 
early in the year. 

“The only mowers we are selling 
are quality mowers. We haven’t 
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gone in for price mowers—cheap 
or promotional lines. We’re selling 
merchandise we are proud of and 
stand by. We stay with quality 
mowers.” 

Trade-ins are taken, but it de- 
pends on the condition of the old 
ones. The trade-ins are put aside 
and repaired during slack times o1 
even waiting until the winter 
months. Twenty-two were fixed 
in the winter of 1959-60 and were 
ready for the spring of 1960. 

Usually the old mower will be 
enough for a down payment, if a 
new one is bought on terms. The 
rest would be paid in 12 months. 

Davis Auto Service does its own 
financing. It will carry a customer 
who doesn’t want to pay cash, but 
makes some money on the carry- 
ing charges. Six per cent flat inter- 
est is charged. 

Guarantees vary on the mowers 
sold, but a one-year guarantee is 
given on all engines. 

A price tag is put on each mower, 
so that anyone looking them over 
will know, without asking, what 
the cost is. Davis knows it is em- 
barrassing for many people to have 
to ask prices of unmarked things 
they see in stores and some people 
wouldn’t v: 9 ask the price. So 
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Renting power mowers for $1 an hour or $5 a day has been proving 

increasingly profitable at Davis Auto Service, according to Gordon R. 

Davis (shown here). The sign is displayed outside where customers 

drive up for gasoline or one of the many services offered by this 
Tennessean. 


he tries to make a selection easier 
for people looking over the mow- 
ers—and not embarrassing. 

He finds the customers really do 
like to see the prices on the 
mowers. 

He has also started renting out 
lawn mowers, by the hour or the 
day. The charge is $1 an hour 
or $5 a day. 

The plan has turned out well 
and the rentals totaled around 100 
the first year 


“But only good lawn mowers 
should be put in rental service,” 
Davis said. ‘“‘Rent a man a piece of 
crap and he’ll tear it up.” 

These are power mowers, of 
course. Davis said people “now 
have a power mower if they only 
have a yard the size of this office 
there are few of the other kind.” 

In the basement shop, which has 
been dug out and concreted for ex- 
panding business, is a sign which 


gives these charges for mower 


This sign pointing to the basement level calls attention to power 
mowers as well as motor tune-ups available there. The shop area was ex- 
cavated recently to make more room for the expanding mower business. 


Mechanic Glenn Bright works 
on power mowers as well as cars. 
For mowers he can sit on a low 
stool for close-up work, as shown 
here, if he wishes. Parts are on 
handy racks nearby. 


services: 

Minimum charge 

Sharpen and balance 

Install recoil W.O. studs—$2 

Overhaul recoil—$2.50 

Overhaul carb—$3.50 

Minor tune-up—$4 

Major tune-up—$6. 

Replace and reface valves—$6 

Replace crank—$8 

Overhaul engine, up to 3hp 
$12.50 

Overhaul engine, 3hp to 6h, 
$15. 

Overhaul engine, 6hp to 
$17.50. 

Overhaul engine, 9 and 10hp 
$20. 

In the office over the shop, Davi 
stepped to his adding machine and 
quickly figured what mower busi- 
ness had been for one year, The 
slip showed: sales, $8,209, parts 
$4,430, and labor $4,338—a total of 
$16,977. 


$1.50 


$1.50 


What Are You Doing 
to Promote Safety? 


Are you doing anything to pro- 
mote greater awareness by your 
customers of the importance of 
safety features of their cars? 

If so, the editors would like to 
hear from you, as the special issue 
on safety is coming up in April and 
you should have recognition for 
your efforts. Write 806 Peachtree 
Street, N. E., Atlanta 8, Ga. 
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This shows most of the 71 from 32 states who attended the mid-year board meeting of the garagemen’s association. 


IGOA Stu 


I’ THE Independent Garage Own- 
ers of America puts into practice 
all recommendations received by 
national officers and board mem- 
bers in its mid-year meeting in 
Tulsa last month, it will: 

Campaign for eventual examin- 
ation and licensing of mechanic 
in all states, raise an additional 
$25,000 annually for expansion of 
headquarters and field activities, 
sign up parts warehouse distribu- 
tors as dues-paying, allied mem- 
bers and raise individual member- 
ship dues from the 50 cents to $1 
a month. 

Those are but a few suggestions 
presented to the board, which took 
the first step of what is expected 
to be a long, uphill climb toward 
universal licensing of mechanics 
In the closing moments of a two- 
day meeting, the board instructed 
its technical training committee 
to implement, as soon as possible, 
the association’s dormant plan for 
registration of qualified mechanics 
with the IGOA national office. 

This program is voluntary as 
far as the individual mechanic is 
concerned. If interested in having 
for display in his establishment an 
IGOA certificate of competence, 
any mechanic with five years of 
experience in the trade may sub- 
mit his record to the local chapter. 
Both the man and his credentials 
will be examined and if both pass 
satisfactorily, he will be registered 
with the national office and will 
receive a certificate on that basis. 

Although there is some division 


ies Mechanic-Licensing 


By BARON CREAGER 


Southwestern Editor 


of opinion at the leadership level 
of IGOA on the wisdom of an ob- 
jective for mechanic licensing in 
all states, action of the board may 
be taken as an indication of ma- 
jority thinking. But it was pointed 
out in private discussions that 
IGOA cannot expect to reach that 
goal in one year, five or ten—that 


50 years have been required in 


some professions to establish a 
standard licensing practice. 

This mid-year meeting of IGOA 
on Jan. 8 and 9 attracted a regis- 
tration of 71 from 32 states. This 
included approximately half of the 
members of the board, all the of- 
ficers, six of the seven members 
of the advisory committee (com- 
posed of dues-paying manufactur- 
ers who are allied members), a 
number of ranking state and local 
officers and three editors 

The convention assembled ap- 


Officers of IGOA include (I. to r.): seated, H. F. “Red” Reagin of At- 
lanta, president; W. C. “Josh” Wilder of Nashville, Tenn., third vice 
president; George Milliken of Youngstown, Ohio, second vice president: 
Art Kittell of Pittsburg, Kan., first vice president, and George A. Mill- 
inger of St. Louis, Mo., secretary-treasurer; standing, T. L. Webb, legal 
advisor and business administrator, and Ralph H. James, executive 
director, both of whom operate out of headquarters at 3642 North Lewis 
Ave., Tulsa, Okla. 


SOUTHERN AUTOMOTIVE JOURNAL for FEBRUARY 1960 





All members of the advisory committee were present except J. L. 
“Jack” Wiggins of the Automotive Service Industry Association. They 
are (1, to r.): Henry S. Clark of Unit Service Exchange Co., Atlanta; 
D. D. Minshall of The Gates Rubber Co., Denver; Stanley E. Kinkor of 
Lempco Products, Inc., Cleveland; James B. Bushyhead of Moog Indus- 
tries, Inc., St. Louis; Clifford G. Storey of Perfect Circle Corp., Hagers- 
town, Ind., and Elgin Oehler of Federal-Mogul Service, Detroit. 


proximately five years following 
the successful organization meet- 
ing in Oklahoma City—in January 
of 1955—and, significantly, regis- 
tration included the largest Texas 
delegation to attend since that 
Oklahoma City meeting. The Texas 
delegation of four included the 
temporary state president, board 
member and secretary. 


An address by the latter follow- 
ing a luncheon sparked action on 


voluntary registration of me- 
chanics. Texas’ temporary secre- 
tary is Bert Cook of Dallas, first 
IGOA president, and his address 
was the only formally scheduled 
speech of the convention. 

President H. F. “Red” Reagin of 
Atlanta, Ga.—where the annual 
convention is planned July 7-9— 
called the meeting to order and 
then asked for a progress report 
from Ralph H. James of Tulsa, 
the executive director of IGOA, 
who reported, ‘‘on the whole, prog- 
ress in many states, especially 
California and Ohio.” He said rec- 
ords had been established in these 
states. He continued: 

“Due to the efforts of individual 
members, IGOA is now organized 
in Texas and a promotional cam- 
paign is scheduled for spring.” 

He then launched into a state- 
by-state report of progress, said 
only two additional allied mem- 
bers had been added since the 
June convention, but pointed out 
that allied members are sold and 
signed during the “show” season, 
in winter and early spring, which 
explained the necessity of his 
presence at such exhibitions. Then 
he grimly told the assemblage: 

“If we expect to build IGOA, it 


will be necessary that we have a 
master plan and work it and not 
scatter our efforts all over the 
map. 

“We must have membership in 
50 states, we must expand our 
membership through a campaign 
and not on a hit-or-miss basis and 
we must have another $25,000 a 
year for office and field expan- 
sion. 

“T think we should increase the 
dues paid to national headquarters 
by states to $1 instead of 50 cents 
a month (per member). 

“With your continued help, we 
can make IGO at all levels truly 
representative in due time—and 
quicker than most associations 
have.” 

President Reagin told the con- 
vention that after James’ extensive 
report of activities, “you are prob- 
ably wondering what your presi- 
dent has done.” He then reported, 
by dates and names, organizations 
and groups before which he had 
appeared “to tell the IGO story 
without cost to national.” 

It was Reagin who suggested 
adding warehouse distributors as 
allied members and, he added, “I 
think every allied member should 
receive a letter, upon joining the 
association, telling him exactly 
what he gets as an allied member. 
I suspect this has never been ex- 
plained to some allied members 
since they became members.” 

He was followed by George A. 
Millinger, St. Louis, secretary- 
treasurer, who explained in great 
detail a form introduced by na- 
tional headquarters for transmis- 
sion with dues payments to head- 
quarters. 


Harold Grindle, who later sub- 
mitted his resignation as chairman 
of the legislative committee “be- 
cause I am not an active member,” 
discussed legislative objectives and 
was critical of the lack of coopera- 
tion at the local level. He is ex- 
ecutive secretary of IGO-Ohio. 

“Money is very important in 
carrying on a national legislative 
program,” he began. “That (the 
amount of money available) de- 
cides if we can conduct a legisla- 
tive program at all. Our funds are 
limited and we must carefully 
screen the items we will work on, 
for we don’t have the money to 
take on every project. Some 
groups spend as much in three 
months as our total annual income 

“We are disappointed that we 
have not received letters from 
the local level in support of evi- 
dence that has been presented to 
the Kefauver committee 

Bert Cook of Dallas was called 
upon by Reagin to report for 
Texas. Cook was the first national 
president of IGOA, having been 
elected in Oklahoma City. He is 
now temporary secretary of the 
recently-chartered Texas branch 
of IGOA—Texas Independent Ga- 
rage Owners of America. 

“We in Texas have been having 


McQuay-Nerris Mfg. Co. and Moog 
Industries, Inc., will present tro- 
phies to individuals in IGOA. Here 
James B. Bushyhead of Moog poses 
with trophy his firm will present 
to President H. F. Reagin upon his 
retiring from office at the Atlanta 
convention in July. The trophy 
will rotate to other retiring presi- 
dents. McQuay-Norris displayed a 
water-color drawing of its trophy 
to go to the man chosen as IGOA’s 
outstanding member during the 
year. 
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a real tough time,” he related. “At 
the San Antonio convention of the 
Independent Garagemen’s Associa- 
tion of Texas, we had delegates 
instructed to vote for affiliation, 
but the issue never got to the floor. 
That time has come to do some- 
thing about affiliation. We have 
been in the unenviable position 
of having a set of bylaws that 
could be changed at will. 

“Now we have a charter as the 
Texas Independent Garage Owners 
of America, which is the only way 
the secretary of state would ac- 
cept it. We do not believe a mi- 
nority can gain control.” 

Reagin then called on Bryan 
Davis of Raleigh, president of IGO- 
North Carolina, who said that al- 
though IGO was launched in North 
Carolina only last August, “We 
have a functioning organization to 
the point that dues have been 
paid on six units and eight more 
are to come in due time. 


Tarheels Aim High 


“We are trying to develop the 
state to where it will be one of 
the strongest, if not the strongest, 
in the nation. We have been inde- 
pendent to the point where we’ve 
been cutting each other’s throats 
and none of us making a living.” 

Also invited to speak by Reagin, 
Howard Viar of Savannah, presi- 
dent of IGO-Georgia, reported six 
active units and “interest around 
the state more than we’d hoped 
for.” He added: 

“There has been tremendous 
support and allied members have 
been largely responsible for our 
success. We look for all of you 
officers and directors and a lot 
of you members at our July con- 
vention in Atlanta.” 

T. L. Webb, Tulsa attorney and 
a new member of the headquarters 
staff of IGOA in the capacity of 
“legal advisor and business ad- 
ministrator,” conducted an exten- 
sive “workshop” session on parli- 
amentary law and meeting pro- 
cedures. It is the theory of national 
officers that a better understand- 
ing of parliamentary law and 
meeting procedure will enable 
IGOA to get more done in less 
time at both the local and state 
levels. 

This, and other “workshop” 
sessions, filled the afternoon of the 
first day, and the morning and 
part of the afternoon of the second 
day. “Workshop” sessions includ- 
ed: Planned membership drives, 
conducted by Harold Grindle, Ohio 
executive director; customer bud- 

(Continued on page 172) 
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This was Texas’ biggest delegation to a national IGOA meeting since 
its organization in Oklahoma City five years ago. Posing with the IGOA 
road sign (at their request) were (1. to r.): Paul Darnell and Johnny 
Johnston of Fort Worth and Fred Bethel and Bert Cook of Dallas. 
Darnell was elected to the temporary position of national board mem- 
ber and is also president of the Fort Worth chapter of the IGOA-unaf- 
filiated IGAT. Johnston operates a garage in Grand Prairie, Texas, but 
affiliated with Forth Worth. Bethel is temporary state president and 
former president of the Dallas chapter of IGAT, having resigned on 
expiration of his term. Cook is temporary secretary: he was IGOA’s 
first president. 


Texas Warming Up to IGOA? 


By BARON CREAGER 


Southwestern Editor 


ROSPECTS of the Independent 

Garagemen’s’ Association of 
Texas affiliating with the Inde- 
pendent Garage Owners of Amer- 
ica were better in mid-January 
than at any time during the past 
five years, or since the IGOA or- 
ganization meeting in Oklahoma 
City in January 1955. 

That was the substance of a re- 
port to SOUTHERN AUTOMOTIVE 
JOURNAL by a spokesman for IG- 
AT, who declined to be identified. 

He said that a voluntary effort 
was being made by Edward G. 
Archer of Waco, president of 
IGAT, for a personal meeting with 
H. F. “Red” Reagin of Atlanta, 
president of IGOA. 

“There will be some correspond- 
ence about it and they (IGAT) 
will see if it is possible to get 
together in a meeting,” the spokes- 
man said. ‘““We don’t know whether 
or not Reagin will meet with 
Archer,” he continued, “but at this 
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time we do not want to say any- 
thing that might anger Reagin and 
cause him to decline.” 

It was pointed out to the IGAT 
spokesman that “Reagin appears 
to be a reasonable and mild-man- 
nered man” and the spokesman 
agreed. “That is my impression,” 
he said. 

Asked what inspired IGAT to 
move for a meeting between the 
two presidents for discussion of 
possible affiliation, the IGAT 
spokesman commented: 

“Actually, we have never been 
dead set against affiliation. But no 
one connected with IGOA—no 
president nor any other official 
representative—had ever directly 
asked us for a spot on any of our 
convention programs. They have 
made inquiries about a convention 
appearance, in a round-about way, 
but never directly. 

“Once an IGOA representative 

(Continued on page 171) 
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ome Helpful Hints 
for Busy Painters 


By E. M. LOWERY 
Technical Editor 


| gererges often show up in the 
paint shop that cause consider- 
able waste in both time and 
material. Many of these problems 
are of the shop’s own doing and 
could be avoided if a little more 
precaution were used in effort to 
prevent them. 

Upon questioning a few local 
painters regarding their problems, 
we found that silicone polishes 
were still giving trouble. With all 
of the current light pastel shades, 
bleeding and color matching also 
pose quite a problem. 

Overcoming the silicone prob- 
lems: 

When in doubt we should do it 
the right way. We should assume 
that any and all surface has had 
an application of silicone at one 
time or another; therefore, it 
should be thoroughly cleaned. 
However, if it is a rush job, here 
is how to test it: 

Spray enamel on a small vertical 
part of the surface to be refinished. 
If ‘‘fisheyes” or craters form on the 
surface of the sprayed area, sili- 
cone polish has been used and it 
will have to be cleaned as follows: 

Wash off the area to be re- 
finished with clean rags saturated 
with a known brand of silicone 
remover, or a good enamel thin- 
ner. Before the solution has had a 
chance to dry, wipe off with clean 
dry rags. Change the rags fre- 
quently. Do not re-use these rags 
anywhere in the shop, but dispose 
of them immediately. If the sili- 
cone residue from the rags gets on 


82 


any surface, “fisheyes’’ will result 
when the area is repainted. 

Wet-sand the area with No. 320 
sandpaper, then wash with water 
and dry off. Saturate clean rags 
with silicone remover, or a good 
enamel thinner; wipe off the 
entire sanded area with the satu- 
rated rags and wash off the area. 
Change to dry, clean rags and re- 
move any excess solution. 

Be sure that all accumulated 
polish is removed from crevices of 


drip rails, doors, moldings, etc. 

The importance of keeping the 
paint shop clean and free from 
silicone materials on rags, clothing 
or spray equipment cannot be 
overemphasized. Never use a spray 
gun to spray refinishing materials 
after it has been used to apply 
silicone polishes. Make sure that 
refinishing work is not done near 
an area where silicone polish is 
being applied. 

One of the paint shop’s greatest 
problems is color matching. This 
has been increased during the last 
few years because of the many 
different shades of light colors 

The increase in the number of 
imports has tended to aggravate 
this condition. Since there are very 
few mixing formulas available, 
this matching in most cases must 
be done “by hand,” using the trial- 
and-error method. Matching re- 
quires considerable skill and, at 
best, it is time-consuming. Fortu- 
nately, paint manufacturers fur- 
nish a formula for all domestic 
colors. 

Figs. 1,2 and 3 show some of the 
various types of equipment which 


Fig. 1—A color-measuring machine is shown in operation. The desired 
color is obtained by weighing the various colors according to formula. 
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Fig. 2—This machine measures the 


desired amount by volume. 


should be used in formulating 
various colors 

Quite often the painter appears 
surprised when a refinished panel 
turns out several shades off-color 
from the original. Usually they 
say the “factory package” was 
“off.” Most likely the painter fail- 
ed to thoroughly agitate the 
package. 

Mixing and blending colors is 
not a “lost art,” as is often said 
However, it does require a certain 
amount of skill and precaution. 

Following are some other prob- 
lems which are encountered daily 

1.—Color bleeding: 

Cause: 

Soluble dyes or pigments in old 
finish, on surface or in undercoat 
dissolve in solvent of new color 
and seep through the new finish 
color. 

How to prevent: 

Before repainting a red or ma- 
roon color with any light color, 
check the old finish for bleeding 
by coating a small area with a 
light color (or white). Bleeding 
will generally appear in a few 
minutes if the old color is of a 
bleeding nature. 

Do not allow spray dust from a 
bleeding color to fall on other jobs 

Never pour other color or ma- 
terials into any primer or under- 
coat. If the color happened to con- 
tain any bleeding pigments, it 
would ruin the undercoat and any 
job the undercoat might be used 
on. 

Clean all equipment thoroughly 
after using a bleeding color. 

Repair: 


Fig. 3—Note the agitator attached to the color container. All colors must 
be thoroughly mixed before blending. 


The best way to repair a bleed- 
ing area is to completely remove 
the paint in this area and repaint. 

Mild cases of bleeding can some- 
times be repaired by the use of 
special sealers designed to absorb 
the soluble dye. These should be 
used with discretion, since overly- 
thick films usually result by the 
time they and additional color 
coats are applied. 

The customer may settle for a 
darker color or a red or maroon, 
which will not show the bleeding. 

Blistering, pimpling, bubbling, 
pinholing, pitting and pock marks: 

Cause: 

Usually caused by moisture be- 
coming trapped between metal and 
undercoat—or between undercoat 
and _ color-coat—expanding and 
forming small to large rounded 
blisters. Other causes or contrib- 
uting factors are oil, dirt, rapid 
changes in temperature, large 
temperature differential between 
surface and paint being applied, 
cheap thinner, salts from water 
used for sanding. 

The water causing the blistering 
may come from the sanding 
operation or condensation caused 
by the cooling effect of spraying. 


Water or oil may come through 
the compressed air line 

Since no paint film is complete- 
ly impervious to water or water 
vapor, some moisture often gets 
under the film. When this occurs, 
heat (from sunshine, etc.) will 
vaporize the moisture, and if the 
pressure developed is great enough, 
blisters will form. This type of 
blistering is more prevalent in hot, 
rainy, humid climates. 

Sanding with gasoline often re- 
sults in blisters forming in the 
finish. 

Cheap, fast thinner, or 
ficient thinner, too high air pres- 
sure, and dry-spraying of under- 
porosity and air 


insuf- 


coats, causing 
pockets in the undercoat film, can 
cause blistering. 

Insufficient drying time and too 
heavy application of the under- 
coats may trap solvent which es- 
capes later, causing blistering of 
the color coat. 

Application of heat to a film 
containing volatile solvents 

How to prevent: 

Check compressed air regularly 
for oil and water. One method of 
checking is to blow the air against 
clean glass or white paper. Inspect 








March: Body Sealing 


Procedure for sealing against air, dust and water leaks 
will be aired out here next month by Ed Lowery. Simple 
steps to minimize these headaches will be handed to you. 
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Photos 
(top to bottom) 


Fig. 4—Always hold gun perpen- 

dicular to the work regardless of 

the contour of the surface being 
sprayed. 

Fig. 5—Spray gun held at an angle 
to the surface is incorrect. 
Fig. 6—Never tilt the spray gun 
while spraying. 


for oil or water droplets. 

After water-sanding, blow out 
all cracks and crevices thoroughly 
with clean, dry, compressed ail 

Do not allow water droplets to 
dry by themselves. Always wipe 
off visible water to avoid chemical 
deposits. 

Allow sufficient time after 
water-sanding and blowing-off for 
undercoat to dry out. On humid 
days, several hours may be re- 
quired 

Use a good thinner to avoid con- 
densation of atmospheric moisture 
on surface 

Keep air pressure as low as pos- 
sible consistent with good atomiza- 
tion. 

Allow metal and paint to coms 
to equal temperature, 70° to 90 
F. before painting. 

Apply undercoats in thin, wet 
film, allowing sufficient flash-off 
time between coats to avoid trap- 
ping solvents. 

Do not apply heat to heavy film 
which contain volatile solvents 

Repair: 

If damage is extensive and 
severe, paint must be removed 
down to undercoat or metal, de- 
pending on depth of blisters. Re- 
paint. 

In less severe cases, blisters may 
be sanded out, re-surfaced, sanded 
and re-painted. 

Blushing: 

Cause: 

A milky and sometimes dull ap- 
pearance formed in lacquer film 
during or immediately after spray- 
ing, caused by precipitation of 
nitrocellulose or other component 
of the lacquer due to condensation 
of moisture on the wet film. Fast 
evaporating thinner, high air pres- 
sure, drafts, and rainy or humid 
weather all lead to this condition. 

How to prevent: 

Avoid spraying lacquers on 
rainy or extremely humid days. 

Use high-grade thinner. 

Use a retarder on worst days 

Reduce air pressure to minimize 
cooling effect. 

Repair: 

In extremely bad cases, wash off 





Fig. 7—The problem of “over-spray” clean-up can be avoided by proper 
surface masking. 


blushed area with lacquer thinne! 
and respray, using a high-grade 
thinner. 

In minor cases, spraying a coat 
of high-grade thinner or retarder 
will re-dissolve the blushed lacquer 
and restore normal appearance of 
the film. 

Poor adhesion, peeling, flaking, 
blowing-off and poor bond: 

Cause: 

Presence of any foreign material 
on surface prior to painting, such 
as Wax, grease, silicones, oil, water, 
rust, solder flux and soap, These 
foreign substances may come from 
many sources, including waxes and 
polishes, compounds, detergents, 
compressed air line, hands, gaso- 
line, reducers and atmosphere. 

Using wrong undercoat for the 
metal. 

Improper use of, or no use of, 
metal conditioner on steel or 
aluminum. 

Use of cheap thinner, insufficient 
thinner, or too high air pressure 
for undercoat. 

Recoating of primer without al- 
lowing sufficient time for primer 
to dry. 

Insufficient sanding of surface 
before painting. 

Application of coating to surface 
which is too hot or too cold. 

Films too thick. 

How to prevent: 

Before starting metal work, 
wash area thoroughly with a sol- 
vent cleaner. 


Neutralize solder flux with am- 
monia or baking soda solution, fol- 
lowed by weak vinegar solution 
and water rinse. 

Water-sand or dry-sand old 
finish thoroughly. Dry-sand metal 
areas. 

Never use gasoline or 
for sanding. 

Wipe entire area with a solvent 
cleaner. 

Use metal conditioner on bare 
metal. Follow directions for use. 

Dry surface with clean rags o1 
chamois, and compressed air. 

Prime bare metal areas within 
30 minutes to prevent start of rust- 
ing. 

Paint material, surface and room 
should be at relatively equal 
temperatures, preferably between 
70° and 90° F. 

Follow manufacturer’s directions 
as to type and amount of thinner 
and air pressure, leaning toward 
more and better thinner, and lower 
air pressure. 

Repair: 

The only method of repairing a 
paint job which shows signs of poor 
adhesion is to completely remove 
the old finish and repaint. 

Orange peel, poor flow, 
leveling, pebbling: 

Cause: 

Spraying over surface contami- 
nated with wax, grease and es- 
pecially silicone. 

Using wrong type or poor grade 
of thinner or reducer 


reducer 


poor 
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Insufficient reduction of color. 

Too high air pressure. 

Improper adjustment of spray 
gun. 

Poor spray-gun technique. Hold- 
ing gun too far from or too close 
to surface. 

Spraying in draft. 

Coats applied too dry and thin. 

Abnormal! shop or metal temper- 
atures. 

Plugged-up spray gun or alr 
line. 

Prevention: 

Spray over only properly clean- 
ed surface, completely free of wax, 
oil and silicone. Use a _ solvent 
cleaner. Use thinner and reducer 
as recommended by paint manu- 
facturer. Use a little more thinner. 

Use lowest air pressure that will 
give good atomization. 

Clean and adjust 
properly. 

Use good spray-gun technique. 
Hold spray gun six to ten inches 
from surface, and always keep gun 
at right angles to the area being 


spray gun 


sprayed. 
Prevent drafts on job 
Apply wet coats of 
medium thickness. 


thin-to- 


Watch the Temperatures! 


Shop and metal should be at 
normal temperatures, preferably 
between 70° and 90° F. 

Compressor should supply suf- 
ficient air. Be sure air transformer 
and lines are not dirty or plugged 
up. 

Repair: 

After color is thoroughly hard- 
ened, rub out orange peel with fine 
compound and polish. 

If condition is very bad, water- 
sand with fine grit (400) sand- 
paper and re-spray. 

Runs, curtains and sags: 

Cause: 

Spraying over surface contami- 
nated with wax, oil, grease, sili- 
cone or over a short, brittle film 
which dissolves and allows the wet 
paint to skid. 

Use of too much slow-drying 
thinner or reducer. 

Coats applied too heavy and wet. 

Poor spray-gun technique or 
adjustment. Distorted spray pat- 
tern. (See Figs. 4, 5 and 6.) 

Material, surface or atmosphere 
too hot or too cold. 

Air pressure excessively low. 

Prevention: 

Clean surface thoroughly with 
a solvent cleaner before painting. 
Completely remove old brittle and 
soluble finish which may allow re- 
finish coats to skid. 

(Continued on page 115) 





1960 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


ELECTRICAL TUNE-UP FUEL SYSTEM 


MAKE AND 
MODEL 


0 
Vac 
yet Clearance 


Spring Tension 


ozs. 
Degrees 


Timing 
Degrees 
Location 
Max 
Ibs. 
8) 


Gap 


Cam Angle 
Degrees 
Contact Arm 
Timing Mark 
Spark Plug 
Spark Advance 
Cap. & Ter. Gril 
Fuel Pressure 
Intake Valve 


Ignition 


BUICK Le Sabre 
BUICK Invicta and Electra 


CADILLAC (All Models 1 §-32 19-2 Sbt VI 16@ 2000 22@1 
CHEVROLET 6 19 5 19 t \ 8 26@ 3500 22@15.5 


CHEVROLET 8 (283-cu. in If r¢ 2 t VD 8 28@3750 15@15.5 
CHEVROLET 8 (348 cu. in ‘ 6-3 9-33 bt I 24@4600 15@15.5” 
CHEVROLET Corvette 1 26-3 3 bt l 28@3700 15@15 5” 
CHEVROLET Corvair 9 3 9-2 t 93-2 32@3600 24 5@20” 
CHRYSLER Windsor 27 7-21.5 t I 5 21@460 22@15 
CHRYSLER Saratoga and New Yorker 27-3 7 5 VI 5 21@4600 22@15” 
CHRYSLER 300-F 1-4 17 ht \ 5 22@ 18K 21@14 5 
CHRYSLER Imperial 27-3 7 5| 10bt VD 5 21@4600 22@ 15” 
CONTINENTAL 5 | 26-28. 7-2 bt I 10@ 4006 22@15 
DE SOTO Fireftite 97 7-215 Obt ( 5 18@4400 22@15 
DE SOTO Adventurer 1 7-3 4 10bt > 5 18@4400 22@15 


DODGE Dart 6 7-23 6 | 17-21 2 5bt VI 5 25@4400 20 5@12 
DODGE Dart 8 I ) | 17-21.! bte 5 18@4400 22@15 
DODGE 8 14-1 10bte VI 24@4300 22@15 
DODGE D-500 { 21.5 f VI 5 22@4800 21@14.5 
EDSEL 6 5 35-3 7-2 X 4 16@ 2400 22 5@8 1 
EDSEL 8 5 26-28 } 9-3¢ 290@4000 22@15 
FORD Fairlane 6 24-2 35-3 

FORD Fairlane 8 500 26-28 2 \ -3f 22@4400 

FORD Galaxie and Special Series 1 5 6 7-2 \ 4 24@ 

FORD Falcon 2 } 5-3 I 32-3¢ i 

FORD Thunderbird Hardtop f 6-28 .5 i VI ) 29@4000 

FORD Thunderbird Convertit | 6 26 5 17-2 | VD 4 29@4000 


LINCOLN 5 6-2 | 17-2 6t VI 0@ 4000 


MERCURY Monterey 5 26 7-2 3 VI 229@ 4000 
MERCURY Park Lane and Monicl 15 , 7 f ) 0@ 4000 


OLDSMOBILE Dynamic 88 If 8-32 2 5 V 26@4400 
OLDSMOBILE Super 88 6 23-3 9-23 Sbt \ 7@4400 
OLDSMOBILE 98 If 9-2 5bt VD ) 4400 


PLYMOUTH 6 Savoy, Belveder¢ 
5@ 4401 


Fury 
PLYMOUTH 8 Savoy, Belvedere : 
5@460 


Fury 19 ) ) 5 Bhat > 9 
PLYMOUTH Golden Comman:'o 7-32 bt } 5 ) 4600 


PONTIAC Catalina and Ventura 6 +2 }-23 1 CsP 3 ) 600 
PONTIAC Star Chief and Bonneville 6 +2 )-23 6bt P 8 2900 
RAMBLER American 17-2 t I 5 12@2100 
RAMBLER 6 if 28-35 7-2 5 ) 5 12@2100 
RAMBLER Rebel 8 17 7-2 td VD 5 18@ 1900 
RAMBLER Ambassador 17 3 17-2 5 VD 5 18@ 2000 


STUDEBAKER Lark 6 af = bte | VD | 28-331 14@2 
STUDEBAKER Lark 8 lf 3 19-23 D 33-3 24@ 2300 
STUDEBAKER Hawk Coupe 13-1 28-34 9-2. t ) 3 24@2400 


VALIANT.. 17-2 6-4 7-2 Sbt 7G 


ABBREVIATIONS 


35 btc with turbine-type trans. Ca—Carter. Holley. 
Au—Autematic. CsP—Crankshaft pulley. Negative. 
’>—Q engine 7.5°btc. ¢—4-barrel, 26°btc. Rochester Products. 
BB—Bal. and Bal. D—Ford or Holley. Stromberg. 
btc—before top center. E—Indicator scale on front cover. —top dead center 
26°bte on 352-cu.-in F—Non- centrifugal. Vibration damper. 
C—2°btde manual, 6°btde automatic. FW—Flywheel. 4°btc manual, 6°btc automatic 
3°bte manu! ,6°btc automatic 
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",.- helpful, common sense 
approach to time selling...’ 


9 


says W. L. TAYLOR, President of Rail Splitters Motors, 
Chrysler-Plymouth dealer, Springfield, Illinois 

“CoMMERCIAL Crepit has a helpful, common sense 
approach to time selling that has made it possible for us 
to close a bigger percentage of our potential customers. 
Our men use the ComMERCIAL CreEpIT PLAN as part of 
their selling story with conspicuous success. Their insurance 
coverages enable us to maintain our body shop on a profit- 
able basis. Prompt settlement of claims is a very important 
factor in building customer good-will.” 


1 3 ae 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest CommerctaAL CrepIr CORPORATION 
office for complete information on the benefits of COMMERCIAL 


Crepit PLan. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $225,000,000. . . offices in principal 
cities of the United States and Canada. 





MAKE AND 
MODEL 


BUICK Le Sabre 
BUICK Invicta 
BUICK Electra 


CADILLAC 62 Sedan, 62 Coupe, 62 
Coupe de Ville, 62 Sedan de Ville 
and 60 Fleetwood 

CADILLAC 62 Eldorado, Seville, 
Biarritz and 75 Fleetwood 

CHEVROLET 6 ae 

CHEVROLET 8 (283 cu. in.) 

CHEVROLET 8 (348 cu. in.) 

CHEVROLET Corvette 

CHEVROLET Corvair. 

CHRYSLER Windsor hee 

CHRYSLER Saratoga. .... 

pope op pana Yorker. 

CHRYSLER 300-F 

CHRYSLER Imperial Custom, 
Crown and Le Baron 


CONTINENTAL 
DE SOTO Fireflite._ 
DE SOTO Adventurer 


DODGE Dart 6. 

DODGE io 8 
DODGE ae 

DODGE D- 500 


EDSEL 6 ead 

EDSEL 8 

FORD Fairlane 6. . 

FORD Fairlane 8 500 ‘ 
FORD 8 Galaxie and Special Series 
FORD Falcon re 
FORD Thunderbird Hardtop 

FORD Thunderbird Convertible. 


LINCOLN... 
MERCURY Monterey é 

MERCURY Park Lane and Montclair 
OLDSMOBILE | Dynamic 88 
OLDSMOBILE Super 88 
OLDSMOBILE 98... 


PLYMOUTH 6 Savoy, Belvedere and 


— 8 Savoy, Belvedere and 
PLYMOUTH Golden Commi anda 


PONTIAC Catalina and Ventura 
PONTIAC Star Chief and Bonneville 


RAMBLER American 
RAMBLER 6 
RAMBLER Rebel 8 
RAMBLER Ambassador . 


STUDEBAKER Lark 6 
STUDEBAKER Lark 8 
STUDEBAKER Hawk Coupe 


VALIANT. 


1960 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


55 
60 
60 


61 


60 
60 


Bore 
and 
Stroke 


No. Cylinders and 
Valve Arrangement 


VSI |4.125x3.4 


| V8I |4.1875x3.64)5 
V8I |4.1875x3.64/56 


| VSI |4.18x3.75 


VSI |4.18x3.75 
V8I |4.3x3.7 


V8l 4.12x3.38 
V8I_ |4.25x3.38 


61 |3.4x4.125 
VSI |3.91x3.31 
VSI |3.91x3.31 
VSI /4.12x3.38 


61 |3.62x3.6 
V8I_ |3.75x3.3° 


61 3.62x3.6 


va is28 50 
V8I |4.30x3.70 


| VsI 1 |4303.7 


| VAT 13.8x3.34 


V8I |4.3x3.3 


V sI lax: 3 683 


V8I |4.125x3.688)5 
V8I |4. 125x3.6 88/5 


6! [4x4 125 


VSI | 13.91x3 31 
VSI |4.12x3.38 


VSI |4.06x3 
VSI |4.06x3 


75 
75 
6L |3.125x4.25 
6I 3.125x4.25 
V8I 3.5x3.25 


V8I |4x3.2: 
6L ; 


Taxable H. P. 


ENGINE 


Max. 

Rated 
H. P, at 
R. P.M. 


250@ 4400 


325@4800 


25@ 4800 
13 3 5@4000 
170@4200 
250@ 4400 
230@4800 


80@ 4400 | 


37 75@ 5000 
350@ 4600 
315@4100 


295@4600 
:03@4600 


145@4000 
230@4400 
255@ 44002 
310@4800 


145@4000 
185@4200¢ 


145@4000 
185@4200 
235@4400* 
90@4200 
300@ 4600 
381@2800 


315@4100 


205@ 4000 


280@ 4200 


240@4400 | 
315@4600 
315@4600 


145@4000 


230@ 4400 
305@4800 


215@3600 
281@4400 


90@°800 
127@4200 
200@4900 
250@4700 
90@ 4000 
180@4500 
210@4500 


101@4400 


Max. 
Torque 
at 


384@2400 
445@2800 
445@ 2800 


430@3100 
435@3400 
217@2400 


5@2200 
355@2800 


a 3000 


125@: 2400 
2 5@ 2800 
425@ 2800 
470@2800 
495@2800 


465@ 2200 


390@ 2400 
410@ 2400 


215@2800 
340@ 2400 


345@28007)3 


435@ 2800 


206@ 2000 
292@2200¢ 


206 @ 2000 


292@2200 


350@ 24006 |352 


138@2000 
350@ 4600 
490@ 2800 


465@ 2200 
328@2100 
405@2200 
375@2400 


435@ 2800 
4 35@2 800 


215@2800 


340@ 2480 
395@3000 


390@ 2000 
407@2800 


150@ 1600 
180@ 1600 
245@2500 
340@ 2600 
145@2000 
195@4500 
00@ 2800 


155@2400 


pression Ratio 
Crankcase Cap. 


Piston Displace- 
ment (Cu. In. 
Standard Com- 


FLUID CAPACITIES 


(Pts.) Be 


(Qts.) 
(Au.) 
Fuel Tank 
(Gals.) 
Cooling System 
(No Heater 
(Qts.) 


Transmission 


bo ho > 
’ 


WHEEL ALIGNMENT 


Caster | Camber 
Degrees | (Degrees 


+114 

% to +! 

6 | Mwils 

12 to 114 | 4 to 184 

0 to —90’ Ot +45 
0 to ~90' 
0 to —00’ 


0 to —1 


0to—1 
0 to —1 


1 
1 


‘ 

A 
4 
Mg 


625 to .125 
625 to .125 
625 to .12 
625 to .12 


625 to .12 


4tt% 


a to % 


ABBREVIATIONS 

/—Also 352. 
e—Also 9.6-1. 
4\—Also 300@4600, 
‘—Also 381@2800. 
1—Valve-in-head, 
j—Also 9.6-1. 
L—tL-head, 


D—Left +-%, right +% 


o—4-barrel. 
A—Horizontally opposed. E—+%4+14 (left); % preferred. 
1 \ preferred 


b+—Also 4x3.5. +4 + (right); 

B—Left +-%, right +1. F—3g to 54: \% preferred. 

e—Also 51.2, 4—Also 300@4600. 

C—Power Steering +34 +14. *—Also 381@2800. 
Manual —% +14 
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FIRST WITH THE FEATURES WITH NEW SALES APPEAL 








NEW VIBRA-TUNED BODY MOUNTS 


GIVE OLDS FOR '60 THE QUIETEST RIDE 
A PROSPECT EVER TRIED! 








Olds Dealers Rocket Away 
to Another Flying Sales Start 
with a New 
Demonstration “Natural” 


Silence is golden! Olds dealers are proving this 
every day . in the way their prospects react to the 
impressive quietness of the new °69 Oldsmobile. 
{ quiet car must be a quality car! And Oldsmobile 
is the finest the medium-price class has to offer! 


Oldsmobile’s new quietness stems from many 
important advances in precision and balance, 
plus Vibra-Tuned Body Mountings. Olds bodies 
are supported at the “nodal points” (where 
vibration is at the minimum) on the chassis 
frame. Road tremors don’t reach the interior of 
the car. Passengers ride in quiet comfort under 
every driving condition. 


What a “natural” for a demonstration! What a 
wonderful reason to be with Olds . . . the car 
that’s radiantly styled for the Rocketing Sixties! 


OLDSMOBILE 


DIVISION OF GENERAL MOTORS CORPORATION, LANSING, MICHIGAN 
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He can see for himself— 





If any of the traces go above the red warning line, your 
customer knows his plugs should be serviced or replaced. 
It’s that simple! And this is the only scope a 
motorist can “read” for himself. That’s why the Champion 


‘“Plug-Scope” can really increase your sales... 


It’s so easy to read — even your customers 
can do it. Just watch the red warning line. 
If any traces shoot above it — the spark plugs 
need attention. There's no guesswork with 
the Champion “Plug-Scope.” No problems of 
“interpretation.” It’s the only oscilloscope a 
motorist can really understand. So you don't 
need any technical sales talk. Either the 


plugs need attention — or they don't! 


That's why dealers who have used the 
“Plug-Scope” report some astounding sales 
gains. In Nashville, Tenn., dealer John Whit- 
field's sales went from 3 to 162 spark plugs a 
week! Chicago dealer Bill Henne increased 
his monthly average sales from 110 spark 
plugs to 380! 

The business is there —just waiting for 


you. ( Every other car on the road needs new 


CHAMPION SPARK PLUG 


Want more facts? Use Reader Service Card Page 135 SOUTHERN AUTOMOTIVE JOURNAL for February 1960 
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his spark plugs need attention! 





The “Plug-Scope” is the only 
portable oscilloscope that offers 
these important features: 








Simple, easy-to-read vertical traces 
Warning line eliminates need for 
“interpretation” 
Powered by transistors for longer, 
Traces below Traces above trouble-free service life 
red warning line— red warning line— Only one hookup needed to find a fouled plug 


plugs are satisfactory plugs need attention : 
Works on all U.S. cars—plus popular imports 


. ; és Instructions and patterns printed on permanent 

spark plugs now! ) And the Champion “Plug- metal plates 

Scope” is the easiest and most efficient way on cant QUEER Chon SOURIS oom 

there is to get this business — because the red Adjustment knob is on bottom for more — 

li i] | ’ “pl : ¥ convenient handling and use aie 
» telle > story ‘der ; o-Scope 

ine tells the story. So order a Plug-Scope Protected against humidity 





today. Snap it on every car you can — and Anti-reflection glass on screen 





tell the driver to keep his eye on the red 





warning line. It's that simple to increase Pe ey ee 

your spark plug sales and profits — with a Re as 

Champion “Plug-Scope’! | CHA PION | 
| “a | 


eS seas ee 


COMPANY * TOLEDO 1, OHIO SPARK PLUGS 
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Readers are invited to contribute to— SHOP TALK 


UNROLL ODOMETERS? Gorman, recently regarding setting 
back odometer mileage readings. 

“Is it a legal manipulation, or In reply, Gorman said: 
is it illegal?” “On the matter of tampering 
That is the question a number With speedometers, there is no 
of members of the Missouri Auto- statute in Missouri that makes it 
mobile Dealers Association have a law violation. However, there 
asked their manager, James A. is a very definite law with respect 





. A column of informal 
15 Warehouse Locations .. . comments about the 
automotive trade and 


its problems 








LUBBOCK 7 
* — WICHITA FALLS 
* 

FORT WORTH — DaLtas to misrepresentation. Telling a 
customer that a car in which he is 
interested and buys has 17,500 
miles when you know it to be a 

id f t ff th h If great deal more is misrepresenta- 
provi e as ; 0 i: e€-s \ tion and that is the hooker. 
availability of popular » " Logitimete dealers frown bs 

e practice of adjusting speed- 


ometers and label the activity a 


IIS QUALITY S LE EVE putrid policy of deceipt and decep- 
. Within the past few years we 
ASS E M B AY S E TS ao had dap tema tesa Net 


of following court proceedings on 
Now, conveniently warehoused in 15 key Southern cities, misrepresenting speedometer read- 
. ings ¢ jurists xpress 

are complete packaged sets of nationally-known BASIC ae ee eee we enges 
about the same (if not more 


for most popular makes of trucks and tractors. Instant severe) sentiment as ethical deal- 
availability makes it easy for jobbers and ——T ers and mete out some ‘high mile- 
age’ penalties as evidence of their 


dealers to handle lots more customers . feelings.” 
faster and at much more profit. This 
speedy BASIC service, coupled with ex- |i | BURNED IN BILOXI 
clusive BASIC engineering features, 
hel ou build plenty of customer 4 Lsars Cause of a fire which recently 
P - é P Y f tS destroyed ten ancient automobiles 
good-will during the busy spring . Ts —all in perfect working condition 
season of rush, overhaul jobs. VW —in the O. Joe Ohr junkyard 
warehouse in Biloxi, Miss., was 
not known. 


ORDER FROM YOUR JOBBERS OR ANY OF THESE WAREHOUSES: None of the cars was covered by 
insurance. Most of them, Ohr said, 


, 





AUTOMOTIVE WAREHOUSE CO. JOBBERS WAREHOUSE , 
800 Mississippi St. Jackson 7, Miss. 315 Lafayette St. New Orleans, La. were “priceless.’ 


J. B. COOK AUTO MACHINE CO. MANUFACTURER'S WAREHOUSING CORP. The collection, said to be one 
1503 McGavok St Nashville, Tenn. 1016 Monroe St. Ft. Worth, Texas of the nation’s finest, included a 

H-M PARTS COMPANY SOUTHWEST AUTOMOTIVE WAREHOUSE 1917 Chevrolet, a 1922 Pierce- 

2617-23 Warwick Kansas City, Mo. 1611 Avenue G Lubbock, Texas Arrow, a 1917 Willys-Knight. a 
JOBBERS SERVICE, INC. TOOL & PARTS WAREHOUSE, INC. : : Ohne ate 

523 Simpson St., N.W. Atlanta 13, Ga. c/o Border Warehouse Donna, Texas a nga Ihe nese 1996 
JOBBERS WAREHOUSE TOOL & PARTS WAREHOUSE, INC. aes, 5 a 

216 W. 29th St. Oklahoma City, Okla. 2816 Commerce St. Dallas 26, Texas 

TOOL & PARTS WAREHOUSE, INC. 
111 McKee Houston, Texas Address any comments to: South- 
ern Automotive Journal, 806 


BASIC SLEEVE ASSOCIATES Peachtree St., N.E., Atlanta 8, Ga. 
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Increase PROFITS . . . Build Customer GOODWILL 
... with Nationally Advertised MILESMASTER 


TRULY 
Regulates 
- Pressure! ' 


FUEL PRESSURE REGULATOR 


4] 


TRULY Traps ly i 


Metallic ‘ ss, 
Impurities! f 


4/ PREVENTS VAPOR LOCK a Ss 
a/ SAVES UP TO 20%, ON GAS Va | ~ 
a/ PREVENTS FLOODING AND \ 


STALLING AAS " 
SELLS FOR ~ 


aA 
~’ PREVENTS ROUGH IDLING < . 
a/ PREVENTS JERKY ACCELERATION oS 


LIST 
“/ PROVIDES SMOOTH PERFORM- 
ANCE AT ALL SPEEDS 





More and more automotive engineering author- 
ities are recommending the use of true fuel Et : 
pressure regulators. That’s why it pays to sell 2 NOW in Effect ! 


the nationally advertised leader in true fuel oH @Sk your jobber i 
pressure regulators... MILESMASTER! oupons 
SORE OCR 


ANOTHER SCOOP! NEW #7ED/E/T 


“ 
7 


This New FUEL LINE FITTINGS and PARTS KIT SAVES 50% ON FITTINGS 
SAVES MORE ON TIME! GET STYRENE CASE FREE! 


Now you never need lose a sale because you don’t have 
fittings in stock. Here are all the fittings you need for 
all popular makes and models...no more wasting time 
looking for fittings. Each fitting immediately identified 
by letter, ready for instant use... packed in a durable, 
clear styrene plastic case. A complete Kit priced at 
less than half what you would normally pay for fit- 
tings alone. Mail coupon for Index and Data Sheet! 











For Fleets - Car Dealers + Service Stations - Garages — 


MILESMASTER, INC 


Dept. 18 1550 E. 74th Place | 
q Chicago 19, Illinois 
\et Send sample TRUTH Pamphlet t 
and details on how | can get 
\ a supply for my use. i 
Se Send details on specially priced 
= RediFit Kits. i 


NAME . t 
ADDRESS oe » | 


1 city i 


661-BCR 
| 
rE ne amet ee Se mE A Ry oe a 
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Cadillac touring sedan, two 1922 
Lincolns and a Model A Ford. 
Only a 1903 Cadillac and a 1902 
McIntosh were saved. 


GARAGEMEN AID KIDS 


Plans to cooperate with the 
juvenile court in Greater Cincin- 
nati in finding employment for 
cases coming before the court have 
been announced by Harold Grindle, 
executive director of the Independ- 
ent Garage Owners of Ohio. 


Only juveniles showing interest 
and ability in automotive service 
and with a_ better-than-even 
chance of rehabilitation will be 
recommended by the court. Appli- 
cations for employment will be 
submitted by the court to the IGO 
committee for final screening be- 
fore the acceptance of any juvenile 
by IGO members for an employ- 
ment interview. 

Each member must then reach 
his own decision as to the hiring 
of the individual, Grindle said. In- 
formation on the progress of the 





NOW! COAST TO COAST SERVICE 


FASTER THAN EVER! 


Wherever you are... 
your local Lucas factory branch ships you the 
genuine Lucas original equipment you want 

FAST! Expanding every day, Lucas is 
right on the job to help you fill America’s 
growing demand for the world’s finest electri- 
cal equinment and accessories for British cars. 


GENUINE LUCAS 
ORIGINAL EQUIPMENT 
REPLACEMENT PARTS 


GENERATORS 
STARTERS 
DISTRIBUTORS 
COILS 
BATTERIES 
LAMPS 
WINDSHIELD WIPERS 
REGULATORS 
HORNS 
GIRLING BRAKES 
GIRLING 
SHOCK ABSORBERS 


NEW YORK 501-509 West 42nd Street - 


CHICAGO 
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Represented in the United States by 


LUCAS ELECTRICAL SERVICES, INC. 


501-509 West 42nd Street, New York 36, N. Y. 


5001 West Belmont Avenue « 
HOUSTON 6055-6057 Armour Drive - 
JACKSONVILLE 400 S. Edgewood Avenue « EVergreen 8-7607 
SAN FRANCISCO SOUTH 171 Beacon Street « 
LOS ANGELES 5025-5029 W. Jefferson Blvd., P.O. Box 78508 


whatever you need... 


LOngacre 3-3464 
AVenue 2-1190 


WaAlnut 8-5255 


JUno 9-4242 


REpublic 1-7211 





program may be obtained by 
writing the state office at 1843 
Stahlwood Ave., Toledo 13, O. 


HE LOST LOSING WEIGHT 


A praiseworthy but ill-timed 
health gesture cost the winner of 
du Pont’s Lucky “7” contest 
$3,570. 

Dr. James Mace, 30-year-old in- 
structor at the Kirksville (Mo.) 
College of Osteopathy and Sur- 
gery, won 20,111 silver dollars— 
grand prize of “7 times your 
weight in silver dollars.” He 
weighed 169 pounds. A strictly 
self-imposed diet begun 90 days 
before had knocked off 30 pounds, 
he revealed. (There are 17 silver 
dollars in a pound.) 

Mace’s service 
Carroll Picket, proprietor of a 
Phillips ‘66’ service station in 
Kirksville, won a Buick Le Sabre, 
as a grand prize dealer winner in 
the contest. 

Of the 16 major awards, four 
were in Missouri. A second-prize 
consumer winner and his dealer in 
Cape Girardeau received a car and 
a color TV set. They were James 
L. Freeman and William Wescoat 
of Wescoat’s Service Station. 

Other major prize winners in- 
cluded Mrs. Helen Stevens of New 
Orleans and Delacroix’s Service 
Station of that city; Mrs. Virginia 
Moore of Mathis, Texas, and her 
dealer, Salyer, Steinmeyer & Co. 


station dealer, 


PSALM OF SUBSIDY 


From Truck Service Garage of 
Pharr, Texas, comes this stepped- 
up version of the 23rd Psalm: 

“The government is my shepherd 
—I shall not work. 

“It allows me to lie 
good jobs; it leadeth me 
still factories. 

“It destroyeth my initiative. It 
leadeth me in the paths of the 
parasite for politics sake. 

“Yea, though I walk through the 
Valley of Laziness and deficit 
spending, I will fear no evil, for 
the government is with me. 

“Its dole and its vote-getters, 
they comfort me. 

“It prepareth my economic 
Utopia for me by appropriating 
the earnings of my grandchildren. 

“It filleth my head with bologna, 
my inefficiency runneth over. 

“Surely the government shall 
care for me all the days of my life 
and I shall dwell in a_ fool’s 
paradise forever.” 


down on 
beside 
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WITH A 


Blackhaurk 
MASTER TOOL SET 


For master mechanics — and mechanics 
on their way up — here’s the complete 
Tool Set that will handle practically 
every job in your Shop. This 150 piece, 
high quality Set includes the finest alloy 
steel Ratchets, Drive Handles, Sockets, 
and Flat Wrenches, plus Hammers, Chis- 
els, Pliers, Screw Drivers, and more... 
every Tool designed by mechanics — for 
mechanics! Ask your Jobber how you 
can get it and put it to work making 
money for you! The cost of Tools you 
use in your work is deductible from your 
income tax! The New Britain Machine 
Co., New Britain, Conn. 
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Dear Bill, 

Pll go along with you in your ) 
opinion that it is “hell if you do 
and hell if you don’t” in handling 
service sales. 

You can’t actually discount 
some customers’ complaints about 
being badgered to buy this and 
badgered to buy that, but on the 
other hand show me the customer 
who doesn’t blame his mechanic 
for failing to keep his car up to the 
point it is dependable, presentable 
and completely safe. 

I'd rather risk their being a bit 

















Er ty pits wee irked about having deficiencies be- 
The new IHC re AY 7 ing pointed out to them while 

Y eee. ; they are in the shop than listening 
, to them lay us low when their car 
lets them down on the road, be- 
lieve me. 

Our selling efforts sometimes 
fall off during a busy season 
when we have all we can do with- 
out snooping around for other 
small items to point out to the 
customer. But selling is something 
of a habit. If we let it fall off, we 
forget to pick it up, and then the 
customer suffers through our neg- 
lect and we find ourselves with 
no business when we have the 
time to take care of it. 

To sell the customer something 
we have to sell and something he 
needs, I find he’ll buy accessories 
from us he might get cheaper 
some place else if he wanted to 
take the time to go shopping. If 
you witha his car m4 in the soar Aged other 

“ a — items and we can install the item 
national service j while it is there, he will save him- 
Organiza tion self the trouble and delay of shop- 

ping by letting us fix him up at 

. one stop. We sell a lot of tires and 

é a ¥ batteries and seat covers by pre- 

MARK IW backs ‘ ‘air. § s senting them while the customer 
yOU W ith a ' ir any is on hand for other work. 

iM C! i. But to take care of this type of 
soundly engineer To B ef 4 F sale it is necessary to have the 
de pen dabl y built unit. stat’ es item on hand and ready for in- 

stallation. There is no sales lever 

cam like “now,” and if it isn’t avail- 
fet ae ccene ag able right now, we make it sound 
MARK IWZ backs Mere es ‘ ; > like now by making a definite date 
you with the most y ad. for the job or installation of the 
mits accessory. Then we follow up at 

comp lete set of sales , the time we arranged for. 
aids in the tndustr y ee Mord e We used to feel our investment 
+ ; a in accessories could be pared down 
to nothing when the city began to 

. ; ig grow to a point where many of our 
‘ MARK Iv DIVISION a best sales items were warehoused 

’ rs locally, so we could pick them up 
‘g as we had calls. But along with 
the city’s growth came more com- 
petitors for the business, so we 
found we had to have our stock on 


SEE IT AT THE FAS! SHOW...BOOTHS 3133 and 3135 | hand ond cn disoley if we were to 


® 
t 
_-_—- — -ii samt Semmes a — ee ca mm i ama ms 
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LIST OF DEALERS 


ALABAMA 

Anniston 

The Concrete Prods. Co. 

520 West 2ist Street 

P. O. Box 287 

PHONE: ADams 7-209! 

Birmingham 

Atlantic Steel Co. 

Steel Building Division 

P. O. Box 3067— 
Avondale Sta 

4230 Ist Avenue, South 

PHONE: WOrth |-2147 

Dothan 

Hollis & Spana, Con- 
tractors 

202 South Alice Street 

PHONE: 5-!910 


Huntsville 

Putman Const. Co 

120 Leeman Ferry 
Rd., S. W. 

PHONE: JE 6-6337 

Montgomery 

American Alli-Steel 
Buildings Co., Inc 

P. O. Box 3182 

1701 Owens Street 

PHONE: AM 4-3207 

Mr. J. M. Horner, 
District Manager 

3609 Wilmington Road 

Piedmont 

Ellis-Allen Tractor Co. 

104 North Main Street 

PHONE: Gibson 7-456! 


Tuscaloosa 

Chas. Temerson & Sons 
P. O. Box 378 

2104 4th Street 

PHONE: Plaza 2-1506 


FLORIDA 

Gainesville 

H. A. Lee Steel Co 

1800 N. E. 23rd Blvd. 

P. O. Box 605 

PHONE: FRanklin 6-774! 

Jacksonville 

yg 4 on Company 

P. O. Box 261 

PHO ONES "EXbrook 8-523! 

Ormond Beach 

Tom Daugherty Steel 
Buildings 

666 Buena Vista Ave 

PHONE: ORange 7-1868 

Serasota 

Atlas Construction, Inc. 

1027 N. Washington 


Bivd 
PHONE: Ringling 7-0727 
Stuart 
Sadler Construction Co 
612 South Akron Ave. 
PHONE: AT 7-2353 
Tallahassee 
J. H. Dowling & Son 
705 West Madison 
P. O. Box 308 
PHONE: 2-2616 
Tampa 
Atlantic Steel Company 
4126 N. Armenia Ave. 
PHONE: RE 6-3563 


GEORGIA 
ba 


P. O. Box 133! 


Atlanta 

Atlantic Steel Company 

Steel Building Division 

1300 Mecaslin St.. N.W 

P. O. Box 1714 

PHONE: TR 5-344! 

Augusta 

M. H. McKnight & Son 

Constr. Co. 

1490 eeaeere Road 

P. O. Box 63 

PHONES *PArk 4-8208 

Brunswick 

Glynn Iron & Steel Co. 

Southend Shipyard 

PHONE: AM 5-451! 

Columbus 

Stee! Builders, Inc. 

Joy Road 

P. O. Box 5157 

PHONE: MU 9-3860 

Macon 

Dixie Metal Company 

2014 Riverside Drive 

P. ©. Box 1002 

PHONE: SH 3-7437 

Newnan 

Newnan Steel Building 
Company 

110 East Washington St. 

PHONE: AL 3-3364 
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Savannah 
Savannah Iron & Fence 


Cerp. 
E. President St. Ext. 
P. O. Box 509 
PHONE: ADams 4-5188 
Vaomenstte 
& H. Construction 
= ww ~4 om. Inc. 
P. O. Box 
PHONE: Canal 6-5533 


NORTH CAROLINA 


Charlotte 
Roebuck Buildings Co. 
P. O. Box 8012 
2400 Wilkinson Blvd 
PHONE: FRanklin 5-1294 
Raleigh 

teel Buildings Co 
P. O. Box 240! 
PHONE: TE 2-6562 
Winston-Salem 
True Wall Steel Co 
738 East 28th Street 
P. O. Box 4024 
PHONE: PArk 3-2494 


SOUTH CAROLINA 


Charleston 

C. C. Rhodes Lbr. Co 
441 Maybank Highway 
P. O. Box 33/5— 

St. Andrews Branch 
PHONE: SOuth 6-1656 
Columbia 
Roebuck Buildings Co 
726 South Edisto Ave 
PHONE: Alpine 4-2942 
Roebuck 
Roebuck Buildings Co 
P. ©. Box 128 
Highway 22! 

PHONE: SP 2-3155 


TENNESSEE 


Chotta 

Southern Sales & 
Export Co., Inc 

2010 South Willow St 

PHONE: OXford 8-23/5 


Clarksville 

Thomason & Reece 

wy * ~ Second St 
°o 733 

PHONES "MI 7-1113 

Columbia 

L. S. White & Company 

1118 —_ Garden 

P. O. Box 582 

PHONE: EV 8-9/23 

Cookeville 

Better Homes Con- 
struction Co 

Cox Building 

PHONE: 693 

Jackson 

Hubert M. Owen 
Const. Co., Inc 

373 N. Cumberland St 

PHONE: 2-332! 

Johnson City 

J. E. Green Company 

Division Street 

P. O. Box 270 

PHONE: 707 

Knoxville 

Industrial Erection Co 

1305 E. Broadway, N.E 

PHONE: 5-9688 

Memphis 

John Cassidy Const. Co 

80! Roland Street 

PHONE: BR 6-734! 

Nashville 

Herndon & Merry, Inc 

510 39th Avenue. North 

PHONE: CY 8-3303 

CY 7-1342 

Mr. Lee Herlinger, 
District Manager 

4829 Corning Drive 

Nashville !!, Tenn 


VIRGINIA 


Falls Church 

D. & G. Sales, Inc 

6812 Glen Carlyn Drive 
PHONE: CL 6-2005 
Portsmouth 

James T. Copley, Inc 
2618 New Suffolk Hwy 
PHONE: EX 7-580! 


WEST VIRGINIA 


Beckley 

Meadows Lbr. Co., Inc. 
P. O. Box 157! 

70! S. Eisenhower Dr 
PHONE: CL 3-5887 





$2.00 a sq. ft. for this 10,000 sq. ft. hanger, 
including expensive hanger doors at each end 





This Building 


COST ONLY $3.32 A SQUARE FOOT 


Complete with air conditioning 


This 7,000 sq. ft. warehouse and 450 sq. 
ft. office of the Benton Bros. Drayage & 
Storage Co., Brunswick, Georgia, was 
completed in 40 days at a total cost of 
only $3.32 a square foot. This included 
a reinforced concrete floor 42” above 
ground level; two 10’ x 20’ canopies; 
three overhead doors; all heating, wir- 
ing and plumbing, including three toilets 
and shower; insulated, air-conditioned 
office with brick side-walls; painting. 

The Benton building is typical of the 
hundreds of DixisteeL Buildings erect- 
ed throughout the South—some for as 
little as $1.25 a square foot. 

There is a Dixisteet Building to suit 
your needs—from the smallest, to large, 
clear-span multiple units covering any 
area desired. 

Contact your nearest Dixistee Build- 
ing dealer or write for descriptive lit- 
erature and details. 


$1.46 a sq. ft. for this 25,200 sq. ft. ware- 
house, including all accessories 


$4.00 a sq. ft. for this 6,000 sq. ft. warehouse 
and air-conditioned office. 


Eight standard widths — 
30’ 40’ 50’ 60’ 70’ 80’ 90’ 100’ 


Lengths can be any multiple 
of standard 20’ unit 


@ Sidewall heights 10’ 12’ 14’ 20° 


@ Multiple units of virtually 
cay width, height, length 


HOME OF FREE ESTIMATES ® NO OBLIGATION 


PRODUCTS 


P.O. Box 1714 Atlanta 1, Ga., @ TRinity 5-3441 
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FOR 


SLANT BLOCK 
ENGINES 


The SR-9 is the one Ridge Reamer de- 
signed and engineered to work per- 
fectly on modern, angle-block engines 
as well as older types. 


© Big 3” to 5” range. 

¢ Full-floating tungsten-carbide cutter 
stays sharp indefinitely. 

* Gets All the Ridge with One Setting. 


Compare this Ridge Reamer with any te (Model 
other in its price range and you'll see —% » RR50C) 
why it is No. 1 in value. 


© Allows operator to take selective 
cuf. 


© Long-life Carbide Cutter Follows 
Cylinder Contour. 


© Guide jaw rollers reduce friction for 
easy turning, precision cutting. 


MAKERS OF PRECISION RIDGE REAMERS FOR 25 YEARS 


By the Manufacturers of 
r ood Jeepers Creepers, 
Sa too/ it’ a Hydraulic Brake Parts, 
.\ fee S Brake Cable Assemblies, 
and Original Equipment 


Components for the Aircraft 


Lisle Corporation 
and Automotive Industries 


Clarinda, lowa 
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James L. Adkins, owner of Spring- 
ville Motor Co. (Rambler), Spring- 
ville, Ala., cuts a special cake 
marking the grand opening of 
his firm while a number of his 
employes look on. Approximately 
4,000 persons visited the dealer- 
ship during the open house. 


hold our own in their sales. 

If we gave the customer a sales 
pitch on something he should have 
installed next time he came in, as 
often as not he already had the ac- 
cessory on the car when we saw it 
again. He had bought it where it 
was available—and possibly where 
it was cheaper. Our community 
spirit isn’t quite great enough for 
us to do the selling work for com- 
petitors, so we try to sell for now 
whenever possible, and make the 
installation on the spot. 

When the customer can see and 
feel what he is buying, he is far 
easier to close. The closing is diffi- 
cult when you are indefinite, have 
nothing to show, and hope you can 
install it if you can get it at the 
warehouse. When you can sell him 
this item and install it now, you've 
got it made. 

Yrs, 
Ed 


Maremont Develops 
Anti-Rust Coating 


A* ANTI-RUST treatment, said to 
provide lasting protection for 
exhaust and tailpipes from manu- 
facture to installation, has been de- 
veloped by Maremont Muffler Di- 
vision. 

‘“‘Mar-Coat,” a dry and grease- 
free seal, is first applied inside the 
pipe. Next, a magnetic separator 
process completely cleanses the 
outside of pipe and a triple appli- 
cation of the coating is applied un- 
der pressure. Finally, the pipe re- 
ceives another over-application. 
The process reportedly keeps pipes 
clean and rust-free and makes 
them easier to handle during in- 
stallation. 


Yellow Mfg. Elects Rowe 


W. Harold Rowe has been elect- 
ed president of Yellow Mfg. Ac- 
ceptance Corp., succeeding Arvid 
E. Kallen, who has retired after 
36 years’ service. The principal 
business of the corporation, among 
other phases, is to finance whole- 
sale and retail sales of trucks and 
coaches manufactured by GMC 
Truck and Coach Division 
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More “Sock” 


Starting the car is the most important job a battery has to do. 

¢ Filled at the factory Starting takes up to 400 amperes of power . Lights require — 
three amperes. Gould’s exclusive Silver Cobalt Sealed Charge 

e Sealed Charged construction increases this important starting power - gives the 
at the factory battery more “sock” - more assurance of quick starts. Your cus- 
tomers will notice the difference every time they start, especially 


e Factory fresh 
below. Ask your Gould sales representative for the 


performance at zero and 
complete, fascinating story 


GOULD-NATIONAL Gould- National 


bie BATTERIES, INC. 
(Cilwer (obalt__ 
5 ST. PAUL 1, MINNESOTA BATTERIES. INC 


— facto waRGE 
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Equipment Put on Top 
(Continued from page 76) 


to fit his labor costs. It is based 
on job histories in his own shop 
and to some extent on his experi- 
ence in other garages before open- 
ing his own. 

“I devoted a lot of attention to 
my flat-rate schedule,” he ex- 
plained. “I have noticed in the past 
that when a man opens his own 
shop he easily makes one of two 
mistakes: 

He either tries to see how cheap 


he can do a job, thinking that’s the 
way to please a customer and bring 
him back, or he charges too much 
for the service he renders. 

“I think both are wrong. An 
independent should not be afraid 
to charge what his work is worth 
and enough to do the best work 
possible, but of course he loses in 
the long run ‘sticking’ a customer, 
assuming that he’s a stranger in 
town and won’t be back anyway 
Car owners travel a lot and they 
talk a lot.” 

Another factor that has contrib- 











OLD WAY 


NEW WAY 


Fills batteries in half-the-time 
Absolutely no spill, no overflow 


Save precious seconds when you are the busiest...on the gas 
island. Safe-T-Serv pays for itself over and over again. It takes 
just 42-the-time of syringes, hoses, hard-to-pour botties, etc. 

And Safe-T-Serv cannot overfill cells —the new patented valve 
automatically opens to allow flow of water, automatically closes 
when battery is correctly filled (closes completely, keeping out 
all dirt and foreign matter —won’t spill if bottle knocked over). 

Safe-T-Serv holds over 2 quarts, is easily refilled, cannot 


damage battery plates, made of unbreakable polyethylene in 


velvet black. 


Battery manufacturers and station operators alike acclaim 
Safe-T-Serv as the first practical change in battery filling in 


over 20 years — order yours today. 


ONE YEAR 
GUARANTEE 
AGAINST MECHANICAL 
OR STRUCTURAL DEFECTS 


ALSO IDEAL FOR DRY CHARGE BAT- 
TERIES. No dangerous overfilling 
or spilling of battery acids. 


Mfd. by Topper Manufacturing Corp 


National Sales Representatives: 3453 Cahuenga Blvd., Los Angeles 


28; 56 W. Maple, Chicago, Ill.; 12 Depot Square, Englewood, N.J. 
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For the tenth successive year, 
Arlington Motor Co., Inc., of 
Arlington, Va., has won Ford Divi- 
sion’s 10-year four-letter award 
“in recognition of outstanding 
achievement and for serving the 
community with quality represen- 
tation” of the Ford franchise. The 
plaque, signed by Henry Ford II, 
was presented to D. R. Collins 
(left), president of the dealership, 
by William P. Bave, Washington 
district sales manager. Looking on 
is Burton Kephart, the firm's vice 
president. 


uted to the growth of his busi- 
ness is his policy of sticking on 
the job and avoiding long “coffee 
breaks.” 

“In a small shop, the customer 
wants to talk with the owner. 
When he comes in, he wants to 
know what’s the matter with his 
car and when it can be fixed, and 
how much it will cost him. He 
wants the owner to tell him. And 
if the owner is out, he likely will 
not wait for him. And a job and 
a future customer may be lost— 
for the sake of a slow cup of cof- 
fee.” 

Among the equipment he 
bought quickly after opening the 
clinic are such items as a reboring 
bar, air compressor, welding unit, 
special automatic transmission 
tools, battery charger, engine an- 
alyzer, front-end equipment, valve 
refacing machine, valve reseating 
machine and necessary hand tools 
for all major repairs. 


Tung-Sol Elects Three 
As Vice Presidents 


LECTION of Frank J. Ehringer, 

Burton R. Lester and Dr. R 
Burton Power, Jr., as vice presi- 
dents of Tung-Sol Electric, Inc., 
has been announced by Louis 
Rieben, chairman of the board, and 
Milton R. Schulte, president. 

Ehringer, who has been with the 
company for 20 years, is general 
manager of the automotive prod- 
ucts division. 
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C/R... originator of the front wheel 


oil seal installation tool . . . now 
answers mechanics’ demands again 
with this combination tool for BOTH 
FRONT AND REAR WHEELS! 
Reaches right into rear axle hous- 
ings—installs seals tight every time 
without damage. Nothing else like 
it . . . there’s nothing so quick, so 
handy. Ask your C/R Supplier! 

Comes complete with rawhide > 


hammer and a full set of adapters. 





aa 


-_ 


in A. 
o1l seal 

installation 
tool 














ANOTHER NEW! 
aR FIRST! 




















a 


Sliding sleeve with ‘‘centering Use without sleeve for inserting 
cone” positions seals in rear axle seals in front wheels 
housings. 


CHICAGO RAWHIDE MANUFACTURING COMPANY 











Just reach 


for the 
you want 


Chicago Rawhide has developed this improved packaging 
system for twoimportant reasons: (1) you; (2) your customers. 

YOU save time and money through simplified inventories 
and ordering. One seal to the box means no stocking of 
opened cartons—no ‘“‘wrong sizes in right boxes’’—no 
annoying losses. Order just what you need—open just 
what you use. And you'll read the big stock numbers at a 
glance to find the seal size you want in a jiffy. C/R part 


CHICAGO RAWHIDE 


MANUFACTURING COMPANY 


SEAL OF PROVED PERFORMANCE 








numbers are included on the inside of the tuck-in flap for 
positive cross reference. 

YOUR CUSTOMERS benefit, too, for you'll always use 
factory-fresh seals, protected from damage and corrosion 
until ready for use. 

It costs you nothing extra for the new convenience of unit 
packaging. Your C/R Supplier will be seeing you soon 
with this new C/R extra. 


SEND FOR 
FREE BOOKLET 


Tells why you should 
always replace old oil 
seals—telis what C/R 
will do to help you sell. 


Filko Does it Again! 
Ist with a Complete Line 


For ALL COMPACT CARS 











Yes sir, Filko is way ahead again... with complete replacement 

° , Ignition line for all compact cars — new and old! 

it pays to display 

h ‘Ike * You’re way ahead, too, when you display the famous Filko “Crown 

the Filko “Crown Service” Sign. It’s your assurance that you'll always be up-to-date 
Service” Sign with the market — able to provide your customers with the very 

latest advances in Ignition engineering ...for Filko is always a 

“step ahead.” 


Why don’t you “step ahead” — by lining up with the line that 


gives you more! 
S / 


See the wholesaler who 4 > ig W. Chicago Ave. 
Displays thisemblem = _/7/', mY (Chicago 51, Il. 


He's the man that can Tes" 9 
' ’ " . ; “5 ™ 
? give you full-line Filko ’ - e y 


. Newest reason why 


availability for every ~ 
market you serve Le” New! Free! 
including Small Engine Filko Ist Folder 


NO ae 
Marine, Hevi-Duty, 2 aa This beautiful be t 
Compact Car, Truck Mond all the facts on why y 
and Standard fee ahead with Filko. See y 
Mee 


Filko wholésale 


G-838 
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NO MATTER WHAT YOUR SERVICE 
These CP Air-Tools 
JOB OUTPUT 


are a(-1-)6, 
customers 
coming! 


* CP-720 “MIDGET” AIR-WRENCH weigt * CP-740 “TORK-KING” AIR-WRENCH 


Service stations and garages . . . tire shops and fleet All CP Air-Wrenches are reversible, take LOK- 
operators are all interested in greater output... ON Angle-Drive, have VARI-TORK Power Con- 
higher quality work. If they have CP Air-Tools, they verter for complete power control. They operate 
know that these rugged performers help their me- from your regular air supply — no special equipment 
chanics finish jobs faster . . . more efficiently. These to buy. 

tools get satisfied customers back on the road faster Ask your jobber for a demonstration in your 


. .. direct more business and profits your way! own shop. 





SEE YOU AT THE 


[LAS] sxow 





I) 
SS 
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INTERESTS ARE... 


Increase 


AND QUALITY 


* CP-750 “RUGGED DUTY” AIR-WRENCH *CP-770 “POWER MASTER” AIR-WRENCH *CP-792 “LITTLE GIANT AIR-WRENCH 











CP-714 ZIP-GUN, most versatile tool in your shop. Cuts, 
shears, punches, drives, flanges, rips. Weighs only 
3-1/4 pounds. 


CP-705-20TC PNEU-DRAULIC JACK. Compact, air-powered hydraulic jack with 20-ton 
lifting capacity. Operates from shop air line. Single wheel mounting speeds up spotting. 
Extension handle provides long, easy reach under low clearances. 


All CP Air-Wrenches have VARI-TORK Power Converter for unex- 
celled torque control. All models available with LOK-ON Angle Drive. 


Chicago Preumatic eo osernerinn 


AIR AND ELECTRIC IMPACT WRENCHES e BEAD BREAKERS 
ZIP-GUNS e PNEU-DRAULIC TRUCK JACKS AND PUMPS 
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Shots If Shop's Sick 


(Continued from page 65) 


items are the most profitable to 
handle. And, as previously stated, 
service department profits can 
contribute substantially to lower- 
ing the unabsorbed overhead, thus 
improving the trading margin on 
new and used cars. Therefore it 
is easy to see the wisdom of try- 
ing for at least three items per 
repair order. It is no easy job to 
average three service items per 
repair order, but it can and is be- 


ing done. When we sell needed 
maintenance service it is to the 
advantage of both the customer 
and the dealership. 

Many dealers have found that 
a good, sound incentive plan is the 
answer. Just as with your sales- 
men, your service personnel work 
for money, and they work harder 
when they know it will benefit 
themselves personally. 

There are many incentive plans 
available which will increase 
service department profits. 

Here are a few to consider: 





the Carton” 


-<- 


owe 


2. 


os! 


C. 


ee al ie 


Attention! 
ALL DEALERS AND SHOPS 


“Official” now makes available 
THREE FREE polishing discs 
to you with each carton 
you buy. This is the time 
to get in on this 
“BIG THREE Bonus Offer. 


Get These 
Additional 


Dises FREE! 


Ld 


i aLt-Punpose DISC 


In Constant Use Internationally, ON MAJOR AUTOMOTIVE 
ASSEMBLY LINES, BY NEW AND USED CAR DEALERS, PAINTERS, 


POLISHERS AND REFINISHERS 
the “Official” All-Purpose Polishing Dis« 
Engineered especially for today’s e« 


Virgin woe 


holes. Each dise 


is a rugged champion, acclaimed for 
mventional and acrylic lacquer finishes, it 
| permanently secured to a rugged duck backing. Sizes 
is individually packaged in a moisture proof, dust-pre 


Setting the pace in this fast-growing family of polishing dises, 


every polishing need. 
*s made of 100% combed 
('9” and 84” diameter, with 74” and 


vof polyethylene envelope. 


- Antena seas Your hese! Automotive Jobber 
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Election of E. M. deWindt, 38, as 
vice president and director of 
sales of Eaton Mfg. Co. has been 
announced by Chairman and 
President John C. Virden. De- 
Windt, who started with the 
company as a production clerk 
18 years ago, succeeds Ralph E. 
Fisher, whose retirement under 
the company’s retirement pro- 
gram became effective Dec. 31. 


1.—Pay the mechanic five per 
cent commission on any service 
which is sold because of his in- 
spection and which was not origi- 
nally listed on the repair order. 

2.—All repair orders with three 
or more items are grouped and a 
flat five per cent of the total is 
divided among the service sales- 
men at the end of the month. 

3.—All repair orders with three 
or more items are grouped indi- 
vidually by service salesmen and 
each is paid five per cent of all 
labor appearing on the repair or- 
ders he has written. (This pro- 
motes individual effort.) 

4.—Post daily specials. Pay a 
predetermined amount to each 
salesman as the special is sold. 

5.—Offer special bonus for the 
sale of overstocked parts and ac- 
cessories. 

6.—Offer special incentives on 
all paint work sold. 

With just a little time spent in 
analyzing and supervising your 
service department, you can turn 
it into a profitable part of your 
dealership if it is not already so. 
Try it! 


Mississippians Set Nov. 13-15 


The Mississippi Automobile 
Dealers Association has set Nov. 
13-15 for its convention to be held 
at the King Edward Hotel in Jack- 
son, according to Executive Vice 
President Lawrence E, Davis. New 
association headquarters are at the 
King Edward Hotel. 
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ONE US GALLON 


GENUINE 


HEAVY DU | 


BRAKE FLij 


BRAKE 


\@ 
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Wagner Fivid-Bol makes bleeding the 
broke system a one-man operation. 


Wagner ‘lockheed BRAKE FLUID 


protects brake systems...and lives of your customers 


Your customers literally stake their lives on your choice of brake 
fluid. For that reason you should use Wagner Lockheed—a 
really safe brake fluid that actually protects brake systems. Safe 
brake performance helps protect the lives of those whose cars 
you service, 

It’s no wonder that Wagner Lockheed is the world’s largest 
selling brand of brake fluid. This superior quality product is 
compounded of the finest ingredients chemically balanced to 
function efficiently under all driving conditions—in all seasons. 


Wagner Lockheed Heavy Duty and Super Heavy Duty have 
these features: 

@ Chemically balanced—with the correct proportion of all 

ingredients required to provide an all-season fluid that 
maintains high operating temperature characteristics, yet 
functions in sub-zero temperatures, 
Chemically balanced—with just the right amount of costly 
type lubricant to provide proper lubrication to all parts of 
the brake system—without causing cups or hose to swell. 
Chemically balanced—possesses moisture absorbing ability 
so that metal parts in the brake system are protected 
against corrosion, 


GET DETAILS on how easily you can qualify to become a Wagner Lock- 
It pays to be identified with a leader. For 


Wagner Lockheed 
The Leot known nane in brake cervice 


heed Franchised Dealer. . . 
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Remember—‘“Safe Brakes Protect Lives”... There’s a 
supplier of Wagner Products near you. Look to him for 
Wagner Lockheed Brake Fluid, Brake Parts, Power Brake 
Repair Kits, Brake Lining, and Lined Brake Shoes . . . One 
call gets all! 


Wagner Lockheed 
HEAVY DUTY BRAKE FLUID... 
surpasses S.A.E. specification 7ORI 
—meets State laws, and also conforms to Federal specifica- 
tions...It definitely is a heavy-duty fluid—yet is moderately 
priced. Performance proves it to be the best brake fluid 

in its price range. 


® 
Wagner Lockheed 
SUPER HEAVY DUTY BRAKE FLUID... 


is the very finest on the market 


It surpasses S.A.E. specifications 7OR1 and 7OR3, meets 
State laws, and conforms to Federal specifications... 
Recommended for use on all heavy-duty trucks, also for 
modern high-horsepower passenger cars. 


[ Waasner Electric @rporation 


6362 Plymouth Ave., St. Lovis 33, Mo., U.S.A. 
(Branches in principal cities in U. $. and in Canada) 


l 

l I'm interested in: 

] ( Details on Wagner Lockheed Brake Fivid 
l (CD Information on Franchised Dealer Pion 

| C) Free Catalog AU-! 
| NAME 

| FIRM 

| appress. 
| CITY & STATE 
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great source for both of these quality Lines. The seal of corporate approval 
has been placed upon the merger of the United Parts Manufacturing Com- 
pany, Chicago, Ill., with The Echlin Manufacturing Company, Branford, 
Conn. At the service level this union of strong suppliers will meet with 


equal enthusiasm. 


UNITED (5.0% 2 


UNITED PARTS DIVISION . CHICAGO, ILL 
THE ECHLIN MANUFACTURING COMPANY ° BRANFORD, CONN 
ECHLIN IGNITION OF CANADA LTD, TORONTO 





a Now, UNITED with ECHLIN will become a familiar trade symbol one 














HYDRAULIC & POWER BRAKE PARTS BRAKE CABLES 





wt SCHL 





Perfection of Product which has made ECHLIN the largest independent 
Ignition Parts manufacturer in the world now finds a worthy extension of 
its quality tradition in UNITED Automotive Parts. Both organizations are 
dedicated to the identical task of producing for you the finest replacement 
Parts money can buy...starting better with ECHLIN Ignition... stopping 
safely with UNITED Brake Parts. 


€CHLIR (.2>— 


THE ECHLIN MANUFACTURING COMPANY - BRANFORD, CONN 
UNITED PARTS DIVISION : CHICAGO, ILL 
ECHLIN IGNITION OF CANADA LTD , TORONTO 





IGNITION 4&4 ELECTRICAL PARTS SPEEDOMETER CABLES 








“Cool” to Get Hotter 
(Continued from page 64) 


elected to relieve the only elected 
officer now serving with the title 
of executive director. He is G. R. 
Hollingsworth, of the staff of Mark 
IV in Dallas. 

Other association members are: 
A. R, A. of Arlington, Texas; Artic- 
Kar, Climatic Air, Frigikar and 
Parkomat, all of Dallas; Clardy 
and Frostemp, both of Fort Worth; 
Forston of Houston, Frigiquip of 
Oklahoma City, Cartrol of Kansas 


City and International Air Condi- 
tioning of Fort Lauderdale, Fla. 

One issue behind which the as- 
sociation will align its weight and 
influence in 1960 is an obvious in- 
equity in the tax on air condition- 
ers levied by a Texas law that be- 
came effective last Sept. 1. In cast- 
ing about through special sessions 
of the legislature for additional tax 
sources, Lone Star lawmakers sad- 
dled independent air conditioners 
with a three per cent tax, but the 
tax on factory-installed units is 
only 1%%. AACMA hopes to be 





Perfect pick-up for all cars, small trucks! 


ew 


EAVER SWIVEL ARM 


SINGLE POST FRAME LIFT 














ALSO AVAILABLE—— NEW ROLL-ON LIFT 


New Single-Post “Low Wide Runway’ 
Roll-On Lift handles wheel treads from 
small foreign cars to the wide tread 
Pontiac. It is believed to be the only Roll- 
On Lift equipped with a bolster section 
which will permit bearing one-half its 
rated capacity load on one end of the 
superstructure with no load on the other 
end. Write for information today. 


. GOLDEN WY, 
Y ANNIVERSARY © 
~ 1910-19690 £& 


The new Weaver Swivel Arm Single Post 
Frame Lift requires minimum space, gives 
complete flexibility in car handling at rela- 
tively low cost. It is engineered to raise any 
American or foreign car or any pick-up truck 
at the chassis pick-up points recommended by 
the manufacturer. 

Long-reach reinforced lifting arms swing 
easily to under-chassis lifting points. Movable 
adapters can be adjusted to four height posi- 
tions. No attachments are needed. 

Three models available: Air-Oil Operated, 
Semi-Hydraulic . . . Air-Oil Operated, Full 
Hydraulic . . . or Electric-Oil Operated, Full- 
Hydraulic. For complete information write 
us for bulletin No. SAJ-842, 


Versatile Four-Position Height Adapters @ Illustrations 
above show the four height positions—5"°—7% *- 
8%" and 11 * from floor, with lift down. Adapters 
eliminate need for extra attachments. 


WEAVER MANUFACTURING COMPANY, SPRINGFIELD, ILL., U.S.A. 
Division of Dura Corporation (Formerly Detroit Harvester Company) 


STE tin& — AND NO ONE BUILDS IT BETTER THAN WEAVER 
SERVICE SHOP EQUIPMENT 


59 YEARS SERVING THE AUTOMOTIVE SERVICE INDUSTOY 
Complete Weaver line includes: Twin Post* Lifts © Triple Post Lifts* © Frame Type, Roll-On and Free-Wheel Single Post Lifts Unit 
Lifts © Bumper Jacks © Car Washers © Wheel Alignment Equipment © Headlight Testers © Brake Testers @ Wheel Balancing 
Equipment © Jacks © Wheel Dollies © and Air Compressors. (*Registered Trademarks) 
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able to do something about this. 

Regardless of this inequity, in- 
dependent manufacturers appear 
to have little if any fear of factory- 
installed competition. 

There might seem to be grounds 
for panic among the independent 
manufacturers, distributors and 
dealers in the face of increasing 
factory installations for new cars. 
In Dallas, for example, dealers in 
the higher-priced car range are 
ordering up to 95% of 1960 models 
with factory-installed air condi- 
tioning. This figure drops off to 
ten to 15% in the low-priced three. 
But this is metropolitan Dallas, a 
relatively wealthy market. In ru- 
ral and even smaller communities, 
the ratio drops off rapidly. 


Independents’ Market Bigger 


Therefore, the air-conditioning 
market for independents is bigger 
than the factory-installed market. 
People must buy cars, but many 
cannot afford air conditioning, 
especially the higher-priced fac- 
tory job. Some car buyers choose 
the lower-priced models so they 
can install an independent’s cool- 
ing unit. Others, even in the price 
range of $4,000 list and above, buy 
the car in the winter, build up an 
equity, then install an independ- 
ent’s cooling unit in early summer. 
Many sales by independent rep- 
resentatives are made only after 
the individual’s car is paid for and 
that is perhaps the biggest market 
for independents. 

For 1960, independent manu- 
facturers will be more aggressive, 
too, than their car-factory com- 
petitors, in the matter of opening 
up new markets. 

Some independents are special- 
izing in units designed for the 
foreign cars bought in this country. 
But the biggest battle among in- 
dependents for air - conditioning 
business is taking shape in the 
truck field. 

Some big independents and 
some so-called smaller manufac- 
turers are going after truck busi- 
ness in 1960 with great vigor. One 
of the “big three” has a traveling 
representative devoting all his time 
to truck sales and his territory is 
the U. S. Others are seeking the 
same business through established 
channels and what they are all 
after is transport air-conditioning 
sales. One independent believes 
that, eventually, union labor will 
stimulate transport air condition- 
ing by demanding—and getting— 
air conditioning in all trucks driv- 
en by union members. 

Independents entertain diver- 
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. Toledo Steel offers you the most 
Get more power, more strength with complete piston line in the industry. 


Every piston is of the highest qual- 


ity, balanced and matched for weight 


© 
control to original equipment speci- 
fications. Be sure your engine 
overhauls are the finest possible 


. install Toledo Steel pistons, 
pins and sleeve assemblies. 


ETRY (2) 


FORGED ALUMINUM P/STON 


LZ 
POWER FORGE 


UP TO 70% STRONGER than conventional re f Bis, 
cast pistons without added weight! The new . 


Powerforged is forged, not cast. It’s tin 
plated for scuff resistance and better break- 
in qualities. Power forging produces a grain 
flow for greater strength, better heat dis- 
sipation, improved ring groove wear and 
longer life. ‘“Tower’’ construction adds extra 
strength in head and piston pin bosses, 
permits more flexibility in skirt area. 


STEEL-BELTED PISTON 


An aluminum piston for heavy duty service that 
thoroughly controls thermal expansion for more 
power and strength, better heat, wear and oil control. 


POWERGROOVE 
PISTON 


Features all of the ad- 
vantages of the Steel- 
belted piston, plus top 
groove insert ~ even 
longer, more dependable 
heavy duty service 


TOLEDO STEEL PRODUCTS 
Division of Thompson Ramo Wooldridge Inc. 


€402 CEDAR AVENUE - CLEVELAND 3, OHIO 


WORLD'S FINEST PARTS ...WORLD'S FINEST SERVICE 
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gent views toward the desirability 
of truck business. Some manufac- 
turers will avoid this field and, re- 
ferring to light trucks — 1%-ton 
and under-—say the price is not yet 
down to a point that air condition- 
ing is within reach of the individ- 
ual trucker. In most cases, this may 
be true, since units for trucks in 
that weight class are approximate- 
ly what go into passenger Cars. 

In respect to the air-conditioning 
business of the big transport fleets, 
one veteran of automotive air con- 
ditioning said he has observed too 


many heart breaks in this field. He 
pointed out that the radiator- 
mounted unit, used with loads of 
30,000 and more pounds, drained 
off too much horsepower and 
burned out too many truck en- 
gines. Units powered independent- 
ly, with remotely mounted con- 
densers and evaporators, burned 
themselves up in the past, he adds, 
because truck drivers neglected to 
check the oil. 

But those going grimly after the 
truck business in 1960 seek that 
heavy-load transport business with 





THIS IS A 
PICTURE 
OFA 
BATTERY 
ABOUT 
TO BE 


SOLD 


The No. 1 cause of road breakdown... 


battery system failure. . 


Half of your customers are going to 
buy a battery this year. They'll get it 
from you if you test the battery every 
time you raise the hood. Batteries give 
warnings before they go bad and your 
customer will thank you for a warning 
that avoids the high cost and incon- 
venience of a road failure 

The Fox 200 Tester, illustrated above, 
sells batteries for you. It tests 6 and 12 
volt batteries completely by attachment 
to terminals only. It tells you 1) charge 
in battery; 2) condition of battery, 
3) car systems electric shorts and leak 
age; 4) operation of generator system 


a © D4 


FOR SELLING AND SERVICING BATTERIES 


Want more facts? Use Reader Service Card Page 135 


.is a rich market to cultivate 


It will show you that 1 of every 10 
batteries you test will need to be re- 
placed, that 3 need to be recharged. 


ASK YOUR 
DISTRIBUTOR 


The Fox 5 Payment Plan enables you 
to buy the 200 Tester without extra 
charges for financing. You pay for it 
out of the money it earns for you. 
FOX Products Company, 4710N. 18th 
St., Philadelphia 18, Penna 


METHODS AND EQUIPMENT 





units they are certain can take the 
punishment. These are remote- 
mounted and most of them with in- 
dependent, gasoline-burning pow- 
erplants, although one manufac- 
turer will offer an option of a 
crankshaft-drive unit. One manu- 
facturer with a new, independent- 
ly-powered unit about ready for 
introduction has found he had to 
step up the size of his engine. 

The member of the “big three” 
who has a salesman combing the 
U. S. for big truck sales obviously 
wouldn’t have taken that step un- 
less he was sure of his unit. His 
spokesman said: 

“We, and the whole industry, for 
that matter, are somewhat ashamed 
of our failures in the truck field in 
the past. But this year we have it. 
This unit has been five years in 
the making. It is right.” 


Farm Field Waits, Too 


Then there is the farm field, 
which the independent industry 
has not forgotten. But it is not at 
this time “hot.” There are no tech- 
nical difficulties connected with 
operating a cooling unit on a trac- 
tor. It is the over-all expense. Be- 
fore an air conditioner could be of 
any benefit to the operator of a 
tractor, the area occupied by the 
operator must be enclosed within 
a cab. There are at least two 
known firms producing cabs for 
tractors and even combines, and 
air conditioning is being used in 
this manner. However, until the 
price of the cab and the unit comes 
down, this is not a market that 
unduly excites manufacturers. 

Furthermore, there is no pros- 
pect of a reduction in the price of 
air-conditioning units at any time 
in the near future, according to 
the independents. That is because 
their price to the consumer is based 
on their costs, and for the past sev- 
eral years there have been no ap- 
preciable reductions in the prices 
of component parts. Until compon- 
ent parts come down, the retail 
prices are pegged. 

But, the independent manufac- 
turers say, almost in unison, “the 
unit is being constantly improved 
and reduced in size.” 

There is divergence, too, in the 
manner in which manufacturers 
reach distributors with their units. 
One Dallas manufacturer sells only 
to jobber buying groups. Another 
has his own sales staff in the field. 
Another uses agents, and so on. 

Regardless of how they proceed, 
though, most of their merchandise 
must eventually be sold through 
a retail outlet, in this case a new- 
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Fishing for 
oil control 


Try stainless steel oil rings! 





> 


...install American Hammered KROME-OIL 
piston ring sets with stainless steel oil rings 


American Hammered’s stainless steel oil ring controls oil better, 
even in tapered and out-of-round bores, than rings made from 
ordinary steel. You’ll find it superier for these five reasons—needs 
no back-up spring or shim stock « resists sludging and corroding 
* maintains tension under extreme heat « fast break-in + easy to 
install. Positively controls oil... stops oil pumping and smoking. Seen omen 


AMERICAN HAMMERED 


Automotive Replacement Division *¢ Muskegon, Michigan 
Stainiess steel A Division of Sealed Power Corporation 
oil ring 


U.S. Pat. No, 
2,789,872 
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car dealer, an independent garage, 
an exclusive air-conditioner dealer, 
or a service station. And that is 
where—at least in the case of deal- 
ers checked by SAJ—there is the 
least enthusiasm about the 1960 
season. There are reasons. 

Factory policies in the past have 
not been to the liking of many 
Cealers and the latter have their 
fingers crossed about factory atti- 
tudes. Successes of dealers who 
trained themselves in air condi- 
tioning and did competent work 
induced one and all to join in a 


stampede to get into the air-con- 
ditioning business. Those who were 
not competent got burned when 
their installations soured and cus- 
tomers came pouring back. Then 
there were recurrent price wars, 
with some “dealers” offering ridic- 
ulously low “installed prices com- 
plete,” with the result that many 
reputable outlets became disgusted 
and faded out. There are still those 
who reminisce bitterly that ‘‘there’s 
no money to be made in air con- 
ditioning.”’ 

That, of course, is untrue. Air 





"The most profitable 

2 square feet 

in my shop... 

Thanks to my 
Van Norman 
301 Re-Tru 


Brake Drum 
lathe.” 


—says a Hartford 
brake specialist 


The Van Norman 301 Re-Tru brake 
drum lathe requires less than 2 square 
feet of floor space. Performance-wise it 


features automatic feed, automatic shut off, waist 
level mounting, and handy controls for positioning 
the tool bar into the drum. And the tool bar swings 


out of the way for maximum clearance. 


Exclusive Van Norman built-in drum microm- 
eter standard equipment—no extra cost. You 
always know immediately the diameter of the 
drum before and after precision machining. 

The sturdy Van Norman 301... designed to 
increase your profits . . . is a product of a company 
which has been a precision builder of automatic 
service machines since 1888. Get detailed infor- 


mation on the 301 Re-Tru today. 


Remember, it pays to Van Normanize. 


VAN NORMAN 


Springfield 7, Massachusetts 
A DIVISION OF VAN NORMAN INDUSTRIES, INC. 


PRECISION 


VAN NORMAN 


MACHINING 
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conditioning — sales, installation 
and service—is a proven money- 
maker for those with the brains to 
learn this specialty and finances 
to provide necessary special equip- 
ment. 

In Texas, some retail dealers ex- 
pect a much more solid market at 
their level than in the past. They 
believe the Texas law that im- 
poses a three per cent tax on air 
conditioners will be the responsible 
factor. For that law also provides 
that anyone selling, installing and 
servicing air conditioners must 
make bond and be the holder of a 
state permit. It isn’t the cost of the 
bond ($5) nor cost of the permit 
(also $5) that will clear the at- 
mosphere, It is the necessary and 
obnoxious bookkeeping required 
by the tax law that will eliminate 
price-cutters, incompetents and 
others who were trouble-makers. 
This class will decide the air-con- 
ditioning business isn’t worth all 
the trouble involved, in the opinion 
of reputable dealers. 

SAJ believes the reported lack 
of enthusiasm at the retail level 
was seasonai. Remember, this was 
written in December. At that time, 
dealers did not have the “feel” of 
the industry as did manufacturers, 
whose season is over about the 
time a dealer’s selling season starts. 

Wait until May. It can get hot in 
the Southwest even in May. Then 
the car owner without air condi- 
tioning begins thinking. And the 
car owner with air conditioning 
also begins thinking—about hav- 
ing his unit serviced for the sum- 
mer. Actually, the latter generally 
waits until the first really hot day, 
when everyone else wants service. 

By early June, the retail dealer 
will be much less nonchalant than 
he was in December. And by July? 
By then his fever will match that 
recorded for manufacturers last 
December, when the factory was 
trying to convince him he should 
place his order early. Yes, by July 
a lot of retail dealers in air con- 
ditioning will be shouting into the 
telephone,demandin g delivery 
yesterday on today’s order. 

Unless, of course, there is “‘a bad 
break in the weather.” 


Wright Dies in Oklahoma 


Wayne W. Wright, 55, partner in 
the Eskridge-Wright Oldsmobile 
Co., Oklahoma City, Okla., died 
recently. Wright, who helped 
establish his firm seven years ago, 
was for several years general man- 
ager of the George Broyles Hudson 
Motor Co. 


SOUTHERN AUTOMOTIVE JOURNAL for February 1960 





Marking the 40th anniversary of 
the founding of Kem Mfg. Co.., 
President L. D. Brown has an- 
nounced the addition of 25,000 
Square feet of space to the 
company’s factory and adminis- 
trative facilities situated in a 45- 
acre industrial site at Fair Lawn, 
N. J. The expansion will be com- 
pleted during 1960-61. 


Hints for Painters 
(Continued from page 85) 


Avoid use of thinner or reducer 
which is too slow-drying. Follow 
paint manufacturer’s instructions 
as to type and amount of reducer. 

Do not apply heavy coats. Rely 
on thin-to-medium coats. 

Clean and adjust spray gun to 
give proper, uniform spray pat- 
tern. Develop and practice good 
spray-gun technique. Use good 
triggering action. Curved surfaces 
require extra careful gun action. 

Since different brands of paint 
reducer require somewhat dif- 
ferent techniques, practice on old 
panel when switching to new ma- 
terials to obtain the “feel” of the 
material. 

Adjust air pressure and spray- 
gun settings and technique to com- 
pensate for temperature and 
weather conditions. 

Be sure spray booth allows 
plenty of room for easy working 
in uncramped position. 

Spraying should never be done 
without plenty of properly situat- 
ed light. Many runs are the result 
of not being able to see the area 
being sprayed. 

Repair: 

If sag is still wet and another 
coat can be applied, lightly brush 
out the sag with a fine camel-hair 
brush, then re-coat. 

When color coat is completely 
dry and hard, sand out sag with 
400 grit paper and water. Polish 
out or re-spray as necessary. 

In summarizing, to turn out a 
top-quality paint job we must pre- 
pare the surface properly, we 
must have the necessary equipment 
to blend colors and we must have 
the spray-gun knowhow. 





Lifting Equipment for Every Source Need 


free 


Your best investment for efficiency and profit! 


1%, 1%, 2, 4, 10, 2O TONS 


The hydraulic service jack is basic lifting equipment for automo- 
tive service shops. It pays to have good lifting equipment in capac- 
ities that fit the job and enough jacks to go around. “Waiting 
turns” is expensive. Using equipment with not enough capacity 
is dangerous. FLEET Hydraulic Service Jacks are fully guaranteed 
and designed for easy operation and years of trouble-free service. 


Your N.A.P.A. Jobber is a Good Man to 
Know! He can solve all your shop lifting 
problems with the complete line of FLEET 
Lifting Equipment. 


EDGEWATER 


AUTOMOTIVE DIVISION 





SAINT JOSEPH, MICHIGAN 
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Cash in BIG with BRIGGS... 
20 Easy Dollars in 40 Short Minutes 


Yes, 20 Easy Dollars 
in 40 Short Minutes! 


Briggs sets you up for the Big ee 
y Duty 


Sell because Briggs is the shock 

absorber that is built right, 

priced right and promoted right 

in national magazines. Briggs 

backs you up locally with all the 

selling tools you need to make all 

your customers conscious of the ee STANDARD 
need for new shocks. And Briggs Regular Duty 
gives you everything that makes 

installation quick and easy. Con- 

tact your NAPA Jobber right 

now for real cooperation. 


BRIGGS BUILDS SHOCKS FOR | 
EVERY CAR AND TRUCK TO Mi wey 
HELP YOU CLOSE EVERY SALE eat. 


Your customers will see Briggs shock 
absorbers in . 


ADJUSTABLE BRIGADIER 
Extra Heavy Duty 


Join the Parade of Profits . . . 
cash in on the NAPA Parade of Parts 


SHOCK ABSORBERS 


The Briggs Shock Absorber Co., Cleveland 15, Ohio 
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GMAC Elevates 
Three Officials 


HREE changes in the executive 
organization of General Motors 
Acceptance Corp. have elevated 
former President Charles G. Stra- 
della to the board chairmanship. 

Thomas W. Towell, former 
executive vice president, succeeds 
Stradella as president, while John 
O. Zimmerman, executive vice 
president, has been placed in 
charge of branch operations and 
borrowing operations. Branch op- 
erations were formerly under the 
jurisdiction of James A. Callan, 
executive vice president, who, un- 
til his retirement April 30, will 
take over special duties for the 
chairman. 

Stradella, who joined the corpo- 
ration in 1919, was selected presi- 
dent in 1954. He is a director of 
General Motors Corp. and chair- 
man of the board of Motors Insur- 
ance Corp. Towell joined GMAC’s 
Cleveland branch in 1926. At one 
time he was manager of the New 
Orleans branch and later regional 
manager with headquarters in 
Dallas. 


Carter Factory School 
Moves to New Home 


(= Carburetor Factory Serv- 
ice School, which has trained 
mechanics in carburetor and fuel 
system trouble diagnosis since 
1934, recently moved into new 
quarters at Carter Carburetor Di- 
vision’s main plant in St. Louis. 

The all-air-conditioned class- 
rooms are equipped with a full as- 
sortment of training equipment, 
according to V. F. Thompson, di- 
rector of service sales. A new 
course in customer relations, un- 
der the directorship of Roy Dean, 
will include service sales tech- 
niques and efficient shop practices, 
Thompson said. 


Kansas Police Buy 
50 New Dodges 


IFTY new Dodge pursuit cars 

have been purchased by the 
Kansas State Highway Patrol from 
Clark Motor Sales, Lawrence, Kan., 
with an option for 80 additional 
units to be delivered during the 
1960-model year. 

The new cruisers will be two- 
door sedans, equipped with 310hp, 
four-barrel carburetor engines; 
heavy-duty brakes and transmis- 
sions and other features developed 
by Dodge engineers for law- 
enforcement work. 
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Lifting Equipment for Every Seurce Need 


er 


4 CAPACITIES: 


1’, 


Whatever your lifting requirements, 
§ 1 


3, 5, 8, 12, 20, 


Hydhaubie 


HAND JACKS 


30, 50, 100 TONS 


there’s a FLEET Hydraulic 


Hand Jack that’s designed and rated for your particular job. Fully 


guaranteed and individually tested under 
rated capacity to insure dependable, trouble-free service. 


load 50% 


greater than 


All sizes 


operate with equal efficiency in horizontal or vertical position. 


Your N.A.P.A. Jobber is a Good Man to 
Know! See him for the complete line of 
FLEET Lifting Equipment. 


EDGEWATER 


AUTOMOTIVE DIVISION 





SAINT 
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“STILL... TAKING THE COUNTRY 
BUY STORM!” 


... the PROGRECCVE line! 





MODEL 160 CRANKSHAFT 
STRAIGHTENING PRESS 


MODEL D-11 MODEL D.- 


RUN-IN & TEST STAND TRANSMISSION TEST STAN 
SEE THESE NE ITEMS AT THE 


B IASI SHOW ... BOOTHS 1310 & 1409 


Storm-Vulcan’s New Models and Improved Models 
displayed for the Ist time... Tappet Radius 
Dresser — Crankshaft Grinders — Camshaft Grinders 
Rod Groover — Milling Machine — Angle Block 


Boring Plate. 


Stop by our booths and receive our \ Wl 


special gift for YOU — a Measure of. 
J 
Progress from Storm-Vulcan, SA 


Write for Free Literature on all S-V Equipment 


Storm-Wuleam, F¥nG, 


WHERE EQUIPMENT IS DESIGNED WITH THE OPERATOR IN MIND 
°925 Burbank Street 7 Fleetwood 1-3735 * Dallas 35, Texas 
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This 15,000-square-foot building 
situated on a 90,000.square-foot 
site is the new home of States 
Motor Co., Rambler dealership in 
Bristol, Tenn. The firm had been 
a Ford dealership for 35 years 
until it obtained the Rambler 
franchise last summer. L. K. 
Boyle is president, W. C. Adams, 
vice president, and W. D. Loudy, 
secretary-treasurer. 


Uicer-Less Pay Plan 
(Continued from page 71) 


present satisfactory plan,” Rone 
said. ‘““Naturally no man expects to 
live on $50 a week, and thus the 
salary is not large enough to at- 
tract anyone merely to make $50 
a week. On the other hand, it does 
cover basic living expenses and 
thus relieves a man of weekend 
pressures, when he hasn’t made a 
sale and faces grocery bills and 
perhaps an appliance payment. 

“The salesman does not panic 
along about Friday, if he hasn’t 
made a sale, because he knows he’s 
going to draw enough money to 
tide him over; and consequently he 
continues his work calmly and un- 
worried about weekend obliga- 
tions. 

“Of course a compensation plan 
embodying a weekly draw against 
commissions accomplishes this re- 
sult to a certain degree. But it is 
not the same. The salesman realiz- 
es that even though he may draw 
$50 or $75 on Saturday, it is 
charged against his future com- 
missions and that he cannot expect 
to continue on the job very long 
without earning that draw. So he 
still worries.” 

Commission, in addition to the 
weekly salary, has been worked out 
on a flat per-unit basis. This makes 
it easy for a salesman to figure his 
earnings at any time, and it elim- 
inates the sometimes complicated 
and controversial method of figur- 
ing the amount of the net sale. 

The salesman receives a flat 


SOUTHERN AUTOMOTIVE JOURNAL for February 1960 





w 


There’s "thing ike np 


THERE’S 

| NOTHING 
LIKE A 
NEW CAR! 


t 
There's 
nothing 

like 
a 
new 


There’s nothing like a new car unless it’s the outstanding opportunities that 

exist right now to sell a lot of them! You see, American families these days have 

more disposable income than ever before. What’s more, this trend is just beginning. 

For the next ten years, authorities predict income and living standards far beyond 

what we witness today. 
To help General Motors dealers continue to share in this expanding economy, 

GM is currently running a dramatic advertising campaign. Advertisements such 

as the one reproduced will appear in full color to remind folks of the fun they 

can enjoy only with a new car—of the excitement, pleasure, comfort and safety 

—and of the fact that nothing else will return so much over so long a time as 

will their investment in the outstanding new styling and engineering features of 

the 1960 GM cars. “ 
Millions of new car prospects will see these exciting advertisements in leading eee 

national publications. Watch for these advertisements. They’re more reasons why 4 FOR FAMILIES WHOD RATHER DO THAN DREAM 

it will be great to be a GM dealer in the Sixties! 


GENERAL MOTORS 
GO GM FOR 60 ow 


CHEVROLET PONTIA OLOSMmOBILE 6 a CAC 
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commission of $30 on the sale of 
any new unit, including new 
trucks. This applies to the highest- 
priced and the lowest-priced mod- 
els alike. Even though the com- 
pany’s gross profit obviously var- 
ies considerably from sale to sale, 
the commission remains the same 
and it averages out satisfactorily, 
Rone declared. 

For commission purposes, used 
cars and used trucks are divided 
inte two general price groups. 
When a man sells a used vehicle 
for $1,500 or more, his commission 


is the same as on a new car—$30. 
But when he sells anything priced 
below that figure, his commission 
drops drastically—down to $7. 

And this figure applies, wheth- 
er the car brings $1,400 or $95; 
whether the deal was for cash or 
involved a trade-in. 

“We make this rather drastic 
drop mainly to be sure that sales- 
men push the higher-priced used 
cars and thus get our investment 
out as fast as possible,” explained 
the sales manager. “We do not 
break down the lower-priced used 





Make it a 3-way partnership 


p & D-IZE has THE program aie 


you — a 7-point program developed by 
your wholesaler and P&D to get your 
share of business—and PROFIT —for 
you from Ignition Tune-Ups—the most 


profitable part of all automotive serv- 


ice business. 


With P&D and your automotive whole- 
saler backing you, you can’t lose—the 
world’s finest ignition parts and 
electrical equipment, trouble shooting 
manuals, clinics and schools, and the 
P&D-ize 12 months warranty. It’s a 
deal you shouldn’t miss! Get in touch 
with your P&D wholesaler for the com- 
plete P&D-ize Tune-Up Program or 


write us NOW! 


There isa P&D cabinet §& 
and stock to fit all service 
station, garage and fleet y 


owner needs. 











P2D MANUFACTURING CO., INC. 
STARTING - LIGHTING - IGNITION 
19-02 STEINWAY ST., LONG ISLAND CITY 5,N. ¥. 


Export Soles Borg Worner International, 36 So. Wabash Ave. Chicogo 3. ill 
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units any further, because we find 
that if a salesman makes more on 
a $1,000 sale than on one for $300, 
he might be inclined to pressure a 
customer who is able to buy noth- 
ing more than a $300 deal into 
something that he could ill-afferd, 
and that would hurt both the cus- 
tomer and the company.” 

As a special incentive to speed 
turnover of used cars and trucks, 
the company has a standing offer 
of a $10 purchase order on any one 
of several local stores, to the sales- 
man who sells a used unit that has 
been on the lot longer than 30 
days. All such units are so marked 
that the salesman readily can 
recognize them, and obviously 
they push the sale of these units. 

Rone also receives a bonus of $5 
in trade cor every 30-day unit any 
salesman sells. Hence he is sub- 
consciously inclined to help the 
men get rid of the older units. 


Pleases Salesmen's Wives 


‘“‘We chose the trade credit plan 
in preference to cash,” Rone cx- 
plained, “because we find that it 
appeals especially to the salesmen’s 
wives. If we paid the $10 bonus in 
cash, it would become just another 
part of the man’s earnings ard 
would go into the family finance 
pot. But when he receives a trade 
certificate, the wife generally gets 
this for her and the children, Con- 
sequently, the wives are constantly 
prodding their husbands to earn 
more of those trade certificates.” 

In addition to salary and com- 
mission, the salesman also has the 
use of a demonstrator of his choice, 
and the company pays for the gaso- 
line, oil and maintenance. 

“A salesman may have the choice 
of any new unit in the house,” 
Rone pointed out, “but there is 
one condition: He must sell the 
demonstrator he selects, after a 
reasonable time. Thus if a man 
picks the flashiest, highest-priced 
car on the floor, he may have it. 
But he knows he must sell it.” 

The company’s top salesman a 
few months ago decided that he 
could make more if he worked on 
a straight commission. Not want- 
ing to lose the man and at the 
same time keep him satisfied, Rone 
worked out a straight commission 
plan for him. 

“And he changed almost over- 
night,” Rone said. “After about six 
weeks he was almost a nervous 
wreck, worrying about whether or 
not he would earn his necessary 
living overhead. Finally he came 
to me and asked to be put back on 
the regular plan. He has been a 
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One and the Same 


FOR ORIGINAL EQUIPMENT 
OR REPLACEMENT 


DETROIT Michigan 
ALUMINUM HI-THERM 


AND 
BRASS 


engine 
bearings 


yar HI-THERM 


ENGINE BEARINGS 


There is only one right way to manufacture engine bearings. Michigan Hi-Therm bearings for 
replacement and the bearings we supply to original equipment customers are one and the same 
Our complete Michigan line is made to the same standards, of the same materials, by the same 


craftsmen. We can meet all your engine bearing needs from babbitt to heavy duty copper-lead 


Ask your jobber for Michigan Hi-Therm 


 Vlichapas 
HI-THERM 7 : ; 
The most satisfactory bearing 


Le jobs come from the red, yellow 
engine . 


mere and black Michigan box. 


Detroit Aluminum & Brass Corporation 
3975 Christopher Avenue 
Detroit 11, Michigan 


Wielal hacked hacia Mohae- tale lalcmolstelalale. 


for original eauvipment since 1925 
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Cauipeate? MDE LOAD 


wirn any LOS any LOAD .M oC ek: TOE 


VE WAR REH SNOCK agsoreeRs at 


AUTOM oTive., gonnens 
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Doing ALL it takes to get 
positive customer action! 


Your customers are pre-sold through advertising 
in Life, Sports Illustrated, Sports Afield, Farm 
Journal, Popular Mechanics, Motor Boating and 
Popular Boating. Metal sign, streamers and 
counter card identify you as Big Boy Trailer 
Hitch Headquarters. Action-packed merchandiser 
presents amazing Safe-A-Way Retractable Hitch, 
Fixt-Hitch, and two Coupler Balls. Customer 
operates retractable hitch right on ADVERTISED , 
display — sells himself. It’s easy. J 
Low investment, too! Write for 

complete details! 


BIG BOY PRODUCTS DIVISION 


THE DALTON FOUNDRIES, INC., WARSAW, 4 INDIANA 
1910—First Half Century of Progress—1960 
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Automotive Warehouse Co.’s new 
building at 624 S. Commerce Street 
in Jackson, Miss., covers 27,500 
square feet. Owner S. C. Agnew 
has been in the automotive busi- 
ness 25 years. Salesmen Roy E. 
Williams and T. C, Ruffin travel 
Mississippi, eastern Louisiana, 
western Alabama and northwest- 
ern Florida. 


happy and contented salesman 
since.” 

The salesmen earn more than 
$100 a week. Recently one man’s 
earnings exceeded $800 in one 
month. Selling costs for the com- 
pany are appreciably lower than 
when it was paying salesmen on 
commission and constantly fight- 
ing a losing battle to get and keep 
good men. 


Chrysler Ships to Coast 
Via “Piggy Back" 


- Pproeepn Corp. in collaboration 
with the Milwaukee Road rail- 
way and automobile carriers last 
month introduced the first trans- 
continental “piggy-back”’ shipment 
of passenger cars. 

Built in Detroit, the cars were 
hauled to Chicago on 14 truck 
trailers, which were in turn loaded 
on flatcars and consigned to 
Spokane, Wash. The 52-car ship- 
ment was the first of a large con- 
signment to be shipped daily from 
Chicago via piggy back for de- 
livery by automobile carriers to 
dealers in Washington and Oregon. 

Each transport trailer carried 
four passenger cars and each flat- 
car had space for two trailers, giv- 
ing the flatcar a capacity of eight 
automobiles. Boxcars used by rail- 
roads for shipping cars hold only 
four vehicles and require consid- 
erably more time to load and un- 
load, 

Paul G. Fritzsching, Jr., Chrys- 
ler traffic director, said, “We can 
expect application of this method 
of shipping new cars to expand in 
the future. We already are ship- 
ping cars by piggy back from 
Chrysler Corp.’s new St. Louis as- 
sembly plant to the Southwest.” 


Kinston, N. C., Picks Jones 


New president of the Kinston 
(N. C.) Automobile Dealers Asso- 
ciation is W. H. Jones of W. H. 
Jones Motors. Vice president is 
Haywood Weeks of Weeks Motor 
Co. and J. Whittington of White 
Owl Motor Co. is the secretary. 
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SWING-AWAY PLUS 





complete flexibility 


Arrow’s Swing-Away mirror tilts, turns 
and swings into an infinite variety of adjust- 
ments—and then stays where you set it! Its 
cadmium-plated hardware can’t rust assur- 
ing easy, manual adjustment even after 
years of service. 


Arrow’s Swing-Away is always flexible but 
never loose—tough seamless tubing resists 
bends and cuts vibration. Its deep drawn 
head eliminates fogging and cushions shocks. 
Quarter-inch plate glass with copper-sealed 
silvering provides a lifetime mirror that is 
distortion-free and won’t discolor or tarnish. 


Expensive? Ask your Arrow jobber. You'll 
be surprised how little it costs to get every- 
thing you’ve ever wanted in a mirror. Com- 
plete details can be obtained by writing to 
Arrow Safety Device Co., Georgetown, Del. 


s 
See us at Booth #2942 and 2946 at ASIA Show 
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SELL SEAT COVERS in 6Q) 


with the all NEW 


1960 


ASCAA SEAT COVER SELLING 
PROGRAM! 


* NEW NATIONAL ADS IN THE 
POST OR LIFE 


*& NEW PUBLICITY AND PUBLIC RELATIONS PROGRAM 
* NEW -POINT OF SALE MATERIALS 
* NEW PROMOTIONS 


ALL DESIGNED TO HELP YOU SELL MORE 
SEAT COVERS IN ‘60! 


1960 will be the most exciting sales year 
ever and it can be your most profitable year if you 
get busy and get with ASCAA'S 


ood Carheeping Week 
PD facrs MAY 20th thru MAY 3st 


Good CarKeeping PROFITS begin with beautiful 
SEAT COVER SALES! 


Automobile Seat Cover Assn. of America 
1711 Pratt Bivd. Chicago 26, Ill. 
Gentlemen: 
Please send me information on the 1960 Good Car+Keeping Week 
Program. 


Name SS 
Company__. io 
Address. 

OEE 
Type of business_ 
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BIG NEWS 


FROM AP... 


Want more facts? Use Reader Service Card Page 135 SOUTHERN AUTOMOTIVE JOURNAL for February 1960 





Heavy-Duty 


MUFFLER GUN 


pius 3 exclusive chisels 


GUN AND cHisELs FREE 
when you buy 5 fastest-selling 
AP Mufflers at retail price 


Tired of losing muffler customers who can't wait? Tired of turning down the big, high- 
profit jobs because they take too much time? AP's free muffler gun is your answer— 
enables you to meet any competition, make more profits fast! 


Do any job in minutes. Now you can do any muffler job in minutes, meet any 
competition, cash in even more on the record-breaking muffler market. 


Reaches ANYWHERE, does everything. The AP muffler gun is a heavy-duty 
pneumatic hammer that obsoletes old-fashioned hand chisels, heating elements, 
hacksaws and hammers. It will not balk or freeze even when cutting two layers of steel. 
You simply connect it to the standard coupling on your air hose. Then insert one of the 
three exclusive cutting chisels included with the gun and you're set for a fast muffler 
removal job. Want to replace the pipe without ruining the muffler? Or the muffler with- 
out ruining the pipe? Cut pipes that go over nipples? Or nipples that go over pipes? 
You have the right tool and the right instructions to speed the job. THE AP PARTS 
CORPORATION, 9-0 AP BUILDING, TOLEDO 1, OHIO 


Free Service Manual. At jast—a complete Muffler Service Manual, crammed full 
of time-saving, labor-saving tips, detailed step-by-step pictures on specific problems. 
Explains how to use AP muffler gun. Ww 





Conveniently packaged. This muffler tool, 
three chisels and extra holding spring come to 
you neatly packaged in a single carton— 
along with the five fastest-selling AP mufflers 
you buy. 











Baa —-— 


“OUTSIDE CHISEL 


CUT OFF" CHISEL 


Patents applied for on chisels 


MORE FOR YOUR MONEY... 

MORE MONEY FOR YOU 
Mitaet 

. WORLD'S LARGEST MANUFACTURER OF REPLACEMENT MUFFLERS 


Your prospects are made aware of the AP name through 45,000 
A-Boards, consistent advertising in LOOK, ARGOSY, TRUE, 
POPULAR MECHANICS, MECHANIX ILLUSTRATED and via 
Walter Cronkite over the entire CBS radio network. 
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conFUsioN Unlimitedddd 


(Continued from page 70) 


to their customers in the form of a 
price concession which is nothing 
more than a sop thrown to another 
chiseller like themselves in an ef- 
fort to wedge their number nines 
into the crack in his door, and 
eventually get some of his busi- 
ness. 

Many of these pseudo-ware- 
housemen are the kind that are 
trying to break into secondary dis- 
tribution, and still retain their 
jobber-to-dealer status. They still 
want to sell over the counter, and 
in the surrounding territory to the 
dealer trade, and also handle any 
lines they can corral on a dual- 
distribution basis. 

Uncle Whiskers has been casting 
a jaundiced eye on this type of op- 
eration, but unless he does some- 
thing about it, or some of our 
manufacturers change their think- 
ing as to what constitutes ware- 
house distribution, we are still go- 
ing to have these hybrids springing 
up everywhere. These fellows have 
a definition of a jobber that is to 
say the least a liberal one, and 
they often get an assist from some 
manufacturer who doesn’t care 


where the merchandise goes or at 
what price, just so they move it 
out of their plants, and get the 
money for it. 

If a dealer is big enough, and 
able and willing to buy enough, 
he can, if he is a little persistent, 
get this kind of distributor to be- 
come temporarily afflicted with 
color blindness, and quote and bill 
him off the jobber’s blue price 
sheet. 

Seems like I can visualize some 
manufacturer rearing back looking 
down his well-elevated schnozzle, 
and saying: 

“This can’t happen to me be- 
cause I approve all of my distrib- 
utors’ jobbing accounts and require 
them to report sales before they 
can collect their warehouse fee.” 

I’ll bet that this fellow has for- 
gotten that this is the day of the 
Latex Conscience, the one that 
stretches into any position its own- 
er requires to justify his actions, 
and is also overlooking the fact 
that the sales reports he gets, while 
not written by a German named 
Grimm, may nevertheless contain 
certain elements of a fairy tale. 

Of course, the sales may be re- 
ported to those bona fide accounts 
that you have approved, but how 


can you tell where the merchan- 
dise actually goes, assuming, of 
course, that you are interested in 
knowing? 

It is this kind of cross-bred dis- 
tributor, often aided and abetted 
by some manufacturer, who is par- 
tially responsible for our having to 
construct so many four-lane high- 
ways to take care of the Automo- 
tive Mobile Merchants, sometimes 
known colloquially as Wagon Ped- 
lars. They are the boys who keep 
these ambulant emporiums rolling 
along with motors coughing and 
springs squeaking because of a 
panel body well-laden with parts, 
tools, shop sundries and accesso- 
ries. 

If it’s parts the dealer wants, he 
has Hard Parts, Medium Parts or 
Soft Parts. Just name it, and if he 
doesn’t have it on the truck, he can 
get it for you, Mr. Dealer, and for 
less money, too. 

Naturally he can undersell the 
honest-to-goodness jobber, for af- 
ter all he is the owner of a fetish. 
Not an African Shrunken Head, 
no, sir; it’s a real American 
Shrunken OVERHEAD. This is 
the truck pedlar’s most valuable 
possession, and he comes by it 
easily, for his only expense is the 





THE GUARANTEED LINE 
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UNICANS GUARANTEE: 
We will replace any 
defective can returned 
to us within 2 years 
of manufacture 


CALL YOUR JOBBER OR WRITE... 


REDSKIN 


FLASH PUTTY 


SE” 


FITZGERALD 
GASKETS 


have the 


The Fitzgerald Manufacturing Co. 


UNICAN PLASTICS CO., INC. 


SHREWSBURY, MASSACHUSETTS, U.S. A. 
Re), lea :) 7 Voi, mer Vals MONTREAL, QUEBEC 


Torrington, Connecticut 
Branches and Warehouses 
los Angeles, Calif.—Chicago, lil. 
Canadian FITZGERALD Ltd., Toronto, Canada. 
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price of his truck license tag. 

He doesn’t have to keep a large 
economy-size bottle of Sominex on 
the bedside table because of rent, 
utilities, taxes, insurance — seven 
kinds, count ’em—licenses, salaries 
and many other little sleep chasers 
that make it much more expensive 
for him to open his front door in 
the morning than for our Mobile 
Merchant to unlock the back doors 
of his panel truck when he makes 
his first call. 

While it is true that most state 
associations de not recognize him 
as eligible for membership, and 
that our better warehouse distrib- 
utors will not extend jobber prices 
to him, nevertheless he will never 
have to drive an empty truck for 
want of a source of supply, for un- 
less the present picture changes 
very materially, he will always be 
able to find a back door or loading 
platform where he can pull in and 
load up if he is able to pay for 
what he buys, or lacking this, 
there will always be some manu- 
facturer to whom he can send a 
mail order, have it filled promptly 
and billed at jobber’s prices. 

I say that it is high time that all 
of us in the automotive aftermar- 
ket sat down and watched our- 
selves go by; in other words, some 
critical self-examination and hon- 
est appraisement would seem to be 
in order. I am sure that what we 
see as we pass along in our mind’s 
eye will not be entirely flattering. 
I am also sure that we will all de- 
tect some shortcomings in our re- 
lations with our fellows in the in- 
dustry if we measure them by the 
Golden Rule. 


G. R. Hollingsworth has been 
elected executive director for the 
Automotive Air Conditioning 
Manufacturers’ Association, suc- 
ceeding H. Dale Jordan. Hollings- 
worth is secretary of John E. 
Mitchell Co., Inc., Dallas, and 
manager of its Mark IV Automo- 
tive Air Conditioner Mfg. Division. 
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Everyone seems to be viewing 
with alarm, but nobody wants to 
start doing anything so that possi- 
bly at some later date we can point 
with pride. Some of our manufac- 
turers’ agents and direct factory 
representatives are wondering if 
this secondary distribution rash 
will keep spreading until it crowds 
them entirely off the visage of the 
industry. 

In fact, some of them see a fu- 
ture where their services will no 
longer be needed. Nobody has 
asked for it, but it is my horseback 
opinion that if they have been use- 
ful in their jobber contacts and 
have been giving their factories 
real representation, they need have 
no fear. 

Many of the jobbers are wonder- 


ing if the multiplicity of Ware- 
house Distributors and Near-Dis- 
tributors will spawn such a school 
of neo-jobbers that they will be 
hard put to find enough dealer ac- 
counts to give them a sizable 
volume. 

As for the dealers, they are 
wondering where they can do the 
most gouging and chiselling for 
longer discounts. 

And, finally, the dear old car 
owner—who, after all, because of 
the tough treatment he gives the 
old bus, is, in the final analysis, 
our real bread and butter and the 
guy who makes it possible for us 
to have thick gravy with our grits 
—is busier than a near-sighted 
counterman trying to case a pass- 
ing blonde and look up a clutch 
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with with Maximum Capacity 


FUEL PUMPS 


DEFINITELY REDUCES VAPOR FORMATION! 
Engineered to handle modern, high- 
volatile fuels. CAPAC’S “Extra-Capac- 
ity” gives maximum protection against 


vapor lock minimizes stalling, buck- 
ing, rough idling 


Complete lines of new and guaranteed 
rebuilt fuel pumps for all vehicles. 


ncity LDiweoNn 
FUEL FILTERS 


2-STAGE, FULL-FLOW ACTION removes 


ALL dirt, metal bits, rust, scale and 
gum. “Fine contamination” barrier ab- 
sorbs ALL impurities. Impregnated sur- 
face gives full-flow of clean gas for car- 
buretor protection and top engine per- 
formance. 


Write today for Catalogs and Price Schedules 


A PRODUCT OF 


WELLS MFG. CORPORATION — 


 —— 


FOND DU LAC, WISCONSIN, U.S.A. 
Mfrs. of Fuel Pumps, Automotive and Magneto Ignition Parts—Dependable Quality for over 50 Years 
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number in the catalog at the same 
time, rushing around looking for 
places where he can buy his repair 
parts wholesale. This is not too 
difficult an assignment. 

I'll bet you have heard this rec- 
ord on both sides, played with both 
a good needle and a dull one, or 
perhaps you are familiar with the 
whole album—and it’s a long one: 

“I run a garage in Howling Hol- 
low, Tennessee. How about a dis- 
count on these parts?” 

Or: “My brother is a Dodge 
dealer in Nasty Neck, N. Y., and I 


always get a discount on my 
parts.” 

Or: “I’ve got two cars, a power 
lawn mower, an outboard motor, a 
Mixmaster and an electric can 
opener; don’t I get a fleet dis- 
count?” 

Seems like I can hear someone 
say: 

“Okay, wise guy, now that you 
have told us how lousy we are, 
suppose you keep talking and tell 
us the kind of insecticide we need 
to get cleaned up.” 


I sure wish that I could. I wish 
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SCORE LIKE A CHAMPION ! 


By every count... 


Sales, Profit, 


and Customer Satisfaction you'll 
make a striking success with L& S 
Bearings ... the PROFIT line... 
the COMPLETE line! There’s an 
L & S Bearing for every automo- 
tive replacement job, including im- 
ported cars. Check the new, com- 
prehensive L & S catalog and see 


for yourself. 
Visit our booth #4144 


1.A.S.L Show, Coliseum, New York City 


February 10, 11, 12, 13 


L&S BEARINGS 


L. & S BEARING CO. 
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P.O. BOX 995 


OKLAHOMA CITY, OKLAHOMA 








I could emulate Pharoah’s daugh- 
ter, wade through this distribution 
quagmire, shove aside the bull- 
rushes of chicanery, dishonesty, 
double talk, double dealing, and 
find another Moses—an automo- 
tive leader if you please—to lead 
us all back from the unmarked 
trails and side roads we have wan- 
dered onto so that we can again 
travel the freeway of orderly dis- 
tribution and profitable selling. 

But this is not any one-man job; 
neither is it a job for any one 
group. Our state wholesaler asso- 
ciations can help as they grow in 
number and in membership. Some 
policing such as we recently heard 
about in Alabama followed by 
concerted punitive action might 
help. 

Remember, the more dirt you 
have, the more detergent it takes 
to dissolve it. Manufacturers’ 
groups, agents, Boosters, distribu- 
tors and jobbers will all have to 
take an active part in any refor- 
mation that takes place, and this 
will only come when they all want 
it. 

We are now in the talking stage; 
let’s hope the doing stage is near 
at hand, and that our conversation 
throughout the industry will pro- 
duce some ideas for a co-ordinated 
plan of action that will help clarify 
our present muddle, making Con- 
fusion Unlimited a misnomer, and 
Cooperation Unbounded indicative 
of our future business conduct. 


Virginia Store Opens Branch 


Culpeper Auto Parts, Inc., Cul- 
peper, Va., has opened its second 
branch store, Warrenton Auto 
Parts, Warrenton, Va., with Willis 
Ashby manager, President R. L. 
Inskeep announced. Walter S. 
Faudree is manager of the com- 
pany’s Orange, Va., branch, 
Orange Auto Parts. 


Texarkanans Pick Boehmer 


Tom Boehmer of Boehmer- 
Halton Motors has been elected 
president of the Texarkana (Ark.- 
Texas) Automobile Dealers As- 
sociation. Joe Crane of Ozan 
Motors is vice president. 


Goldsboro Elects Cooke 


J. D. Cooke of Community Mo- 
tors, Inc., is the new president of 
the Goldsboro (N. C.) New-Car 
Dealers Association. Howard Car- 
roll of C. J. Carroll Motor Co. is 
the secretary-treasurer. 
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Prepare only as much PAINT as you need 


vthth NEW ALPHA-CRYL 
TINTOMETER SYSTEM 


1. A low initial investment leads to more profits and 
greatly reduced waste. Your paint costs you less with 
the Alpha-Cryl Tintometer system. You actually save 
an average of 48% over the cost of pint purchases. 


2. Stop paint waste by preparing only what you need, 
and eliminate the mess and confusion of partially filled 
containers cluttering up your shop. 


3. Control your paint inventory and eliminate obso- 
lescence. A complete inventory can be arranged neatly 
on compact shelving measuring no more than 4 ft. x 4 ft. 


4. Only 27 tinting base colors are required and you 
work with your own registered copy of R-M Tintometer 
formulas. You have immediate availability of all current 


See R-M Booths 41 and 42 at NADA Equipment Show, Jan. 30th-Feb. 2. 
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colors. No waiting for deliveries to hold up production. 


5. The highly accurate R-M Tintometer measures all 
colors to the 1,000th part! 


6. Alpha-Cryl is not a modified enamel or lacquer prod- 
uct—but is a TRUE acrylic as supplied to the car 
manufacturers for production use. It is the only material 
recommended for the repair of all modern finishes. 


RINSHED-MASON COMPANY 


| R-M \i] Detroit 10, Michigan ° Anaheim, California 
>. 


Windsor, Ontario, Canada 
WOLVERINE FINISHES CORPORATION 


Morganton, N.C. . Grand Rapids, Michigan 


IASI Show Booth Nos. 3242, 3244, Feb. 10th-13th 
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Two outstanding achievements for 1960: 


New compact Corvair by Chevrolet! 
New compact electrical equipment 


by Delco-Remy! 
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Delco-Remy has contributed importantly 
to the new Corvair by Chevrolet. New, 
lightweight, high-performance electrical 
components were specially designed by 
Delco-Remy for this revolutionary car. 
Traditional cooperation between engi- 
neering groups rapidly resolved the 
many problems of weight and space. 
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The new Corvair equipment by Delco-Remy includes * Generator 
* Regulator ¢ Cranking Motor ¢ Distributor ¢ Ignition 
Coils « Horns ¢ Flexible Cable Controls * Directional Signal 


and Control Switches * and Delco Battery 


Delco-Remy 


the stars 


INDIANA 


to 


ANDERSON 


the highway 


MOTORS 


From 


DIVISION OF GENERA 
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Better products, faster from your Bower bearing jobber: 


Guard customer safety...change worn bearings 


to Bower Spher-O-Honed Roller Bearings 





Bower Bearings, both tapered and straight, 
available from leading jobbers everywhere! 


In most every instance motorists rely upon the service specialist 
to protect their vehicles and guard against hazardous break- 
downs. When old bearings show signs of wear or pitting, make it 
a rule to replace with the finest— Bower tapered roller bearings. 





Bower Spher-O-Honed process is a special honing operation that 
super-finishes the ground surfaces of raceways. This reduced 
friction naturally results in less resistance to the rollers . . . less 
wear and longer dependable life under all over-the-road condi- 
tions. Precision-engineered Bower bearings save you time and 


labor in the shop, too. And you sell safety when you sell Bower. 


Your Bower jobber can give you fast delivery on the complete 


line. Call him. 


1. A.S. |. SHOW 


BOWE R See us at booths 
2202-2206 
ROLLER BEARINGS 2301-2305 

February 10-13 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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FREE! 


HELPFUL 
BOOKLETS 








On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





10 MODEL NUMBER INTERCHANGE 

—Handy reference sheet with com- 
plete 1 of all passenger cars 1946 
through 1 by model number inter- 
changeably with model name. Saves look- 
up time by including car model data not 
found elsewhere. Useful as a supplement 
to every automotive parts catalog. Kem 
Mtg Co., 20-21 Wagaraw Rd., Fair Lawn, 


103 SAMPLES, BOOKLETS, AND CAT- 
ALOG SHEETS—describing the DL 
Handi-Cleaner available on request. DL 
Products, Inc., Banite Bldg., Buffalo, N. Y. 


10 VENTILATED CUSHIONS — Com- 
lete merchandising program on 
Kool Kooshions, including handsome wire 
display rack, full color catalog sheets, oth- 
er advertising on complete Kool Kooshion 
one. Kool Kooshion Mfg. Co., Dyersburg, 
‘enn. 


105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems 
Contains an explanation of the operation 
of the Wagner Rotary Air Compressor 
complete with diagrams, cross section 
drawings, and photographs. Lists by cata- 
log numbers component parts as well as 
field installation kits. Write for Catalog 
KU-201, Wagner Electric Corporation, 6362 
Plymouth Avenue, St. Louis 14, Missouri. 


108 ELECTRICAL EQUIPMENT FOR 
1960 PASSENGER CARS — New 
booklet, fully illustrated covers description 
of units as well as servicing and adjust- 
ments of charging circuit, starting circuit 
and ignition circuit. Also covers D.C. and 
A.C. Generators. Delco-Remy Div., Tech- 
nical Literature Section, Anderson, Ind 


109 AMMCO BRAKE SERVICE, EN- 
GINE REPAIR. AND HONING 
TOOLS AND EQUIPMENT—Catalogs. de- 
scribing the Ammco line of brake drum 
lathes, brake shoe grinders, brake drum 
micrometers, brake shoe setting gages, 
brake hones, brake bleeders, brake safety 
checking instruments, pin fitting honing 
machines, small bore hones, cylinder 
hones, cylinder surfacing hones, ridge 
reamers and torque wrenches Ammco 
Tools, Inc., 2110 Commonwealth Ave., 
North Chicago, Il. 


| | 2 SOUND SLIDE FILM—entitled “Au- 
tomotive Wheel Bearings’ is the 
first in a series of audio-visual aids de- 
signed to provide bearing salesmen, serv- 
icemen and replacement parts men with 
practical and useful information on vari- 
ous applications for ball, roller and engine 
bearings and on oil seals. Federal-Mogul 
sesyeee. 11031 Shoemaker Ave., Detroit 13, 
ch. 


| 14 32 REASONS FOR OIL CONSUMP- 

TION—An easy-to-use, indexed cor- 
rective manual listing 32 maior oil con- 
sumption problems and remedies. Inform- 
ative, illustrated, prepared by one of the 
top technical staffs in this field. Write— 
Oil Consumption Booklet, American Ham- 
wg 2001 Sanford Street, Muskegon, 

ch. 
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| 17 AUTOMOTIVE ELECTRICAL 

EQUIPMENT CATALOG #D-200— 
Applies to automobiles, trucks, trailers, 
farm and industrial equipment. New 64- 
Page catalog covers entire field of auto- 
motive switches, connectors, wiring acces- 
sories, etc. Voltage ratings are clearly 
specified in iarge type for all switches, 
and other units. Cole-Hersee Co., 20 Old 
Colony Ave., Boston 27, Mass. 


122 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
profit service. Describes Bear “On-A-Car” 
Service which makes possible tire retruing 
right on-the-car. Explains method using 
most advanced truing principle. Bear 
Mfg. Co., Dept. SAJ, Rock Island, Il. 


14 MOOG STREAMLINER CATALOG 

Carries exploded views, detail il- 
lustrations and listings of leaf springs 
main leaves, spring parts, shackles, shock 
links, tie rod ends, drag links, king bolts, 
coil springs and other coil action parts for 
cars and trucks. Moog Industries, Inc., 6650 
Easton Ave., St. Louis 14, Mo. 


| RADIATOR SERVICING—New 32- 

page booklet entitled “New Blue- 
print for Profits’”’ shows how any car deal- 
er, filling station or auto repair shop may 
go into the radiator servicing business 
It covers procedure for setting up radiator 
service department; shows latest compact 
shops, testing, cleaning and repairing 
units, and includes a complete price list 
and specification chart. It describes meth- 
ods of financing, etc., which the manufac- 
turer makes available to customers, fac- 
tory training school, guarantees, etc. In- 
land Mfg. Co.. Dept. B-138, 1108 Jackson 
St., Omaha 2, Neb. 


14 HAND CRIMPING TOOL—Descrip- 
tive circular. Strips and also crimps 

Rajah terminals to ignition cable. The 

Rajah Co., 35 Verona Ave., Newark, N. J 


| 4 COMPLETE REBUILT LINE—A 122- 

page catalog covering a complete 
line of top quality rebuilt products for au- 
tomotive and tractor units is now avail- 
able to both present and prospective users 
of the Kimco line. For all information 
write Kimco Auto Products, 1520 Texas 
St., Memphis, Tenn. 


16 AIRTEX FUEL PUMPS—New and 
rebuilt fuel pumps. Catalog AX-70 
Airtex Automotive Div., Inc., Fairfield, Il. 


165 SPARK PLUG SERVICE AND IN- 
STALLATION MANUAL, FORM 
7-K—18-page booklet gives type, construc- 
tion, size, heat range, and service pro- 
cedure of spark plugs. Also deals with 
spark plug tools and special installations, 
analyzes service conditions, gives hints for 
selling spark plugs, etc. Champion Spark 
Plug Co., Toledo, Ohio. 


16 CRANKSHAFT GRINDER MANU- 

AL—A colorful 8-page manual con- 
taining engineering, construction and op- 
eration details of the new Storm-Vulcan 
model 15-A Crankshaft Grinder. It is well 
illustrated for easy understanding, and de- 
scribes fully the special features and ad- 
vantages of the new 15-A Crankshaft 


roduction and 


Grinder designed for fast 
nc., 2225 Bur- 


recision. Storm-Vulcan, 
ank St., Dallas 35, Texas. 


172 A-1919 FUEL PUMP SHOP MANU- 
AL—Contains the operation, testing, 
repair, installation and removal of fuel 
and vacuum pumps. D. Dwyer, AC Spark 
Plug Div., Flint 2, Mich. 


173 HYDRAULIC PARTS — Complete 
master catalog of the complete line 
of Eis hydraulic parts. Lists and illustrates 
the complete line of repair kits, hoses, 
stop-light switches, brake-master and 
wheel assemblies. Information complete up 
bs 1957. Eis Automotive Corp., Middletown, 
‘onn. 


| 7 OIL SEAL POSTER—Second in a 
series to help you better understand 
the value of oil seals and the need for re- 
peocias with new seals. The colorful 9” by 
“ posters are done in cartoon strips for 
easier reading and have several illustra- 
tions showing importance of tight seals to 
good vehicle braking. Chicago Rawhide 
Mfg. Co., Service Sales Div., Elgin, Il. 


178 MUFFLER SERVICE MANUAL — 
Gives simple step-by-step instruc- 
tions on installation short cuts for any 
pipe or muffler service problem. The 
manual, 36 pages in color and fully illus- 
trated, will enable dealers to save time on 
all installations reducing most to 15 min- 
utes or less. The AP Parts Corp., 1801 
Spielbusch Ave., Toledo 1, Ohio 


180 THE LAMSON NO. 56-A AUTO- 
MOTIVE CATALOG — Completely 
revised, illustrated reference book of fas- 
teners used daily by automotive mainte- 
nance men including Plated Cap Screws 
and Nuts—Brass Nuts, Expansion Plugs, 
Assortments, Brake Lining Fasteners. 
Bumper Bolts, Tappi Screws, Flat and 
Lock Washers, Truck heel Studs, Stove 
Bolts, Cotter Pins and many other items. 
List prices, dimensions and carton quanti- 
ties are given. Lamson & Sessions Co., 
5000 Tiedeman Rd., Cleveland 9, Ohio. 


18 NEW ILLUSTRATED CATALOG of 

polishing and washing accessories 
Includes information on M-19 Polishers, 
Dust Cloths, Synthetic and Wool Wash 
Mitts, Domestic and Imported Chamois, 
Buffing Discs and Bonnetts, B-335 Cutting 
Pads. Pit-Bar Mfg. Co., 3311 E. 45th St., 
Los Angeles 58, Calif. 


SERVICE ENGINEERING’ BRO- 
| 85 CHURE—A new brochure comprised 
of 14 Service Engineering articles covering 
oil consumption problems, ring problems, 
oil control problems peculiar to the mod- 
ern high compression - high vacuum 
engines, piston and piston ring nomen- 
clature and several articles on scuffed 
rings and how to avoid scuffing and 
scoring. Perfect Circle Corp., Hagerstown, 


Ind. 


FILTER CATALOG—offers details 
| 8 on complete line of oil, air, fuel and 
cooling system filters. Lee Filter Corp., 
43 River Road, N. Arlington, N. J 


COOLING SYSTEM CLEANING — 
190 Bulletin titled “Cooling System 
Maintenance an Open Door to Greater 
Profits,” describes Jenny Steam Thoro- 
Purge the most modern and thorough 
method of reverse flushing cooling sys- 
tems; also shows increased _ profits possible 
from its use. Write for Bulletin STP-5, 
Homestead Valve Manufacturing Co., 
P. O. Box 99, Coraopolis, Pa 


1959 REBUILT AUTO PARTS 
191 CATALOG — The first complete 
catalog to be published this year is now 
being distributed to jobbers and distribu- 
tors. It contains listings of the 16 different 
items that Kimco rebuilds. For quick and 
easy use, the parts are arranged in logical 
sequence and broken down as to make 
and model of automobile, truck and 
tractor. Kimco Auto Products, Inc., 1520 
Texas St., Memphis, Tenn 


WIRE & CABLE CATALOG — A 
19 condensed catalog of electric wire 
and cable, complete with specifications for 
all passenger cars. The Electric Auto-Lite 
Co., Toledo 1, Ohio 


TWIN POST LIFT WHEEL ALIGN- 
194 MENT OUTFIT—lllustrated 8-page 
catalog, shows how this equipment does 
not limit floor space, shows how anyene 
can do wheel alignment and points out 
fast reading advantages. Weaver Mfg. Co., 
Springfield, Il. 
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195 1958 SALES “PORTFOLIO” — Con- 
tains catalog sheets on YANKEE’S 
new “Duet Series’ Mirrors, Boat Trailer 
Lamps and Water Ski Mirror, All-Chrome 
Truck Mirrors, mirrors for foreign and 





sports cars, and other service items. 
Kalamazoo punched for filing. Yankee 
Metal Products Corp., Norwalk, Conn. 


235 THE TRUTH ABOUT TUBELESS 
TIRE REPAIR—Booklet based on 
200,000 actual on-the-road test miles. Ex- 
plains in detail the things that happen to 
a tubeless tire when it is punctured and 
describes the only safe, sure method of 
repair. By reading this booklet and mak- 
ing the repairs as described in it, you can 
guarantee that your patch will last the 
life of the tire. H. B. Egan Mfg. Co., P 
Box 1406, Muskogee, Okla. 


261 SAFETY EQUIPMENT CATALOG 
—22 pages describes the full line of 
directional signals, reflectors, mirrors, 
flares, flags, fuses, stop and clearance 








Dealers net easy $12 per shop 


iy Be 


asa 
ana! 7 5 


hour profit 

Complete installation in 6 hours 
clears decks for another job 
Customer confidence and national 
acceptance thoroughly established 
through POST advertising 


DEPENDABLE, precision-built MUSTANG REPLACE- 
MENT ENGINES are proved big ticket, big profit items for 


any car dealer, garage or serv- 
ice station. Profit heaped on 
profit is assured from the sale 
of related parts plus liberal al- 
lowances you get on trade-ins. 


MUSTANG comes as a com- 
plete package, with all the 
gaskets, all ready to uncrate 
and install as the sweetest run- 
ning engine your customers 
ever had. Your jobber will 
cheerfully explain how to “get 
wa going” with the fab- 
ulous MUSTANG 


volume line. 


‘Better built for 
better performance” 


TANG, 


WA 


IU. 
; ae 
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MUSTANG ENGINES 


330 INTERNATIONAL ROAD ° 


GARLAND, TEXAS 





lights, fire extinguishers and other prod- 
ucts. Anthes Force Oiler Co., 20th St., and 
Avenue M, Ft. Madison, Iowa. 


264 TIRE VALVES, EQUIPMENT AND 
TOOLS — Complete jobber catalog 
describes the entire line; giving numbers, 
description, packaging and weight of each 
item. Acme Air Appliance Co., Inc., 205 
Newman St., Hackensack, N. J. 


271 AUTOMOTIVE CHEMICALS — 8 
page catalog gives description of 
each item in the Permatex line giving 
uses, parts numbers and sizes. Permatex 
Co., Inc., 300 Broadway, Huntington 
Station, New York, N. Y 


272 STEAM CLEANER BULLETINS — 
describe Model 80 and Model 4985, 
including specifications and applications 
Vapor Heating Corp., 80 E. Jackson Blvd., 
Chicago 4, Ill. 


27 PISTON RING — 16-page booklet 

contains a description of the Mod- 
ern Power features of Ramco Piston Rings 
complete with illustrations. Ramsey Corp., 
P. O. Box 513, St. Louis 66, Mo. 


283 CARBURETOR WALL CHART 
Three color 17” x 22” trouble shoot- 
er chart locates the sources of seven 
common 1 “ny of carburetor trouble and 
gives specific causes and remedies. Hy- 
grade Products Div., Standard Motor 
Products, Inc., 37-18 Northern Blvd., Long 
Island City 1, N. Y. 


284 “HOOFBEATS”—A complete assort- 
ment of engineering bulletins covers 
practically all problems encountered in 
todays engines, and the proper care and 
maintenance to prevent or overcome these 
problems. Mustang Engine Div., 315 Inter- 
national Road, Garland, Texas 


286 LISLE SPECIALTY AUTOMOTIVE 
TOOLS AND GARAGE CREEPERS 
—A 16 page tool catalog (#303) featuring 
Lisle quality Ridge Reamers, Cylinder and 
Brake Hones, Glaze Breakers, and other 
specialty automotive tools. This catalo 
also features Lisle “Jeepers Creepers” an 
new “Hi-Lo” and “Lo-Boy" creeper seats 
Lisle Corp., 888 Main St., Clarinda, Iowa 


29 IMPACT COLOR FILM—15 minute 

color and sound film shows a car 
dropped from over 500 feet in the air to 
prove the impact resistance and holding 
power of their Plastik fillers. The impact 
was equivalent to a car crashing into a 
wall at 120 mph. Showings are available 
through your local obber Write to 
Unican Plastics Co., Inc., 915 Hartford 
Pike, Shrewsbury, Mass. 


293 MUFFLER INSTALLATION GUIDE 
—New 1959 Muffler Installation 
Guide includes photos and easy-to-read 
instructions for removing and replacing 
mufflers. Special suggestions and short 
cuts are given for particular car makes 
and models to provide a thorough guide 
for all types of installations. Walker Mfg. 
Co. of Wisconsin, Racine, Wis 


29 RETAINING RING AND PLIER 
SPEC SHEET—This helpful catalog 
sheet lists the pliers required for given 
sizes of rings; as well as indicating pliers 
needed for a given Shaft diameter or Bore 
diameter. Diagrams of Ring applications 
are shown on large and small equipment. 
The proper pliers for automotive needs 
are Msted also. Proto Tool Co., Box 3519 
Terminal Annex, Los Angeles 54, Calif. 


296 METRIC TOOL CATALOG SHEET 
—Described are two new sets of 
Metric Sockets and attachments which 
meet a need on the professionals to serv- 
ice the mushrooming number of foreign 
cars now on the merican highways 
Proto Tool Co., Box 3519 Terminal Annex, 
Los Angeles 54, Calif. 


299 SELLING RING JOBS 8 page 
folder entitled “The Sealed Power 
4-Way Check Plan” shows you the 
essential points necessary for successful 
ring jobs. Will eatly assist you in doing 
a better selling job with customers. Sealed 
Power Corp., 500 Sanford Ave., Muskegon, 
Mich. 


300 VALVE CATALOG—No. 59 gives 29 
pages of alphabetical valve listings, 
and also includes interchange list and 
numerical list. Manley Valve _ 1523 
Fairmount Ave., Philadelphia 30, Pa. 
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302 BUYERS GUIDE INVENTORY 
CONTROL BOOKLET—Each rebuilt 
part is listed on a separate inventory page 
The inventory page is divided as to 
part number and application. Space is 
provided for the dealer to keep a run- 
ning record of each order plus his basic 
stock control. Each application has re- 
ceived a classification based on past sales 
records and is classified: (A) Best Selling 
Part; (B) Good Selling Part; (C) Quantity 
depending on vehicle registration and 
jobber requirements. Kimco Auto Prod- 
ucts, 1520 Texas St., Memphis 6, Tenn. 


305 DUAL-PURPOSE TIRE REPAIR 
PATCHES — Illustrated catalog de- 
scribing new Self-Vulcanizing Dual-Pur- 
pose Patches. Metal dispenser cabinet for 
shop use—patches packed in handy dis- 
penser cartons. Monkey Grip Sales Co., 
P. O. Box 6170, Dallas 22, Texas. 


306 NEW FRICTION TAPE DISPLAY 
Illustrated catalog covering entire 
line of Monkey Grip Friction Tape and 
Plastic Electrical Tape, features new mer- 
chandising rack for carded Friction Tape 
Also, counter display containers for boxed 
tape. Monkey Grip Sales Co., P. O. Box 
6170, Dallas 22, Texas 


307 TIRE REPAIR MATERIALS, AUTO 
MATS, AND AUTOMOTIVE RUB- 
BER PRODUCTS—New complete 24 page 
catalog covering Monkey Grip Products 
for the Automotive Trade. Colorful, illus- 
trated and informative. Monkey Grip Sales 
Co., P. O. Box 6170, Dallas 22, Texas 


30 TUBELESS TIRE REPAIR PLUGS 

Molded rubber plugs for on-the- 
wheel puncture repairs in Tubeless Tires 
are described in new catalog. Plugs are 
available in complete shop assortment kit, 
consumer kit, and packages according to 
size. Monkey Grip Sales Co., P. O. Box 
6170, Dallas 22, Texas 


309 ACILLOSCOPE AND TUNE UP 
MANUAL—A new manual explain- 
ing operation of AC’s new ACilloscope 
spark plug tester and giving instructions 
for easy and accurate engine tune-up 
work. The 44 page manual contains more 
than 100 illustrations and is divided into 
five sections for easy reference. Advertis- 
ing Dept., AC Spark Plug Div., 1300 N 
Dort Highway, Flint 2, Mich 


3] TUNE UP SPECS—8-page booklet 

containing latest 1959 ignition tune 
up specifications for trucks, small engines 
and tractors is being offered free by 
Standard Motor Products Inc., 37-18 
Northern Blvd., Long Island City 1, N. Y. 


3] BIG BOY TRAILER ACCESSORIES 

New condensed catalog features 
Safe-A-Way Retractable Hitch 
describes full line of 
bumper hitches, couplers. 
Coupler balls, winches, transom __ locks, 
safety chain, and Big Boy Air Pumps. 
Big Boy Products Div., The Dalton Foun- 
dires, Inc., Warsaw, Ind 


313 NEW IGNITION BOOKLET FOR 
JOBBERS—Entitled “What do you 
EXPECT from Ignition?” presents new and 
valuable information on the growth and 
profit possibilities of ignition, as well as 
some interesting sidelights on the use of 
ignition as a business stimulator for other 
wholesaler lines. Shurhit Products, Inc., 
Waukegan, Ill 


3 | BETTER IGNITION by Delco-Remy 

16-page, 8'xll-inch booklet cov- 
ering theory, operation and maintenance 
of Delco-Remy ignition equipment. Con- 
tains 71 illustrations. Will help automotive 
electricians understand and service a 
tion equipment. Delco-Remy Service De- 
Anderson, Ind 


Big Boy 
Illustrates and 
frame hitches 


partment, 


320 NEW DEALER CATALOG OF MO- 
TOR REBUILDING EQUIPMENT— 
Features the complete Storm-Vulcan job- 
ber line of engine rebuilding machines 
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Attractively printed in two colors, 
punched and slotted for inclusion in job- 
ber salesman’s catalogs. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas 35, Texas. 


336 NEW FILKO IGNITION PARTS 
CATALOG — Big 160-page catalog 
contains complete listings of all Filko 
Ignition Replacement Parts for practically 
every make and model of car, truck, bus 
and tractor. New simplified listings make 
the new Filko Catalog exceptionally easy 
to use. F & B Mfg. Co., 4248 W. Chicago 
Avenue, Chicago 51, Ill. 


340 OIL, AIR, FUEL 
FILTERS—Valuable information on 
oil, air, fuel and water filters. Complete 
selection of material to help you sell, in- 
stall and service filters. Fram Corporation, 
Providence 16, I. 


HYDRAULIC 
345 CHART Spiral 


AND WATER 


BRAKE WALL 
bound listing up- 


information for passenger 
cars and trucks, including listings for 
master and wheel cylinder repair kits, 
stop light switches and brake hoses. Eis 
Automotive Corp., P. O. Box 701, Middle- 
town, Conn 


to-date parts 


361 NEW “QUICK REFERENCE” GAS- 
KET CATALOG — Complete, easy- 
to-find listings of Fel-Pro Gaskets for 
practically all makes and models of cars 
trucks, tractors, buses, etc. New cataloging 
style makes gasket selection simple and 
easy. Write for your free copy today. Felt 
Products Mfg Co., 1508 Carroll Ave., 
Chicago 7, Ill. 
37 EMEROL MFG. CO. — Complete 
printed information on entire line 
Marvel Mystery Oil, Marvel Inverse Top 
Cylinder Oiler, Hi-Rev Motor Tune-Up 
Oil. Shows uses, prices, description, dealer 
information. P. O. Box 871, Port Chester, 
N. Y¥ 








Wortb BeésTos 


gives you the 


in operating a successful Brake Service Shop 


3 free, easy-to-use 
SALES HELPS 


New, all-metal Brake Service Signs, 


1 highest quality BONDED 
BRAKE SHOE SETS 

World Bestos highest quality “*Pre- 

scribed Friction” “Gridlock” 

lining for each type car and truck. 

Easy to stock, easy to install. No 

costly equipment required. 


y) free, up-to-the-minute 
TECHNICAL HELP 


World Bestos Brake Service Guide, 
trouble-shooting charts and engi- 
neering bulletins keep you up-to- 
date on brakes and brake service. 


World’s Finest 
Brake Lining 


Wortb BesTos 


BRAKE 
SERVICE 


@ inspecied 
@ Adjusted 
@ Relined 


hel 


“How to Sell” folders, ad mats, 
radio scripts, envelope stuffers and 
postcards for low-cost, resultful ad- 
vertising. 


@ Call your World Bestos Distribu- 

r...he has everything you need to 
help you operate a successful brake 
service shop. Or, write to World 


Bestos for Catalog and price lists. 


NEW CASTLE 
INDIANA 
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NEW PRODUCTS for NEW DOLLARS 


(Continued from page 67) 


810—Arc Welder easy positive setting of the welder 
output over a wide amperage range. 


Placing the convenience of im- Electrodes up to 3/16” can be used “ 
mediate are welding repair in the to weld materials from 20 gauge to 
automotive repair area is the pur- ¥o” thick, it was claimed. Stable arc 1960 LA. S|. SHOW 
pose of the 180-amp welder an- characteristics will weld mild steel, 
nounced by The Lincoln Electric Co., low-alloy steel and 18-8-type stain- 
22801 St. Clair Ave., Cleveland 17, less steel, according to the company. 
O., the cost of which reportedly Welder operates on 220-volt single- 
makes it practical to do on-the-spot phase power supply, while a voltage 
welding in even the small service input adjustment is said to insure 
station full-output performance under all 
Dial-type control is said to provide power supply conditions. Other fea- 


tures include permanent cable con 
nections and weatherproofed indus 
trial-type construction. 
Want more info? Use coupon on 
page 135 and you will get it! 


f 81 1—Replacement Parts 





A complete line of engine and 


\ 

; YOUR HANDS are your most valuable tools chassis replacement parts, including 
We, . 
UPS 


the new aluminum bearings and 


n \ \keep them in good ° ‘working’ condition “Zero-Lash” hydraulic valve lifters 


\Y will be exhibited at the I.A.S.I. Show 


in New York Feb. 10-13, by McQuay 
Norris Mfg. Co., 2320 Marconi Ave., 
St. Louis 10, Mo. A broadened line 
of truck and tractor sleeve assemblies 
will also be represented 
Want more info? Use coupon on 
page 135 and you will get it! 


812—Rod Aligner 


An improved quick-check rod 
aligner (“TN-111”) with a peo r ex 
tended checking surface, announced 
by Sunnen Products Co., 7910 Man- 
chester Ave., St. Louis 17, Mo., re- 
portedly permits checking of bend 
twist and offset of all connecting rods 
from the shortest V-8 rods to large 
truck units. 

Want more info? Use coupon o1 

page 135 and you will get it 


’ 


USED WITH OR WITHOUT WATER — 


DL dissolves grease, grime, dirt on 
c-o-n-t-a-c-t | 


DL cleans hands cleaner, faster, safer 
than any other cream, liquid, pow 
dered soap detergent, or conventionc! 
hand cleaner on the market ! 


DL conditions hands as it cleans, 
leaves hands soft. Used regularly, 
prevents formation of ingrained grime 


See the DL display - IAS! SHOW Booth = + 4 
New York Coliseum - Feb. 10, 11 12, 


For samples call your jobber or write us 


DL PRODUCTS, INC. Buffalo 4, N. Y. Dept. SAJ-2-13. 
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813—Spark Plug Wrench 


knuckles and burns are 
aid to be eliminated with the “4 
Way” plug wrench, announced by 
Hastings Mfg. Co., Hastings, Mich., 
which has been designed for easy in- 
stallation and removal of hard-to- 
get-at plugs. 

Tool reportedly operates’ easily 
around manifolds, generators, power 


Skinned 


conditioners and other 
obstacles. It consists of curved han- 
dle, 13/16” hex socket with sponge 
rubber insert (to prevent plug from 
dropping off and cracking of in- 
ulator), 134” extension and reversi- 
ble ratchet with %%” drive. 

Want more info? Use coupon on 

page 135 and you will get it! 


814—Valiant Brake Unit 


brakes, air 


A complete step-by-step installa- 
tion instruction sheet accompanies 
each power brake package for the 
1960 Valiant announced by MoPar 
Division, Chrysler Motors Corp., P. 
O. Box 1718, Detroit 31, Mich., and 
designed for 60-minute installation 
on the left side of the firewall 

Unit reportedly does not interfere 


with engine maintenance. Vacuum 


lines can be fastened to intake mani- 
fold and vacuum tank since all tub- 
ing is flared and cut to length for fast 
installation, according to the com- 
pany. The original master cylinder 
assembly on the car reportedly can 
be mounted on the booster assembly 
with little effort. 
Want more info? 
page 135 and you 


815—Spray Equipment 


Spray painting equipment designed 
for the automotive painter and re- 
finisher by Binks Mfg. Co., 3114 
Carroll Ave., Chicago 12, Ill, in- 
cludes the “Steadi-Grip” unit, si- 


Use coupon on 
will get it! 
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phon-cup units and the “Wren” air 
brush. 

With the “Steadi-Grip,” the paint- 
er does not carry the weight of the 
cup as he works. Cup is hung on a 
nearby hook and painter is free to 
move about unhampered, the man- 
ufacturer said. The arrangement also 
permits him to turn the gun as 
needed, it was claimed, to paint 
under surfaces and hard-to-reach 
areas 

Built to fit the hand, the “Wren” 
air brush reportedly provides auto- 
mobile painters with an _ easy-to- 
handle tool ideally suited for minoz 
touch-up work 

Want more info? Use coupon on 

page 135 and you will get it! 


816—Shock Absorbers 


Improved “Delco” hydraulic shock 
absorbers for most popular cars are 
available through United Motors 
Service Division of General Motors 
Corp., Detroit 2, Mich. 

A thin band of molded nylon 
around the sintered iron piston re- 
portedly permits greater conformity 
of the piston to the cylinder for bet- 
ter performance and extends the use- 
ful life through avoidance of metal- 
to-metal contact. The new design also 
features “M-3601”" fluid offering 
greater stability at all temperatures 
for additional improved performance 

Want more info? Use coupon on 

page 135 and you will get it! 
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817—Cooling System Cleaner 


Containing an energized cleansing 
agent, “Penetrene,” “Flush Master,” 
announced by Rust Master Chemical 
Corp., 175 Union St., Worcester 8, 
Mass., is said to completely clean 
the entire cooling system in 30 min- 
utes. 

Product reportedly is ideal for use 
in cooling systems before adding 
anti-freeze or after draining anti- 
freeze. Cleansing agent safely attacks, 
penetrates, disperses and removes 
rust, grease, dirt and loose scale, it 
was claimed. “Flush Master” can be 
poured into radiator for cleaning 
while driving. Flush out after driving 
100 miles or more and fill up with 


water. For quick cleaning, before ad- 
ding or after draining anti-freeze, 
add “Flush Master” and run engine 
for 10 minutes at operating tempera- 
ture. Drain, flush out and add anti- 
freeze or water, as desired. 

Want more info? Use coupon on 

page 135 and you will get it! 


818—Gauge 


The “AG-300” gauge for pin fitting 
and rod reconditioning, announced by 
Sunnen Products Co., 7910 Manches- 
ter Ave., St. Louis 17, Mo., has a 
range from .375” through 3.375” ID 
and features a 3-color dial gauge that 
measures both interference fits (in 
red) and clearance fits (in green) to 





.0001” accuracy, the manufacturer 


said. 
Want more info? Use coupon on 
page 135 and you will get it! 


on | 100% Power, 100% Manual 


Gives you | 50% Power, 50% Manual Bt 
© | choice of “ll wake pnd ty pare gah 


Ti ym ft Cc pa] A Ky  c & R oe Products, Inc., 366 Canal Place, 
Bronx 51, N. Y., is mounted on the 
move. 880-58 100% POWER 


dash and reportedly provides and 
regulates predetermined speeds from 
% AIR POWER Bead Breaker 
yr ELECTRIC POWER Mount & Demount 


15 to 100mph. 
“Dual Signal’s” dual-control mech- 
anism automatically reminds the 
A PROVEN Full Power Changer for ALL Tires 
from 12” through 1714”. Built-on AIR POWER 
double bead breaker ROLLS off tightest beads. 
ELECTRIC POWER drives mount-demount device. 


819—Speed Regulator 





MODEL 881-58 


50% POWER, Air Power 
Double Bead Breaker 
50% MANUAL Mount 
and Demount 
Same capacity, same AIR POWER bead breaker. Specially 
designed bar provides single tool for manual mounting 
and demounting tires. Holders on base for tool and tire 


lubricant eliminate extra tool stand. 
driver to slow down. Excessive speed 


produces a red warning light plus 
back-pressure on the _ accelerator 


MODEL 880-MB 

50% POWER, Electric Power Mount, Domovst sonen ths Sc pena apices: 
-ssure. > latter feature reported- 

50% MANUAL Double Bead Breaker ly eliminates “jack-rabbit” starts 

Manual Double Bead Breaker is with a compensating saving in gas. 


built-on . . . uses ROLLING action Want more info? Use coupon on 
to break tightest beads. ELECTRIC page 135 and you will get it! 


POWER drives mount and demount . , 
device to remove tires rapidly and 820—Stop Light Switches 
safely. A line of plasticized waterproof 
and/or weatherproof switches, dual 
switch voltage control units, emer- 
gency warning kits and motor-driven 
flasher has been announced by Cole- 
Hersee Co., 20 Old Colony Ave., 
South Boston 27, Mass. 

A “Stop Lamp Switch” merchan- 
diser announced by the company con- 
sists of 26 individually boxed, fast- 
moving switches for American or for- 
eign cars and trucks. The display has 
12 drawers with movable separators, 
each drawer labeled with a switch 
number in bold type. Included are 2 
automobile and truck application 
sheets. 

Want more info? Use coupon on 

page 135 and you will get it! 








MODEL 881-MB 


100% MANUAL 
%& Manual Bead Breaker %& Manual Mount & Demount 


A low cost changer with built-on double bead breaker. A 
complete machine. No extra tools or tool stand required. 


MODEL 881-SC without bead breaker. A good 
changer at lowest cost. 


Ask your equipment distributor for complete 
information or a demonstration. 
7 
MANUFACTURING CO. 
ROUTE 2, OSSEO, MINN., U.S.A, 
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821——Truck Crane 


Designed specifically for installa- 
tion inside the body of a panel de- 
livery truck, a hand-operated, hy- 
iraulically-powered crane, announced 
by Ideal Crane Co., P. O. Box 516, 
Wichita Falls, Texas, has a capacity 
of 1,000 lbs. 

When not in use, crane folds inside 
over the wheel well in space not nor- 


mally used. Its design is such that it 
will handle a bulky load, such as a 
55-gallon drum, according to the 
manufacturer. 
Want more info? Use coupon on 
page 135 and you will get it! 


822—Frame Straightener 


Repairs to both body and frame 
together without permanent racks 
reportedly can be accomplished with 
a portable, low-cost system  an- 
nounced by Blackhawk Automotive 
Division, 5325 West Rogers St., Mil- 
waukee 46, Wis. 

“Damage-Dozer” consists of a 
portable hydraulic straightening unit 


with a minimum of selected attach- 
ments to enable operator to handle 
every type of frame damage on all 
cars, including foreign cars. No rack 
or installation of any kind is required, 
it was claimed. System relies on 
safety stands and steel supports. 
Because system eliminates all un- 
desired influences caused by faulty or 
damaged suspension systems, the 
manufacturer said, less force is need- 
ed to straighten the frame. In ad- 
dition, frame repairing can be done 
with the car’s wheels removed. 
Want more info? Use coupon on 
page 135 and you will get it! 


823—Battery Filler 


A battery filler equipped with a 
valve which automatically shuts off 
the flow when the proper levels are 
reached, announced by United Motors 
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Service Division of General Motors, 
Detroit 2, Mich., is designed for 
service station and garage use. 

The 2-quart capacity filler is 
durable and acid-proof. With it, over- 
filling, spilling and splashing are said 
to be eliminated and battery service 
time cut up to half. Operator need not 
see the fluid level in the battery to 
use the filler. Pressing the nozzle into 
the cell filler hole releases the water 
and when gurgling sound stops, cell 
is filled to the correct level. As filler 
is removed, the self-closing valve 
prevents dripping even if filler is 
turned upside down, it was claimed. 
To refill, unscrew nozzle. 

Want more info? Use coupon on 

page 135 and you will get it! 


824—Additive 


A concentrated motor oil additive 
developed by R. M. Hollingshead 
Corp., 840 Cooper St., Camden 2, N. 
J., reportedly works through clogged 
and sluggish hydraulic valve systems 
to end valve clatter. 

Preduct neutralizes engine acids 
and prevents sludge, it was claimed. 
All bearing surfaces of the engine 
reportedly gain protection of “JP-1” 
for smooth engine operation and 
longer engine life by its prevention of 
acids and moisture corrosion of engine 
parts. 

Want more info? Use coupon on 

pege 135 and you will get it! 

(Continued on page 144) 
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More Fuel Pumps Sold 
When Finished In 


Rebuilt Fuel Pumps 


by ly) 
A customer-catching new finishing process, 


im@OLP combined with precision rebuilding move Kum? 


rebuilt fuel pumps fast 


Clean, sparkling, attractive 


appearance makes youl initial sale Casy, 


and perfect performance 


assured by rigid testing 


keeps 


satisfied customers Coming bac k for more ! 


For further information write: 


CARBURETOR CO. 


229 Industrial Avenue * Memphis 6, Tenn. 


al. . .CARBURETORS 


Want more facts? Use Reader Service Card Page 135 





Heads Up Mounting 


Prevents Fade 


Air Trap Dome—Air Free Fluid 


All The Time 


Single Tube for Best Cooling 


(50% heavier ... more rugged) 


Double- Action 
‘‘Progressive’’ Valving 


Extra Large 
‘‘Progressive’’ Piston 


pce 


Rattle-Proof Bellows 


COLUMBUS 


LICENSED BY DE CARBON 


as 


In shock absorbers... 


It’s 
what’s 
inside 

that 
counts! 





Don’t just check these supe- 
rior Columbus features yourself. 
Ask your jobber to get you the 
“No. 77 Merchandiser” —exclu- 
sive with Columbus—a plastic 
shock absorber with real factory 
parts, real hydraulic fluid, that 
lets customers SEE why what’s 
inside Columbus counts most in 
comfort and safety. 


3 Great Shock Absorbers 


hatwide 


evel-ride 


Why Made 


For Catalog and Price Sheets, ask your jobber or write 


Dyersburg, Tenn. 


Another Quality <> Product 





In ventilated seat cushions. . . 


It’s what’s 
inside that counts! 


It’s easier—and a whale of a lot more profitable to YOU—to 





sell original, genuine Kool Kooshions. Sell these quality features 
. and you'll sell your customers on the fact that America’s 
best-made cushion is best for them, too. 


Slant Coil Wire Construction —the only way yet 
found to combine ‘‘contour-yielding" softness with crush- 
resistant durability ... uniquely designed to ‘‘give"’ 
gently without yielding. 


Tough Outer Ring 


holds cushion in shape for appearance and strength. 





Vinyl! Fabric Coating —from 55 to 60 twists per foot, 
completely immersed in Vinyl for greater strength, color- 
freshness and crispness. 10 x 9 pick count 
gives longer wear. 


Contour Sewing with triple 
“lock stitch'’ makes a neat, firm, longer lasting cushion. 


3 Striking Patterns 3 Popular Sizes... 
ORIGINAL eee GENUINE eee SINCE 1920 ; Frosty Tweed, Stripe, ‘‘Thr-r-rifty"’ Regular, King Size, Riear-A-Kross® 


For Catalog and Price Sheets, ask your jobber or write 


Dyersburg, Tenn. 


Another Quality <> Product 








New Products 
(Continued from page 141) 





825—Corvair Jack, Stand 


“No. 700C’ jack, “No. 57” Corvair 
adapter and “No. 58” stand, an- 
nounced by Edmund J. Wudel Mfg. 
Co., 6082 Ferguson Drive, Los An- 
geles 22, Calif., compose a package 
with which one mechanic can handle 
the Corvair power train. 

Jack features 1,000-lb. handling 
capacity, lifting range from 742” low 
to 32” high and pump handle which 
rotates 360°. Carrier tilts forward to 


80°. All repairs can be made on the 


stand, except complete dismantling, 
it was claimed, The rugged welded 
table provides a 30” 
and final check may be 
by starting and running engine with 


working height 
made on it 





The “Power-Fil 


ADVANCED 


Bridgeport Thermostats 


The “power pill,” 








heart of Bridgeport Thermostats, is perform- 


ance-packed all the way! Better engine performance for motorists 
Pp y: -ngine p 
faster turnover, quicker profits for jobbers and dealers. Un- 


affected by pressure, self-cleaning, non-overshooting . . 


. Bridgeports 


require the lowest inventory in thermostat history, with highest profit 


potential! 


MODELS COVER 95% OF ALL CARS ON THE ROAD 


ROBERTSHAW-FULTON CONTROLS COMPANY ¢ 


KNOXVILLE 1, 


144 Want more facts? Use Reader Service Card Page 135 
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battery and gas line hooked up. 
Want more info? Use coupon on 
page 135 and you will get it! 


826—Leak-Detector Kit 


A low-cost leak-detector kit es- 
pecially designed for servicing leaks 
in automotive air-conditioning sys- 
tems by General Electric, Schenectady 
5, N. Y., includes a “Type H-6” 
halogen leak detector that reportedly 
locates leaks as small as 4% oz. a year, 
and a new “Type LS-20” leak 
standard for use in determining leak 
size. 

Equipment is packaged in a com- 
pact leather case for portability and 
protection. Kit also includes _suf- 
ficient spare parts for about one 
year of normal maintenance, the 
manufacturer said, plus an instruction 
book describing use and repair of the 
equipment. The “H-6” consists of a 
control unit and 15’ probe. It auto- 
matically adjusts itself for an atmos- 
phere containing refrigerant gas, 
responding only when the probe 
passes close to a leak. An indicating 
light, housed in the _ transparent 
plastic probe, gives a positive signal 
when a leak is encountered, it was 
claimed. 

The leak 
adjustable 


standard provid 
reference leak rate of 
known value. In operation, the devic« 
releases refrigerant gas through a 
tiny capillary tube at manually con- 
trolled rates—indicated on a circular 
dial—ranging up to about 3 ozs. a 
year. 

Want more info? Use coupon on 

page 135 and you will get it! 


827—Steam Cleaners 


Increased capacity, removable fuel 
tank and warm-water rinse have 
been added to the “Upgrader Model 
80” steam cleaner, announced by 
Vapor Heating Corp., 6420 West 
Howard St., Chicago 48, Ill., which 
also features an improved pump that 
gives 100 gallons per hour of bal- 
anced cleaning solution at 120psi. 

Cleaners are available in gas en- 
gine powered units and natural-gas 


fired units (illustrated). With the op- 
tional warm-water rinse attachment 
added to the gun, operator reportedly 
can switch quickly from high-impact 
steam cleaning to large-volume hot- 
water rinsing—250 gallons per hour 
at 150°F.—by closing the soap valve 
and opening the water valve on 
steam gun. Unit with wheels weighs 
260 lbs. and measures 33” long x 
181%” wide x 39” high 

Want more info? Use coupon on 

page 135 and you will get it! 
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828—Stop Light 


Main benefits of the “KD 258” giant 
stop light, introduced by K-D Lamp 
Co., 1910 Elm St., Cincinnati 10, O., 
reportedly are distance visibility, 
slimness, lightness and ease of in- 
stallation. 

Lamp is 234” deep and, with 
bracket, weighs about 1% lbs. Its 30 
square inches, 32cp bulb and 7” red 
acrylic plastic lens (plain or stop) 
reportedly give positive signal color 
control, correct light distribution and 
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farther visibility day or night in all 
weather. Both body and bracket are 
constructed of heavy-gauge bonder- 
ized steel finished in baked-on black 
enamel. Rubber grommet encases 
wire lead to seal out dirt and mois- 
ture. Lamp is easy to install—hori- 
zontally or vertically, it was claimed. 
The stop lens can be rotated on hori- 
zontal installations. 

Want more info? Use coupon on 

page 135 and you will get it! 


829—Condenser 


“Shockmaster” automotive  con- 
denser, announced by Standard Mo- 
tor Products, Inc., 37-18 Northern 
Blvd., Long Island City 1, N. Y., is 
claimed to employ a “total encapsula- 
tion” process which makes it imper- 
vious to vibration and moisture. 


The process uses “Halowax” to 
mold the condenser’s winding and 
can into a solid unit. A combination 
of welded internal leads, internally 
soldered ground-tap and a 1,000-volt 
shock test for each unit reportedly 
also make a breakdown impossible. 

Want more info? Use coupon on 

page 135 and you will get it! 


830—Power Brake Parts 


A complete line of power brake 
parts and repair kits, announced by 
EIS Automotive Corp., Middletown, 
Conn., includes both minor and ma- 
jor repair kits for replacement on all 
power brake units. Each kit contains 
a simple, easy-to-follow instruction 
folder. 

Want more info? Use coupon on 

page 135 and you will get it! 
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831—Liquid Car Wash 


Specifically designed for light-duty 
cleaning, “Glow” liquid car wash, 
announced by E. I. du Pont de 
Nemours & Co., Wilmington, Del., 
reportedly will remove run-of-the- 
mill soil from automobile paint, in- 
cluding light oil films, but will not 
remove wax from the finish. 

Product is not intended as a clean- 
er for removal of heavy traffic films 
or chalk from badly weathered paint. 
Two capfuls of “Glow” in 2 gallons 
of water reportedly produces a wash- 
ing solution that is noa-alkaline and 
has no chemical effect on paint. Its 
cleaning action is unimpaired by 
water hardness, it was claimed, and 


no residue remains on paint follow- 
ing a thorough rinsing. 
Want more info? Use coupon on 
page 135 and you will get it! 


832—1960 Chevy Generator 


The “UG-72” generator, announced 
by Arrow Armatures Co., 11 Ford- 
ham Road, Boston 34, Mass., is de- 
signed to fit the 1960 Chevrolet and 
most other General Motors cars. The 
company also has in stock special 
generators for the 1960 Chrysler, 
Dodge, De Soto, Plymouth, Ford, 
Mercury, Falcon and Rambler auto- 
mobiles. 

Want more info? Use coupon on 

page 135 and you will get it! 
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UNPARALLELED 


TUBELESS TIRE PATCH! 


Here is the new CAMEL Chembond Patch 


which is easily applied to make a 


tubeless tire or tube repair by chemical 


action for their life-long service. Apply 


this patch either cold or hot! It’s light 


weight and flexible, has a more tacky face 


and extremely tapered feathered edge. 
CAMEL Chembond Cement is the active 


reactor that completes the 
chemical action . . . 


quickly, surely 


ae 


PACKAGED: 

40 Small Round 
30 Medium Round 
30 Small Oval 

20 Medium Oval 


tailed information 


H. B. EGAN MANUFACTURING CO. 


MUSKOGEE, 


OKLAHOMA 


TORONTO, CANADA 


Want more facts? Use Reader Service Card Page 135 





833—Overload Spring 


Installation of “Load Lifter” air 
spring for light trucks, announced by 
Air Lift Co., 2330 West Main St., 
Lansing, Mich., does not require re- 
moval of any parts of the truck, and 
spring functions as additional as- 
sistance for existing suspensions. 

Device uses butyl air chambers 
with fabric-reinforced walls _posi- 


tioned over and around steel cylin- 
ders mounted near each end of the 
rear axle with metal brackets. Tops 
of the air chambers are attached by 
brackets to frame directly above and 
absorb a share of the load in direct 
ratio to the amount of air pressure in 
the chambers. Individually adjust- 
able with air hose, units will raise 
entire overloaded truck bed to nor- 
mal height above the axle, it was 
claimed, or can be used to level an 
unevenly loaded bed by raising either 
side as required. 

Want more info? Use coupon on 

page 135 and you will get it! 


834—Light-Cord Reel 


A light-cord reel designed for use 
with its lube reels, introduced by Aro 
Equipment Corp., Bryan, O., will fit 
any existing Aro reel bank housing 
(as illustrated) and may be ordered 
with new reel installations. 


Want more facts? Use Reader Service Card Page 135 


An automatic reel latch holds the 
cord at any desired height. The com- 
plete unit includes mounting bracket, 
lower replacement plate, electric 
light-cord reel with 30’ of electrical 
cord and heavy-duty trouble light of 
rigid rubber’ construction with 
grease-resistant ribbed hand grip to 
prevent slippage. Unit is Under- 
writers-approved. 

Want more info? Use coupon on 

page 135 and you will get it! 


835—Floor Lift 


Air-operated floor lift, introduced 
by Branick Mfg. Co., Inc., Box 1937, 
Fargo, N. D., is designed as an extra 
ear lift for garage, service station, 
brake and front-end shops, etc., and 
is available in 3 models. 








It will lift 3,000 lbs. on 125 Ibs. 
of air line pressure, the manufac- 
turer said. All 4 wheels of a car can 
be raised off the floor quickly and 
easily with the use of 2 jack stands 
furnished with the lift. 

Want more info? Use coupon on 

page 135 and you will get it! 


836—Steam Cleaner 


Steam in 1 minute reportedly is 
possible with a midget-sized steam 
cleaner announced by Slifer Mfg. 
Co., Gowrie, Iowa. 

Natural- or LP-gas-fired, the 
cleaner has a _ 90-gallon-per-hour 
solution capacity, it was claimed, 
with all features necessary for safe 
operation. Unit is mounted on 2 
rubber-tire wheels and weighs ap- 
proximately 100 lbs. It is 25” long, 
16” wide and 25” high. 

Want more info? Use coupon on 

page 135 and you will get it! 


837—Power Mower Oil 


“No. 508” power mower oil in 8-o0z 
cans, announced by Pennsylvania 
Refining Co., 2686 Lisbon Road, 
Cleveland 4, O., is recommended for 
all small 2- and 4-cycle engines. 

Chemically treated to maintain 
engine cleanliness, oil reportedly will 
assure completely free piston rings, 
longer spark plug life and absolute 
minimum carbon build-up. 

Want more info? Use coupon on 

page 135 and you will get it! 

(Continued on page 150) 





Get the full story about AIRTEX Fuel Pumps, 


ing 


Fairfield, Illinois 


ustry’s newest Merchandising 


Call your AIRTEX jobber now 


ou increase the profit in your 


POW'R-BRAKE units, PLUS 
how you can please the love in 


Airtex Automotive Division 
AIRTEX PRODUCTS INC. 


wi 


ask him 


details of the inc 
ur life 


Water Pumps an 


. assure the 


lation 


¢ durability of 
at satisfies your 


design and construction 
flow circ 


plus rigorous 100,000 mile 
1] 


f 


¢ for f 


AIRTEX Water Pumps 


res 


stomer 


Each AIRTEX Pump i 


WATER PUMPS 


torture tests prove th 
Only 


FUEL PUMPS 


Exclusive 


cu 


AKI 


"R-BR 
smooth, 


offers tast, 


POW'R-BRAKE UNITS 


The all-new AIRTEX 


POW 


The important line of vital products for safe, trouble-free motor 


AIRTEX 
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for the protit 
Tame (elels pocket... 


Na € f 


fuel pumps 


and for the love in your life... 


this tashiongble handbaa 


For extra profits and to please your love, always insist on quality 

airnTEX Fuel Pumps. Today's vehicles need better Fuel Pumps to 

meet the demands brought on by greater driving mileage, higher 

speeds and specially-formulated high-octane fuels. arrtex offers 

the guaranteed built-in quality that assures long, trouble-free 

service along with full line coverage and the right price. 

There's another big extra with arrtex, too. By simply ordering a 

fast-moving AX 90 Eight Fuel Pump Assortment, you receive a 

beautiful rotrs handbag for your love, p/us eight bonus certificates. Ad Investigate t 

These certificates and others included with every arrtex Fuel program now 

Pump, Water Pump and pow’r-BrakeE unit make you eligible to : cimeye — x rm “i 
our AIR saber today 

receive other ensemble-completing gifts for her from the rors 


line, advertised on the JACK PAAR SHOW. 


Fi es TE AIRTEX AUTOMOTIVE DIVISION 
AIRTEX PRODUCTS, INC. 
Fairfield, Illinois 


Fuel Pumps « Water Pumps « Pow’r-Brake Units 
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Permite Preferred Cylinder 
Sleeve Assembly—cylinder 


sleeve, piston, pin and rings 


At 


PE ry ey eee SIRO, ad 
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A Complete Line of 


CYLINDER SLEEVE 
ASSEMBLIES 


Unmatched in HEAVY DUTY SERVICE! 


Precision-Engineered — 
Performance-Tested 


Permite Preferred Cylinder Sleeves are cen- 
trifugally-cast and made from a special iron 
alloy to produce maximum hardness, with 
the lowest wear factor. All sleeve assemblies 
are equipped with individually engineered 


chrome piston rings. 


To save time and trouble, and to insure 
the highest degree of performance, order the 
matched assembly consisting of cylinder 
sleeve, piston, pin and rings. A wide range 
for all heavy duty service, including a special 
line of Hy-Power sleeve assemblies for trac- 
tors, is offered in the complete line of Permite Permite Dry Sleeves Permite Wet Sleeves 
Preferred Parts. The name Permite has Permite Dry Sleeves are uniformly Permite Wet Sleeves have uni- 
machined for easy installation form wall thickness essential to 
meant quality since 1921. and long life. even heat distribution. 


The Most Complete Line of Engine and Chassis Parts Available . . . 
Bearings, Pistons, Cylinder Sleeve Assemblies, Valves, Water Pumps, 
King Bolt Sets, Tie Rod Ends, Drag Link Assemblies, 

Spring Bolts and Shackles, Stabilizer Links, Ball Joints, 

Front End Suspension Parts . . . Today’s Bigger and Better 

Line of Permite Preferred Parts. Call Your Jobber! 


ALUMINUM INDUSTRIES, INC., Cincinnati 11, Ohio 


rmite preferred 


by vehicle manufacturers / car and truck dealers / garage and service men , fleet operators 
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New Products 
(Continued from page 146) 





838—Acrylic Restorer 


Formulated to maintain the bril- 
liant appearance of acrylic and other 
modern finishes, “Whiz Liquid Satin,” 
introduced by R. M. Hollingshead 
Corp., 840 Cooper St., Camden 2, N. 
J., reportedly dissolves road film, 
dirt and other foreign matter without 
marring car finish. 


Available in pint size, product 


wipes away easily with a soft cloth. 
Want more info? Use coupon on 
page 135 and you will get it! 


839—Compact Brake Tools 


Tools required for brake service on 
Corvair, Falcon and Valiant cars have 
been -announced by Raybestos Di- 
vision of Raybestos-Manhattan, Inc., 
P. O. Box 1021, Bridgeport, Conn. 

The complete set consists of a 
brake spring tool, star adjuster, com- 
bination 7/16” x 3/8” special offset 
box wrench, special star adjuster 
spoon, brake adjuster wrench for in- 
ternal expanding parking brakes, 
5/16” x 3/8” combination brake 
bleeder and cap wrench, L-shaped 
tool to remove and replace brake 
shoe return springs, 5/16” combina- 
tion box and open end wrench, 7/16” 
deep throat offset box wrench and 





‘wows cu 


The NEW m-33 TWIN MATS 


THE MOST 


Qdvanced 


UNDERFOOT ...in any car 


A new concept in rubber car mats to give more auto 


motive luxury. Designed for style 


Best fitting universal 
Twin Mats on the 
market 


Advanced styling with 
two-tone design 


Contour molded to lie 
flat and stay “put” 


Sparkling new, heavy 
duty boxes 


All-new, highest qual- 
ity live rubber 


Colors to harmonize 
with car interiors 


P.O. BOX 6170 e 


Want more facts? Use Reader Service Card Page 135 


to fit the car. The 


M-33 Twin Mats are accurately fitted to floor areas and 
stay in place without sliding. The surfaces are designed 
for easy sweep-out cleaning. New comfort and safety 
is afforded high heel driving by specially designed 
accelerator and brake pedal area. Packaged for 
action-getting sales appeal, the new, fast selling 


M-33's are available now, to boost your profit in 1960. 


WRITE FOR CATALOG 


MONKEY GRIP 


SALES CO. 


DALLAS 22, TEXAS 





brake spring pliers. 
Want more info? Use coupon on 
page 135 and you will get it! 


840—Brake Drum Lathe 


“B-900”" series “Big B Drum- 
Dokter” brake drum lathe, intro- 
duced by Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo., is 
offered as a basic lathe to permit 
operator to select only those arbors 
and adapters he requires for his 
operation and to utilize cones and 
adapters he may have on hand. 
Designed to machine and grind 
brake drums from 7” to over 40” 


in diameter, it reportedly will service 
heavy-duty fleet and jobber opera- 
tions, plus pickup trucks, passenger 
cars and materials-handling equip- 
ment. A spindle of over 3” in 
diameter is supported on ball bear- 
ings—no sleeve bearings are used. A 
rapid traverse carriage with a travel 
of over 16” and progressive car- 
riage feed is said to positively elimi- 
nate drum threading. Dual carriages, 
one on each side of the lathe, pro- 
vide for heavy and finish cut, or 
machining and grinding at the same 
time. Unit is also offered as a 
“Model B-900UPT Big B Drum- 
Dokter” lathe which includes 3 
arbors, passenger-car and_ truck 
equipment, passenger-car and truck 
floating drum attachment, outboard 
support and a grinder attachment. 
Want more info? Use coupon on 
page 135 and you will get it! 
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50th Anniversary Issue 


ia mol woh : ! 
GASKET GUIDE 


17th EDITION 
Bigger Than Ever! 


YOUR KEY 
TO ANY 


GASKET APPLICATION 


Now on your Victor Jobber’s counter, this 
all-new Victor Gasket Guide insures your 
getting the right gaskets for every need. In- 
dividual parts, full sets, head sets, valve 
sets—they’re all included. 

Forty-three hundred new, added listings 
make this edition bigger than ever—includ- 
ing specifications for all 1959 makes and 
models: cars, trucks, buses, tractors; also 
marine and industrial engines. 

On imported cars, a separate section cov- 
ers all popular models. Again, the new Guide 
is the most complete gasket catalog ever 
published. 


With this up-to-date, accurate catalog, 
your Victor Jobber can always give you the 
best service on gasket parts. And as always, 
Victor Gasket quality assures the best fit 
and performance. 

Condensed edition—handy for shop use 
For use in your shop, the Victor Gasket List 
gives you replacement part numbers on jobs 
that come in every day. Ask your Victor 
Jobber for a copy. 

Victor Mfg. & Gasket 
Co., P.O. Box 1333, 

Chicago 90, Ill. Canadian 
plant: St. Thomas, Ont. 


WiCcTrohR 


Sealing Products Exclusively 
GASKETS «- OIL SEALS « PACKINGS 
The 100% Coverage Line. 


..- for Cars, Trucks, Tractors, Stationary Engines 
Visit with Victor at the IAS! Show— Booths 2738 to 2744 
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841—Dynamometer 


For checking the horsepower out- 
put of passenger cars under actual 
road driving conditions, “C-150” fully 
automatic chassis dynamometer, an- 
nounced by Clayton Mfg. Co., El 
Monte, Calif., reportedly can be 
operated by anyone capable of driv- 
ing a car. 

Operator sets dynamometer at the 
ideal speed (usually 50mph) at which 
tests are to be run. He then drives 
the car onto the unit and in less than 
one minute, without leaving his posi- 
tion at the wheel, conducts the nec- 
essary tests and notes results. A 
comparison between the dynamo- 
meter horsepower reading and the 


established horsepower standard for 
the car being tested determines the 
condition of the car and indicates 
whether or not additional work is 
necessary to obtain peak perform- 
ance. 

Want more info? Use coupon on 

page 135 and you will get it! 


842—Corvair Jacks 


Two hydraulic transmission jack 
sets for removing and installing the 
Corvair power train assembly on 
either floor or hoist have been an- 
nounced by Blackhawk Automotive 
Division, 5325 West Rogers St., 
Milwaukee 46, Wis. 

“Model T-70” includes a double- 








MARVEL 


Cures Engine Miseries! 
Dissolves sludge and var- 
nish—frees hydraulic valve 


lifters. and flexibility. 


MYSTERY OIL 


Prevents carbon formations, 
cylinder wall wear, sticking 
of exhaust valves, and in- 
creases engine efficiency 


MARVEL 


INVERSE 
OILER 


The only way to provide con- 
sistent feedings of MARVEL 
MYSTERY OIL to upper cylinder 


areas 
7 





To maintain “the peak power per- 
formance of a new car” the only 
way is with the MARVEL OILER. 


stage jack with accessories to enable 
user to handle Corvair assemblies, as 
well as all conventional and auto- 
matic transmissions for on-hoist re- 
moval and installation. The two-stage 
action of the T-lift handles truck and 
bus transmissions, differentials and 
clutches. ‘“‘Model T-41” doubles as a 
one-end lift for raising the car before 
removing Corvair transmissions. 

A bumper lift adapter fits on the 
T-lift to raise either end of the 
compact car to car-stand height. With 
2 pairs of “Model AX-7” car stands 
supporting the vehicle, the Corvair 
power train adapter quickly replaces 
the bumper adapter and the assembly 
can be safely removed in minutes, 
according to the company. Service 
work can be done right on the jack 
at comfortable standing height. In 
addition, a differential simulator con- 
nects rear axle so the Corvair can be 
rolled from the work area until 
service operations are complete. 

Want more info? Use coupon on 

page 135 and you will get it! 


843—Rotary Broach 


An automatic re-surfacing rotary 
broach, announced by Van Norman 
Machine Co., Springfield, Mass., re- 
portedly precision-machines cylinder 
heads, engine blocks and other sur- 
faces in a completely automatic, 3- 
step operation. 


AUTOMATIC 
TRANSMISSION 


TREATMENT Operating off the intake mani- 


fold, this completely automatic Operator sets up the work, adjust 
oiler feeds world-famous MARVEL the positive stock removal control, 
MYSTERY OIL to the upper cylin- starts machine and leaves it. Machin 
der areas in exact proportion to automatically shuts off when the job 
engine load and speed. Just keep is complete 

the oiler filled. Every “fussy Want more info? Use coupon on 
driver is a prospect. Installation page 135 and you will get it! 


kits for every car available. sa 
844—Fuel Anti-Icer 


To prevent fuel system freeze-up 
an anti-icer, introduced by Warner 
Patterson Co., 600 South Michigan 
Ave., Chicago 5, Ill., may be used 
prevent rust and 





MARVEL 
AUTOMATIC 
TRANSMISSION 
TREATMENT 

Scientifically developed to 

PREVENT common transmis- 


sion troubles — leaking, 
creeping, slipping, surging. 








OUTBOARD 
ENG-OIL 


@ Keeps rings free. 
@ Keeps correct compression. 
@ Burns clean. 


CONTACT YOUR 
Ble):):13: mle) Oe 


Write for catalog year-around to 
corrosion In automotive fuel systems 
Want more info? Use coupon on 


EMEROL MANUFACTURING CO., INC. Caeaten, 4 age 135 and you will get it! 


(Continued on page 156) 
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The secret 
of top 
shock absorber 


performance 























is in the valving... ...and the 


finest and most 


ptecise valving 


is in shocks by 


Gabriel ! 


Did you know that Gabriel uses more coil spring valves in its shock 
absorbers than any other manufacturer? 

We do this because coil springs can open valves wider and close them 
tighter than ordinary disc or washer type springs . . . because they permit 
more precise calibration . . . and because they are less subject to fatigue. 
One more reason why Gabriel shock absorbers work better longer. 


This year, forget the rest and sell the best . . . Gabriel! 


€ Sabriel 


THE GABRIEL COMPANY Cleveland 15, Ohio AUTOMOTIVE PRODUCTS 
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THE PROBLEM: 


How do you check a dry-charged battery 

before the electrolyte is added to complete 

an electrical circuit? Here’s the Autolite 
‘wer that assures top quality control . . . 


THE SOLUTION: 


Electronic “BRAIN” tests 
dry-charged Autolite 
batteries right on the 
production line 


ONLY FULL-POWER BATTERIES GET TO 
DEALERS’ SHELVES! 
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Exclusive Autolite factory device 
performs seemingly impossible test 


Testing batteries after manufacture used to be cells, and dead batteries were hard to eliminate. 


a simple operation. Any electrical tester could 
be attached to the battery terminals and the testing device that detects these manufacturing 
defects in seconds. Every Autolite Dry-Charged 
Battery gets this test on the line at the factory. 
Only top-quality full-power Autolite Batteries 
get to the dealers’ shelves. 


Now Autolite has an electronic Pol-R-Tronic 


battery’s condition was known at once. But 
with dry-charged batteries, no electrolyte is 
present to complete the circuit and no such 
electrical test is possible! Reversed cells, dead 


Dealers avoid embarrassing activation failures 
with Autolite Dry-Charged Batteries. And Pol- 
R-Tronic control is used for all Autolite Dry- 
Charged Batteries—from the premium Autolite 
staeful with Power Bond throughout the line. 


Autolite Pol-R-Tronic tester is used in all Autolite battery 
plants to detect construction defects before dry-charged batteries 
leave the factory. Fast, simple test saves time, trouble, and 
expense of activation failures formerly found only when the 
battery was put into action at the point of sale! 


Another reason why the profit’s right with 


> AUTOLITE. sarteries 


io 1 lo Koes 


AUTOMOTIVE FARM 


The Electric Autolite Company, Toledo 1, Ohio 


DIESEL 
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New Products 
(Continued from page 152) 





845—Automatic Battery 


For solving starting problems en- 
countered in operating cars with 6- 
volt electrical systems, an automatic 
battery, introduced by Automatic 
Battery Co. of America, P. O. Box 
224, Goldsboro, N. C., reportedly sup- 
plies 12-volt starting power to the 
starting circuit only, then reverses 
itself back to a 6-volt battery for op- 
eration. 

Battery operates on the principle of 
a regular 6-cell battery divided into 


2 6-volt sections and an Orpin series- 
parallel switch. In the normal posi- 
tion, switch makes a parallel con- 
nection between the two sections, 
rendering the entire battery 6 volts. 
When the starter button is pressed, 
the parallel connection is broken and 
a series connection is made between 
the 2 sections, delivering 12 volts to 
the starting circuit only. Advantages 
claimed by use of automatic battery 
are: starter turns as much as 4 times 
faster; easily starts engine with low- 
compression, high-compression or 
tight overhaul; overcomes common 
starting problems—temporary flood- 
ing, worn plugs, weak ignition, etc. 
Want more info? Use coupon on 
page 135 and you will get it! 





WANTED 





DEALERS FOR THE NOVI 


DELUXE 


AUTOMOBILE AIR CONDITIONERS 


NOVI wo. 


Superior Cooling 


Beautiful Design 


A 
A 
y 


KAR 


QUALITY 
PERFORMANCE 
PRICE 


Advanced Engineering 


Greatly Reduced Installation Time 


Adapter kits packaged and sold separately for greater flexibility in 
sales. Five Novi warehouses assure fast delivery and lower inventory 


investment. 


90 DAY WARRANTY ON PARTS 


SPECIAL 
DEALER 
PRICE 


$ 50 Complete with clutch 
Federal Excise Tax 
included. 


F.O.B. nearest Novi warehouse 


NOVI SALES AND SERVICE CO., INC. 


WAREHOUSES: 2501 South Grand Avenue, Los Angeles, Calif. * 2112 West 
7th Street, Fort Worth, Texas * 2932 Troost Avenue, Kansas City, Missouri 
20830 Coolidge Hwy, Detroit, Mich. * 190 Fourteenth St., N.W., Atlanta, Ga. 


For information, write Novi Sales and Service, 20830 Coolidge Hwy, Detroit, Michigan 
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846—Turn-Signal Switch 


Lifetime guaranty claims have 
been made for a pushbutton turn- 
signal switch, introduced by K-D 
Lamp Co., 1910 Elm St., Cincinnati 
10, O., which can be mounted on the 
dash or steering column. 

The test switch reportedly is still 
operating perfectly after 1,000,000 


cycles, or 2,000,000 switch operations 

each cycle representing one right- 
and one left-turn signal operation. 
That number, according to the manu- 
facturer, is equivalent to 38 years 
of operation on a truck or tractor, 
and almost 6 times the 175,000-cycle 
requirement of SAE and most states 
for Class A switches. 

Want more info? Use coupon on 

page 135 and you will get it! 


847—Brake, Shock Catalog 


A 20-page catalog and price list 
of Girling brakes and shock absorb- 
ers for imported motor vehicles, pub- 
lished by Lucas Electrical Services, 
Inc., 501 West 42nd St., New York 
36, N. Y., covers popular models of 
many imported cars from 1948 
through 1959 and includes brake and 
clutch supply tanks, lined brake 
shoes, brake parts, service kits, disc 
brakes and shock absorbers. 

Want more info? Use coupon on 

page 135 and you will get it! 


848—Starting Pack 


Model “WSP” starting pack, intro- 
duced by Willard Storage Battery 
Division, P. O. Box 6266, Cleveland 1, 
QO., features a 15’ cord for remote 
control, safe starting and a built-in 
battery charger 

Unit is said to be ideal for dealers 
engaging in road service. 

Want more info? Use coupon on 

page 135 and you will get it! 
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WESTINGHOUSE BULB 


BONUSES 


$1395 SUN LAMP KIT AND 24 WESTINGHOUSE 
TOWN AND HIGHWAY SAFE-T-BEAM™ HEADLAMPS 
—YOU SAVE MORE THAN $5.00! 


Buy two cases of these extra benefit 6006 and 6012 headlamps and get 
the deluxe $13.95 Westinghouse Sun Lamp Kit for that summer tan 
the year ‘round. UL approved, the kit contains a Westinghouse Sun 
Lamp, deluxe reflector, 6-foot cord. Fits anywhere. Use it at home; 


get extras for gifts. 


REGULAR PRICE, $50.91 SPECIAL PRICE, $45.18 


FREE! PEGBOARD MERCHANDISER 


with every new Profit Builder PB-150 factory-packed assortment of Westinghouse 
auto bulbs. Every PB-150 assortment contains 10 free #67 bulbs. The $2.00 re- 
ceived from the sale of these bulbs pays for the merchandiser. 


DEALERS GET 
LAMP* QUANTITY ‘ ; , ; ' 
= - 150 fast moving Westinghouse factory-tested 
57 10 auto bulbs in new See-Thru packs for easy 
63 10 access, visual inventory. 19” x 24” Pegboard 
67 30 merchandiser, modern finish, 12 hooks; 
89 10 mounts on wall in lube room or display room. 
1034 30 . 
1073 10 $2.00 value. 


ae 2 SPECIAL DEALER PRICE 


1158 10 





*TYPES REPRESENT 60% OF THE MARKET DEMAND 


—— o« sure..rns Westinghouse 


Call your Westinghouse Lamp Supplier or Write: 
WESTINGHOUSE LAMP DIVISION, Westinghouse Electric Corporation, Bloomfield, N. J. 
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849—Lighting Catalog 


A 4-color, 40-page comprehensive 
catalog covering the 1960 ‘“Path- 
finder” lines of automotive lighting 
and highway safety equipment for 
the replacement market, announced 
by Auto Lamp Mfg. Co., 2909 S. 
Indiana Ave., Chicago 16, IIl., is ar- 
ranged for fast, easy reference and 
contains full-color illustrations with 
large identifying model numbers and 
brief copy. Color blocks near each 
item show lens colors available and 
an entire section is devoted to 
streamlined clearance and marker 
lights and license light installations. 

Want more info? Use coupon on 

page 135 and you will get it! 


850—Air Conditioner 


The 1960 “Mark IV Monitor” air 
conditioner, announced by John E. 
Mitchell Co., 3800 Commerce St., 
Dallas, Texas, reportedly incorporates 
certain refinements to assure im- 
proved performance, among these 
being discharge air temperatures 
averaging 4 to 5° colder. 

“Beacon” temperature indicator and 
patented Selectrol freon control to 
eliminate clutch idling have both been 
retained in the 1960 model. The 
evaporator case, which fits under the 
dash, has been redesigned and 
streamlined with emphasis on appear- 
ance in 1959-60-model cars, the 
manufacturer said. Chrome trim, 








BRASS CONVERTIBLE VALVES 


BASE 





APPLIE? 


coe’ * inf 


No. 281 No. 282 No. 283 
(TR 75A) (TR 76A) (TR 177A) 


FIRST BEND a 
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TUBELESS TIRE 
VALVES 


ACME 
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LO 3%" DIA. RUBBER 
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ddadhaletbd 


No. 284 
(TR 77A) 


STANDARD -— 


Can be used for replacement of all standard valves. All 
valves are supplied straight; 
into single and/or double bend, as needed 
by the use of any standard bending tool. The rubber 
base may be applied 


converted 


All valves are supplied complete with valve core, plated 
brass valve cap, hex nut & bridge washer 


CONVERTIBLE 
SCREW — ON 


{: ALSO AVAILABLE: Te 
oe 


Write today for our complete catalog 


ACME AIR APPLIANCE CO., INC. 


205 NEWMAN STREET © HACKENSACK, N. J. 


& 














vr 


No. 287 
(TR 179) 


No. 286 
(TR 78A) 


CONVERTIBLE 


No. 285 
(TR 175A) 


however, they may be 


“cold or hot’. 


VALVES 


No. 203 
SERIES 


No. 203W 
With Bridge 
Washer 
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chrome turret mounts for air vol- 
ume and temperature control, as well 
as metallic-plated eutlet louvers, are 
all designed to enhance the beauty 
of the case in two-tone charcoal gray. 
Want more info? Use coupon on 
page 135 and you will get it! 


851—Car Mats 


Made of 100% high-grade new rub- 
ber, universal fitting car mats for 
front floors of both full-size and 
compact cars, announced by Monkey 
Grip Sales Co., 5320 Harry Hines 
Blvd., Dallas 22, Texas, are said to 
fit the majority of all cars made 
during the last 6 or 7 seven years. 

Made in 9 colors with harmonizing 
designs to blend with car interiors, 


“M-33” mats offer sweep-out cleaning 
surface and will stay in place with- 
out sliding, it was claimed. Special 
surface design of the accelerator and 
brake pedal area reportedly gives 
maximum safety and comfort for 
women drivers wearing high heels. 
Want more info? Use ceupon on 
page 135 and you will get it! 


852—Commercial Batteries 


A line of commercial batteries de- 
signed for rugged service, announced 
by Exide Sales, Automotive Division, 
The Electric Storage Battery Co., P. 
O. Box 6266, Cleveland 1, O., is built 
with A-S 57 manufacturing process 
(anti-sulfate), reportedly designed to 
result in a fresher battery in com- 
mercial-type service. 

Vibration damage is said to be a 
problem no longer because of “Plate- 
Locked” assembly. Additional fea- 
tures include rubber’ containers, 
patented grid alloys, rubber separa- 
tors, element protectors, G.O.X. ac- 
tive material and non-cracking seal- 
ing compound. 

Want more info? Use coupon on 

page 135 and you will get it! 
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6 PROVEN LININGS OF 3 BASIC TYPES 


THAT'S THE REAL reason FoR BUYING 
SOUTHERN DOUBLE=LOCK BONDED SHOES 





FROM OUR HOT PRESSES AT 
CHARLOTTE WE FORM TWO 
DRY-MIX LININGS: 


|. FIBER BLOCK—The "Yarn Type” 


Heat-and-Pressure Hard Molded 
for Truck Load Shoes. 


. CHIP BLOCK—The conventional! 
Heat-and-Pressure Dry-Mix for 
normal Truck Service. 








FROM OUR EXTRUDERS AT 
CHARLOTTE WE FORM TWO 
EXTRUDED LININGS: 


3. EXTRUDED CHIP BLOCK—The 
Cashew Full-Molded with Plus 
Values for Passenger Load Shoes 
and Power Brakes. 


. EXTRUDED BLOCK—The Stand- 
ard Full Molded for Normal 


Passenger Service. 








FROM OUR LOOMS AT CHARLOTTE 

WE FORM TWO WOVEN LININGS: 

5. SEMI-METALLIC BLOCK—Two 
Sides Ground Heavy Duty Woven 
for Tractors and Industrials. 


. EXTERNAL WOVEN—Black Un- 
ground Woven for emergency 
Bands. 











EACH SHOE WITH THE LINING THAT 
SERVES IT BEST—ALL IN ONE LINE! 


OL THEAN 


FRICTION MATERIALS CO.—— CHARLOTTE.N.C. 
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853—Car Lift 


_ Permitting faster spotting and lift- 
ing of virtually all cars and trucks, a 
frame-engaging pneumatic lift with 
telescoping swinging arms, an- 
nounced by Curtis Mfg. Co., 1905 
Kienlen Ave., St. Louis 20, Mo., is 
said to easily reach all lifting areas 
designated by car manufacturers, re- 
gardless of frame or chassis type. 
Swinging arms reportedly accom- 
modate with equal ease unitized 
bodies, X-frames, bowed box frames, 
parallel box frames and all foreign 
frames. The 8,000-lb. “Commando” 
provides maximum under-car head 
room, it was claimed, plus full ac- 
cessibility for brake work, tire serv- 


ice, lubrication, muffler replacement 
and all mechanical repairs. The basic 
pad adjustment is effected easily, ac- 
cording to the manufacturer. 
Want more info? Use coupon on 
page 135 and you will get it! 


854—Hand Cleaners 


Both the cream-type and liquid 
“Handi-Cleaner” hand cleaners, an- 
nounced by DL Products, Inc., 45-63 
E. Market St., Buffalo 4, N. Y., can 
be used with or without water re- 
portedly with equal effectiveness. 

Products contain lanolin to condi- 
tion hands and hexachlorophene for 
antiseptic protection and are said to 
have no lingering odor. An improved 








Be the Lucky One! 


Ask for your FREE 
CONTEST CARD at the 
TUNGSTEN EXHIBIT! 


BOOTHS 1124-1126 
IAS! SHOW..N. Y. COLISEUM 


Write for Catalog 


TUNGSTEN CONTACT MANUFACTURING CO., INC. North Bergen, N. J. 
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| 


dispenser for use with 5-lb. can of 
the cleaner contains over 800 washes, 
the manufacturer said. 
Want more info? Use coupon o7 
page 135 and you will get it 


855—Jeep Clutch Plates 


Replacement heavy-duty clutch 
plates and facings for all Jeep models 
requiring 842” clutches, announced 
by The S. K. Wellman Co., 200 Eg- 
bert Rd., Bedford, O., are available in 
both “Velvetouch” and “Velvetouch 
Feramic” types. 

The former is of all-metal copper 
friction material, while “Velvetouch 
Feramic” has sintered ferrous metal 
friction surfaces. Both designs re 
portedly will stand up under the most 
severe heavy-duty service 

Want more info? Use coupon on 

page 135 and you will get it 


856—Silencer Line 


A line of heavy-duty truck silen« 
ers and accessories announced by 
Walker Mfg. Co., 1201 Michigan 
Blvd., Racine, Wis., includes 11 
Silencers and accessories to cover 
all major makes and models of 
trucks 

Silencers reportedly are designed 
to provide maximum sound control 


without sacrificing power loss. All 
Shells are extra-heavy 16-gauge 
steel. Shells, heads, partitions and 
tubes have aluminum or ceramic 
coatings where needed. Accessories 
include hangers, pipe connectors, 
flexible couplers, 90° elbows, tail 
spouts, curved pipe stacks, silencer 
and pipe guards and flexible tail- 
pipe. 


Want more info? Use coupon on 
page 135 and you will get it! 
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NEW! CUSTOM REFILL PACKAGES... 


ALL FASTENERS PLATED! °s:::.22°" 


ORDER “25 LINE” CUSTOM REFILL PACKAGES 


@ All refills Silverline plated 
eA refill package for every size and type 


@ Puts an end to breaking of standard cartons 


LAMSON SILVER SERVICE KIT 


@ Only commonly used Retail value of 
sizes contents. .... .$21.91 


@ All fasteners Silverline Dealer price — 
plated complete 

@ “25 line” custom refill Dealer profit on 
packages eee $10.76 


@ Sizeand price identified The Cabinet's FREE! 


LAMSON No. 9-117 TREASURE CHEST 


@ Contains 117 ‘25 line” Total resale 
packages WOMG 02s 6 2 $109.82 


e All fasteners Si/verline Dealer’s net 
plated price*,.... $64.35 


@ Part, size and price _ Dealer’s 


identified profit..... $45.47 “Sq ——— 
*The Cabinet's FREE! he a R 
e Use refill boxes 


for extra 
compartments! 


) LAMSON & SESSIONS 


5000 T ~DEMAN ROAD «+ CLEVELAND 9, OHIO 


if Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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857—Lubrication System 


A system for automatically meter- 
ing and injecting lubricants to chassis 
lubrication points developed by 
Walker Mfg. Co., 1201 Michigan 
Blvd., Racine, Wis., consists of a 
reservoir for the lubricant which 
feeds an integral pump automatically 
activated by vacuum, air pressure or 
fluid pressure at any desired interval 
without depending on control by an 
operator. 

Pump delivers the lubricant to 
manifolds of individual injectors 


which accurately meter the amount 
of lubricant and deliver it auto- 
matically under constant pressure to 
each bearing. The outstanding feature 
is said to be the individual flow con- 
trol which delivers the accurately 
metered volume of lubricant to each 
fitting and the fact that should any 
fitting become clogged, the volume 
delivered to other fittings is not af- 
fected. The system is flexible to meet 
any installation requirement, the 
manufacturer said. One pump mount- 
ed in engine compartment can serve 
from 1 to 25 lubrications, while dual- 
pump installations can be used where 
more than 25 fittings must be served. 
Pump is designed to automatically 
eliminate air in the system so that 
bleeding is not necessary should the 
reservoir become empty, according to 
the company. 
Want more info? Use coupon on 
page 135 and you will get it! 


858—Rod Groover 


“Model 801” rod groover, intro- 
duced by Storm-Vulcan, Inc., 2225 
Burbank St., Dallas 35, Texas, is a 
precision tool for milling the groove 
in the Chevrolet babbitt-type con- 
necting rod for the locking lip of the 


Want more facts? Use Reader Service Card Page 135 


rod bearing insert. 

Tool may also be used for re- 
grooving locking lip for other rods. 
Shipping weight is approximately 140 
Ibs. Milling cutters are available in 
¥y” to 5/32” widths. Standard milling 
cutter is 3/16” with 1/3hp, 110-volt 
motor. 

Want more info? Use coupon on 

page 135 and you will get it! 


859—Engine Cleaners 


Two concentrated formulas, each 
designed to do a specific job in clean- 
ing and protecting the inner engine, 
have been announced by The Pyroil 
Co., Inc., 122 Main St., LaCrosse, Wis. 

“Booster Shot A” when added to 


gas reportedly frees sticky valves, re- 
duces friction and wear, reduces oil 
consumption, prevents ping and en- 
gine rumble, dissolves gum and 
varnish and contains a magnetic film 
that plates and protects all metal 
surfaces. Product is said to provide 
protection that lasts for 1,000 miles 
of driving or a month of stop-and-go 
driving. “B” concentrate restores 
lubricity and detergency to tired oil, 
it was claimed. Added to crankcase 
oil, it frees sticky hydraulic valve 
lifters, dissolves gum and varnish, 
reduces friction and plates metal 
parts with film that protects cylin- 
ders, rings and bearings. 

Want more info? Use coupon on 

page 135 and you will get it! 








MOOG ANNOUNCES COMPLETE 


Power Steering Repair 


From the Leader in Under-Car Parts 
Comes the Most Complete New Line 
of Power Steering Parts! 
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860—Corvair Shims 


Addition of 3 shims for the Cor- 
vair, the 1960 Chevrolet and GMC 
trucks has been announced by 
Turner Mfg. Co., Kokomo, Ind. 

Series “S” for Corvair comes in 4 
sizes—1/64” through 4%”. Series “T” 
for light Chevrolet and GMC trucks 
is available in 4 sizes—1/32” through 
3/16”. The “L” series for heavier 
Chevrolet and GMC trucks is made in 
4g” only. 

Want more info? Use coupon on 

page 135 and you will get it! 


861—Shock Spring 


“Car-Buoy,” a shock spring, intro- 


duced by Moog Industries, Inc., 6565 
Wells Ave., St. Louis 14, Mo., is a 
pair of calibrated steel coil springs 
coated with a heavy rubber-like plas- 
tic coating that slide over the shock 
absorbers to add comfort and safety. 

Brackets of exclusive design re- 
portedly cradle the stresses and put 
the weight on the shock mounting 
instead of shock welds. Device is 
said to correct rear-end sag. 

Want more info? Use coupon on 

page 135 and you will get it! 


862—Heater Hose 


A special convoluted design re- 
sembling flexible radiator hose en- 
ables a heater hose introduced by 





Kits and Hose Assemblies 


Here’s everything you need to 
repair noisy, vibrating power 
steering mechanisms... pack- 
aged in fast-moving kits for 
quick, easy, profitable installa- 
tions. Available now from your 
MOOG Jobber . . . with colorful, 
hard-selling merchandising 
banners. 


3 out of 4 New Cars 
have Power Steering 


Power steering seals, gaskets, 
washers, retaining rings, hoses, 
etc. wear out fast. Cash in on 
this big market with MOOG 
Power Steering Repair Kits 
and Hose Assemblies! 


oo a OPER 


MOOG INDUSTRIES, INC. 


St. Lovis 33, Missouri 


MOOG MEANS MORE UNDER-CAR BUSINESS 
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The Gates Rubber Co., 999 S. Broad- 
way, Denver, Colo., to bend easily 
without collapsing and _ reportedly 
makes it possible for hose to replace 
connections where molded curved 
hose was formerly required 

Hose is manufactured in 6’ lengths 
in both 5%” and %” I.D. One length 


of each size hose reportedly makes 
possible the servicing of 95% of all 
automobiles on the road today. After 
cutting, hose can quickly be installed 
with standard tools and hose clamps, 
according to the manufacturer. Each 
length bears a tag containing easy- 
to-learn installation instructions and 
complete specifications. Cover is 
tough, heat- and weather-resistant 
black rubber, carcass is of super- 
strength rayon cords and tube its of 
thick, red rubber compounded to re- 
sist hot water, steam and rust, the 
manufacturer said. 

Want more info? Use coupon on 

page 135 and you will get it! 


863—Gasoline Filter 


Although gasoline passes freel) 
through a pleated-paper filter de- 
veloped by Lee Filter Corp., North 
Arlington, N. J., water and contami- 
nants are said to be trapped. 


a 
- 


A, 
fn 


Unit is treated with a silicone 
resin compound. On contact with the 
filter, water coalesces and forms 
droplets which are heavier than gas 
and fall to the bottom. 

Want more info? Use coupon on 

page 135 and you will get it! 
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864—Air Chisel 


“Sioux Slugger,’ an _air-driven 
chisel, has been announced by Al- 
bertson & Co., 3100 Lowell Ave., 
Sioux City 2, Iowa, for use in auto- 
motive service and body shops for 
quick removal of mufflers, tailpipes, 
door posts, rocker panels, floorboards, 
grille bars and body panels. 

Attachments include a chisel, rivet 
buster, extension chisel, punch, 
scraper, metal punch, panel crimper, 
spot weld breaker and metal cutter. 
Advantages claimed include savings 
in torches, gas and body filling, plus 
less danger of fire or explosion. The 
one-piece barrel has no parts to be- 
come misaligned or wear and the 


cast-iron handle will withstand rough 

treatment, the manufacturer said. 
Want more info? Use coupon on 
page 135 and you will get it! 


865—Dual-Wheel Lift 


Combination dual-wheel lift and 
outboard support for brake drum 
lathes announced by Barrett Equip- 
ment Co., 2101 Cass Ave., St. Louis 
6, Mo., reportedly permits lathe op- 
erator to remove the wheel, drum 
and tire assembly from _ vehicle, 
mount them on the lathe, machine 
the drums and replace the assembly 


without the use of chain falls or the 


assistance of additional personnel. 
Hydraulically operated, the B- 





IT TAKES 


BOTH 


TO DO THE 


BEST 


AUTOMOTIVE 
SANDING 
AND FINISHING 


“pDA’’ 
DUAL 
ACTION 


Unexcelled for sanding prime coats, surfacer, or putty; 
for scuffing old finishes to remove oxidized paint or 
gloss. Because of its unusual action, abrasive paper 
cleans itself. Jobs which required wet sanding can be 
done dry. To appreciate the ‘“‘DA” you must use it. We 
offer a special abrasive kit, with a “loan’’ sander. Try 
the Model “DA” air driven sander in your own shop. 
Write for complete information, today. 


“MITY-MIDGET”’ 


Most popular air-driven sanding machine on the 
market today . . . excellent feather-edger. ‘‘Mity- 
Midget”’ is an orbital action block sander .. . 
made by the originators of orbital action. Its 
speeds can be varied from 4000 to 6000 rpm 
depending on the finish desired and abrasive 
used. Weighs only 4 pounds, yet has 25 square 
inches of abrasive area. Write for new literature, 


today. 
NATIONAL 


NATIONAL-DETROIT, inc 


ROCKFORD, ILLINOIS 
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730” may be used in conjunction 
with the company’s stationary out 
board support to further speed up 
drum machining operations. Avail- 
able as an accessory to “Model B- 
800” and “B-900 Drum-Dokters,” it 
is also adaptable to other makes of 
brake drum lathes, the manufac- 
turer said. 

Want more info? Use coupon on 

page 135 and you will get it! 


866—Car Brushes 


White sidewall tire-cleaning brush 
(pictured) is one of a line of “car 
care” brushes introduced by Ritten 
baum Brothers, 691-701 Houston St., 
N.E., Atlanta, Ga., which will in- 
clude all types of fiber brushes for 
cleaning fenders and wheels. 


A complete line of brass and steel 
fiber brushes for cleaning tires is 
also manufactured by the company 

Want more info? Use coupon on 

page 135 and you will get it! 


867—Seat Cushions 


Two lines of ventilated seat cush- 
ions, announced by Kool Kooshion 
Mfg. Co., Dyersburg, Tenn., feature 
the company’s “flat-top’” inner con- 
struction with coil inner springs 
made of a single length of wire 

The “St. Moritz” features tweed 
patterns in blue, green, red or black 
intermingled with white, while the 
“Bavarian” is striped in blue and 
white, green and white, red and 
white and black and white. Both 
lines have full color on both sides and 
triple “lock stitching” is used for both 
lines. They are available in 3 sizes- 
regular, jumbo and “Kleer-A-Kross.” 

Want more info? Use coupon on 

page 135 and you will get it! 
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868—Balancer Adapters 


Two adapters for use with its 
“Flite-Positive”’ wheel balancer, an- 
nounced by Dynamic Center Engi- 
neering Co., P. O. Box 128, Norcross, 
Ga., reportedly will permit accurate 
balance of small sports cars and 
Volkswagen wheel assemblies. 

Sports car adapter consists of a 
different-size cone for use in place 


of the regular upper cone furnished 
with the balancer. It is similar to 
the standard cone, but of a size to 
fit all wheel assemblies on popular 
foreign- and American-built sports 
cars, except the Volkswagen. The 
Volkswagen adapter is a round plat- 
form-type plate which fits over the 
regular lower cone of the balancer. 
Want more info? Use coupon on 
page 135 and you will get it! 


869—Hose Clamps 


A multicolor merchandising pack- 
age of “Sure-Tite” stainless steel 
hose clamps for automotive applica- 
tions, announced by Wittek Mfg. Co., 
4305-37 West 24th Place, Chicago 23, 
Ill., is a 4-compartment, 100-clamp 
assortment of the 4 popular sizes for 
heater, radiator, booster brake and 
truck hose. 

For convenience, the ‘“Master- 
Nifty-Pak” lists the hose sizes and 
diameter range for each clamp 

Want more info? Use coupon on 

page 135 and you will get it! 
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with the new improved 


100 GPH 
OF BALANCED 
CLEANING 
SOLUTION! 


Mud, grease, sludge dissolves fast 

with Vapor’s high-impact steam (100 
gal/hr @ 125 psi) new higher-ca- 
pacity hot water rinse speeds clean- 
up too! Larger 5s” I.D. water coils 
for longer life—better service! Burns 
kerosene, fuel oil or natural gas 
Complete with heavy-duty hose; 


wheels and soap solution tank optional 


for bigger jobs — 


VAPOR MODEL 200 CLEANER 
400 GAL/HR HOT WATER RINSE! 
@ 200 gal/hr @ 125 psi 
@ Built-in soap solution tank 
One unit can supply two steam guns 


Easily portable (wheels optional) 


Complete with wire-braided steam hose 


? 


Burns fuel oils No. 1 or 2, or natural gas 


VAPOR HEATING 
CORPORATION 
Dept. 44-B, 80 E. Jackson Bivd., 
Chicago 4, Il. 
Please send: 
Bulletin on Model 80 ADDRESS 
Model 200 Steam Cleaner 
|_| Name of my nearest Vapor CITY. 
Steam Cleaner dealer 


NAME 


Higher Operating Pressure (150 psi) 
250 gph @ 150° Optional Hot Water Rinse! 




















ZONE 


STATE 
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870—Cleaning Unit 


“Multi-Job Washer,” a cleaner for 
automobile bodies, parts, cooling sys- 
tems, floors and lifts, announced by 
Homestead Valve Mfg. Co., Coraopo- 
lis, Pa., is powered and heated by 
electricity and delivers solution at 
temperatures up to 180°F. for motor 
cleaning and up to 100°F. for car 
washing. 

Its positive displacement pump 
draws cleaning solution from a drum 
or tank. By changing the gun nozzle 
orifice and a single control, pressure 
of the hot cleaning solution is in- 
creased from 250 lbs. for car washing 
to 300 lbs. for motor cleaning. Unit 
is not a steam cleaner, the manu- 
facturer said, but a many-purpose 


machine that combines heat, high 
pressure and a detergent to wash 
cars, clean motors or many other jobs. 
The detergent is said to be harmless 
to car finishes or to engine metals 
or wiring, when used as directed. 





says: When you switch t BLACK MAGIC 


it’s really a switch 


from 
this 
——— 
unhealthy, 
droopy, 
dust-fog working 
condition with 
objectionable 
menders 





to 

this 
—_—>» 

healthy, 

fresh, 

clean 
working condition 
with BLACK MAGIC 








For Impact Areas and General Patching 








DON’T TAKE OUR WORD FOR IT.... 
try BLACK MAGIC at our expense! 


Send for FREE %-lb. sample. To get it you must include your jobber's name and address. Write today! 








Two NEW SWISS-formulated LIQUID HARDENING MENDERS 
Superior to and priced below competitive brands! 





NU-BOND 
with One-Shot Liquid Hardener 


For fast general body repairs—ALL the 
best features of both het and cold solder 

plus edvantages impossible with 
either 








Flexible TRU-FLEX 
with One-Shot Liquid Hardener 
For impact areas—such os doors, hoods, 


and luggege lids—eond genera! repairs 
75% less dusting. Ne fibergless—no 





pock marks—ne pin holes 








FREE ¥/,-\B. SAMPLES of above products will be sent upon request—provided you include the name of your jobber. Write today. 


SWISS LABORATORY, CLEVELAND 14, OHIO 


AMERICA’S LARGEST INDEPENDENT MANUFACTURER OF BODY AND WIRE SOLDERS 
CANADIAN REPRESENTATIVES: James G. Delong, 1270 Queensway, Toronto 18... Clifford 5-0202 





Full-Time Jobbers Representative Covering 
the South from Our Cleveland Factory 








"DON" WATTERSON (Expert Bodyman) | 


SOUTHWESTERN REPRESENTATIVES 
Ralph L. Jeffress Co. 
2023 Lucas Drive, Dallas Tel: LA 6-8567 











166 Want more facts? Use Reader Service Card Page 135 





Made to fit the top of a 55-gallon 
drum, cleaner operates on 220-volt, 
60-cycle, single-phase A. C. It is 
equipped with 40’ of solution hose, 
gun and 2 nozzles and weighs ap- 
proximately 106 Ibs. 

Want more info? Use coupon on 

page 135 and you will get it! 


871—Carburetor Repair Kit 


A carburetor cleanout and light ré 
pair kit for Rochester-equipped GM 
cars, announced by Rochester Prod- 
ucts and United Motors Service Di- 
visions of General Motors, Detroit 2, 
Mich., provides all necessary gaskets, 


together with light repair parts, in- 
cluding needle and seat, pump plun 
ger and boot, clips, float gauges and 
cotterpins, plus additional parts as 
needed. 
Want more info? Use coupon on 
page 135 and you will get it! 


872—Pipe Expander Tool 


Designed to decrease muffler labor 
cost and simplify installations, a pipe 
expander tool announced by The AP 
Parts Corp., Toledo 1, O., reportedly 
provides a quick, accurate expansion 
of muffler nipples and pipes. 

Made of high-grade alloy steel, tool 
requires only the use of a wrench to 
take up a nut which causes 8 wedge- 
shape sections to expand outward. 
Unit will fit all pipes from 1 5/8” 
through 2%” and will expand over 
2” of the pipe end. 

Want more info? Use coupon on 

page 135 and you will get it! 
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873—Filter Tester 


Convincing side-by-side “light 
through” comparison of a used and 
new air filter cartridge reportedly is 
afforded by a demonstrator-tester 
announced by Hastings Mfg. Co., 


a Mich., which folds against 
the wall, saving bench or counter 
space. 
Unit operates at elbow level, with 
no stooping, the manufacturer said. 
Want more info? Use coupon on 
page 135 and you will get it! 


874—Washer Anti-Freeze 


Car windshield washers reportedly 
may be used in_ below-freezing 
temperatures with an anti-freeze and 
solvent manufactured by Las-Stik 
Mfg. Co., Hamilton, O., which is said 
to keep washer, lines and nozzles 
open and free-flowing. 

Product is claimed to give abso- 
lute protection down to 10° below 
zero, to be non-foaming and harmless 
to paint or rubber when used as 
directed. It comes in a handy 16-o0z., 
cone-shaped can. 

Want more info? Use coupon on 

page 135 and you will get it! 


875—Rod Mandrels 


An expanded line of CR mandrels 
for rod reconditioning, announced by 
Sunnen Products Co., 7910 Manches- 
ter Ave., St. Louis 17, Mo., includes 
mandrels for the small domestic and 
foreign- car rods. 


Range covers 1.450” through 4.900” 
diameters, the manufacturer said. 

Want more info? Use coupon on 

page 135 and you will get it! 
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ate) a. 


Johnnie & Mack, Inc., Miami, Florida... 


refinish up to 150 cars a day 
using STEADI-GRIP outfits 


‘We refinish up to 150 cars a day 
during the peak season . . . 65 to 
70 at other times,’’ reports Bill 
Winkleman, General Manager of 
Johnnie & Mack, Inc., Miami, 
Fla. “Our paint jobs carry 18- 
and 24-month guarantees at 
prices 40% to 50% below compe- 
tition. Binks new STEADI- 
GRIP painting outfits contribute 
greatly to our success.”’ 


Paint car in 6 minutes 

Binks STEADI-GRIP outfits 
help J&M painters work effi- 
ciently. The separate 2-quart 
pressure paint cup eliminates 
constant refilling. The hose at- 
tached spray gun handles easily. 
With no cup in the way to drip 
or hinder movement, painting 
goes quickly and without the 
usual fatigue. 


Bill Winkelman (right) and J&M Finishing 
Foreman, Roger Cox, inspect the glisten- 
ing finish produced by Binks spraying 
equipment and infra-red AUTO-BAKE 
drying ovens. 


Send for free bulletin 
Get the details today. 
Ask your jobber, or 
write direct, for Bul- 
letin A81-1. Better 
yet, see and test the 
Binks STEADI- 
GRIP and judge for 
yourself the benefits 
J&M already know. 


Ask about our spray painting school 
Open to all...NO TUITION... .covers all phases 


_ 


SPRAY 
GUNS 


ILL ALLL 


SPRAY 
BOOTHS 


NATIONW!DE 
SERVICE 





Binks Manufacturing Company 


3126-38 Carroll Avenue, Chicago 12, IM. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED ay DIRECTORY 
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876—Foreign-Car Valves 


A line of foreign-car replacement 
valves and components, announced 
by Rich Mfg. Corp., 200 Elm St., 
Battle Creek, Mich., is said to include 
almost every make of foreign car and 
especially to cover those of heavy 
import. 

Want more info? Use coupon on 

page 135 and you will get it! 


877—Brake Fluid 


“Indian Head” super heavy-duty 
brake fluid, manufactured by Per- 
matex Co., Inc., 300 Broadway, 
Huntington Sta., New York, N. Y., 
reportedly resists severe temperatures 


extremes en- 
vehicles 


and other operating 
countered by heavy-duty 
and construction equipment. 

The fluid maintains its consistency 
in temperatures ranging from minus 
60° F. to 380°, it was claimed, assur- 
ing uniform hydraulic pressure under 
the most rugged mechanical and 
environmental conditions. Product 
is available in containers from 12-0z. 
to 53-gal. drums. 

Want more info? Use coupon on 

page 135 and you will get it! 


878—"O" Ring Kit 
Capable of storing as many as 305 


“©” rings in sizes to fill most re- 
placement needs, a_ shatter-proof 





Ask anyone, 
anyone in the 
tire business, 


which tire changer 
he uses and 
recommends most 


COATS 


TIREMAN 
Best for all 1960 cars 


including the Falcon, Valiant, Corvair 


Whatever the wheel size, Coats Tire Changers will handle 
it best. Specially engineered for the new 13-inch wheels, the 


TWIN-AIR MODEL 


three proved Tireman models accommodate all sizes with 


equal ease — 12 inches and up, tubeless or conventional. 


Write for free literature Dept. 901 





’ « JACK P. Hennessy 


Home Office: 12 Depot Squore, Englewood, New Jersey 


Mid-West Office: 56 W. Maple Street, Chicago 10, Illinois 


West Coast Office: 3453 Cahvengo Blvd, Los Angeles 28, Calif 


Want more facts? Use Reader Service Card Page 135 





plastic container, announced by Fed- 
eral-Mogul Service, 11031 Shoe- 
maker Ave., Detroit 13, Mich., is 
91%4” x 656” x 15%” over-all and in- 
corporates a nesting technique of 
seal-loaded spindles as an integral 
part of the lid. 

Embossed ring-identification num- 
bers label each spindle rack and ring 
well alike. “Go and no-go” gauges in 
a series of sizes are molded into the 
case base to quickly caliper ring 
thickness 

Want more info? Use coupon on 

page 135 and you will get it! 


879—Cleaner Kit 


A 1'%-gallon “Hydro-Seal” bench 
kit, announced by Gunk Labora- 
tories, Inc., 630 North Harlem Ave., 
River Forest, Ill., is said to be an 
ideal size for cleaning smaller single- 
barrel carburetors, outboard engines 





and power mowers, as well as fuel 
injector nozzles and hydraulic valve 
lifters. 

Kit comes complete with a parts 
basket which is used to immers« 
parts into solvent solution 

Want more info? Use coupon on 

page 135 and you will get it! 


880—Starter Unit 


Previously available as one model 
for 6-volt and another model for 12- 
volt automotive electrical systems, 
“Kar-Start,” introduced by Schauer 
Mfg. Corp., 4500 Alpine Ave., Cin- 
cinnati 42, O., has been engineered as 
a single unit said to perform equally 
well on cars and trucks having either 
6-volt or 12-volt systems. 

When connected into the electrical 
system, unit provides more sparking 
from the plugs at the instant the 
starter is activated, reportedly giv- 
ing more sparking area which read- 
ily ignites the mixture in the cylin- 
ders. Device is automatically discon- 
nected when the engine starts and is 
guaranteed not to damage plugs, dis- 
tributor or other car component. 

Want more info? Use coupon on 

page 135 and you will get it! 
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881—Brake Drum Lathe 


“Model 5,000” giant “Safe-Turn” 
brake drum lathe, announced by 
Ammeo Tools, Inc., 2100 Common- 
wealth Ave., North Chicago, IIL. is 
said to be designed to handle heavy 
truck work quickly, easily, accurate- 
ly and profitably, as well as to turn 
passenger-car drums with the speed 
of a much smaller lathe. 

Features include a twin boring bar, 
carriages, cross feeds and controls, 
which reportedly allow the operator 
the choice of taking roughing and 
finishing cuts at the same time, or a 


roughing cut and a finish grind at 
the same time, thus speeding the op- 
eration. The near-side cross feed is 
power-fed so that it can be efficient- 
ly used for clutch plate, disc brake 
and other facing operation, the 
manufacturer said. The 4%” diameter 
spindle, with infinitely variable feeds 
of from .0025” to .025” per revolu- 
tion, feeds in both directions for 
maximum cutting efficiency. Its 
speeds of from 30 to 150rpm are 
dial-controlled. Spindle brake stops 
spindle rotation quickly and safely. 
Grinder uses a wet-jet principle to 
attain fast cutting and perfect fin- 
ishes, according to the company. 
Want more info? Use coupon on 
page 135 and you will get it! 


882—Airline Gauges 


A series of airline gauges, an 
nounced by Acme Air Appliance Co., 
Inc., 205 Newman St., Hackensack, 
N. J., has replaceable cartridges and 
alves. 

Readings reportedly are always 
legible because gauge has no lens to 
fog up. A retractable white nylon in- 
dicator stick has black numerals. 
Gauge deflates as well as inflates, the 
manufacturer said. 

Want more info? Use coupon on 

page 135 and you will get it! 
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For 
External 
Rings 
Shaft Diam. 
1/16”—4”, 


 ~ 


For 
Internal 
Rings 
Bore Diam. 
1/4”—7” 


NEW 


PROTO 


TRUARC’ 


RETAINING 


RING 
PLIERS 


SAVE TIME 
DO THE 
JOB RIGHT 


on engines, transmissions, power 
accessories, brake cylinders, rocker 
arms, pistons, pumps. 


Good reasons why: 


12 Proto Truarc Pliers, designed by the manu 
facturers of Truarc Retaining Rings, handle 
rings best, fastest. 


Precision ground tips, induction hardened 
at just the right angle, fit right, save time, 
prevent ring distortion. 


Tips are permanent . . . can't lose them, 
don’t have to set them .. . just pick up the 
right plier and, go to work. 


Two or three Proto Truarc Pliers will handle 
all your usual requirements . . . and pay 
for themselves in time saved every week. 


internal, External, and Universal (handles 
both types) pliers are available. Also 45° 
and 90° offset tips on some types. 


To get the right plier, just tell your jobber 
the diameter of the shaft or the bore 

you're working on. He'll give you the right 
size in a jiffy. From then on, you'll save 
minutes everytime you have to remove 

and replace retaining rings. 


Get the Proto Truarc Pliers you need from 
your Proto Jobber. 


vision 


PROTOsTOOLS #y 


PRO Lie) ws 4 
‘TRiee* 
2207 Santa Fe Ave., Los Angeles 54, California 
507 Allen St., Jamestown, New York 

1707 Oxford East, London, Ontario, Canada 


{Ww ] La 
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883—Shock Absorber Tool 


Faster removal and installation of 
bayonet-type shock absorbers is 
claimed for “No. 2200” shock ab- 
sorber tool, introduced by Herbrand 
Tools, Herbrand Division, The Bing- 
ham-Herbrand Corp., Fremont, O., 
for servicing General Motors, Ford 
and Chrysler cars. 

The “T” end of the tool fits over 
the bayonet of the shock and holds it 
while the retaining nut is removed 
or replaced. The threaded stem end 
screws on the shock over the bayonet 
so that new shocks can be pulled up 
through the coil spring, permitting 
easy installation of the grommet, cap 
and retaining nut, the manufacturer 


said. Tool reportedly overcomes the 

problems of narrow clearances. 
Want more info? Use coupon on 
page 135 and you will get it! 


884—Vacuum Cleaner 


The “No. 25” vacuum cleaner, in- 
troduced by Black & Decker Mfg 
Co., Towson, Md., is said to be a 
powerful heavy-duty cleaner of com- 
pact, space-saving proportions, for 
use in garages, service stations, etc 

It can be mounted on a wall, pole 
or partition, or carried on operator’s 
back. It slides on metal runners or 
stands on rubber feet. 

Want more info? Use coupon on 

page 135 and you will get it! 














“HAND ME THAT WRENCH, HON!” 


Keep that satisfied sparkle in 
your customers’ smile—install 


NMNanliey 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. $. Connell 
Co., Dallas. 
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885—Air Hammer 


Re-engineered to provide smoother 
power, “Zip-Gun” air hammer (illus- 
trated), introduced by Chicago Pneu- 
matic Tool Co., 6 East 44th St., New 
York 17, N.Y., weighs 3% lbs. and 
reportedly cuts, scrapes, punches, 
drives, forms, splits or flanges with 
fast, responsive ease. 

Air wrenches to minimize tool 
weight and maximize reach feature 


“Lok-On” angle heads which clamp 
rigidly to tool, while the company’s 
20-ton “Pneu-Draulic” jack, powered 
by an air-operated hydraulic pump, 
is said to be lighter than other jacks 
only half its capacity. 

Want more info? Use coupon on 

page 135 and you will get it! 


886—Steering Assortment 


A power steering assortment de 
signed specifically for use by the 
service station, announced by The 
Weatherhead Co., 128 West Washing- 
ton Blvd., Fort Wayne, Ind., contains 
6 popular power steering lines, or can 
be ordered with any assorted 6 lines 
to meet specific needs. 

The individually packaged lines are 
supplied in a display box identifying 
the service station as a source for 
power steering service 

Want more info? Use coupon on 

page 135 and you will get it! 


887—Oil Ring 


“Uniseal,” a one-piece oil ring, an 
nounced by Ramsey Corp., P. O. Box 
513, St. Louis 66, Mo., reportedly has 
the maximum conformability in 
herent in one-piece, multi-section 
rings to straight, out-of-round or dis- 
torted cylinders 

Installation is said to be 
and easy. In addition to having the 
advantage of being highly flexible, 
the one-piece ring will not overlap 
in :he groove, the manufacturer said 

Want more info? Use coupon on 

page 135 and you will get it! 


simple 
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Texas Warms to IGOA? 


(Continued from page 81) 


was sent to our convention for the 
purpose of discussing affiliation, 
but they sent the wrong man, a 
man who was unacceptable to 
IGAT. It was like waving a red 
flag, as far as affiliation was con- 
cerned.” 

This information was 
available to SAJ following a 
called meeting of the IGAT execu- 
tive committee, which includes 
state officers, in Austin on Sun- 
day, Jan. 10. That meeting fol- 
lowed by only hours the conclu- 
sion of the mid-year meeting of 
the IGOA board in Tulsa, Okla., 
Jan. 8 and 9. However, there was 
no action at Tulsa that would have 
inspired the Texas board meeting 
and at the Tulsa meeting the Texas 
situation was mentioned but brief- 
ly to delegates and then only 
by Bert Cook of Dallas, past and 
first national president of IGOA 
when called upon for a state re- 
President Reagin 


made 


port by 
Texans Form Unit 


However, developments in Tex- 
as were comparatively rapid late 
in 1959, for in December a small 
group of Texas garagemen re- 
ceived a state charter for an IGOA 
organization, to be known as Tex- 
as Independent Garage Owners of 
America. Following receipt of the 
charter, the group elected tempor- 
ary officers and the plan as di- 
vulged at Tulsa was to elect per- 
manent officers in March, at a 
state convention to be held during 
the Southwest Automotive Show 
Dallas, March 24 through 27. 

Plans of IGAT also called fo: 
a state convention to be held dur- 
ing the same period 

In his remarks before the board 
in Tulsa, Cook indicated that he 
and his group had waited long 
enough in the hope of affiliation 
indications from IGAT. However, 
it is known that the IGOA group 
deliberately slowed down organi- 
zation plans on a permanent basis 
until March in the hope that IGAT 
would join the movement. 

In preparation for eventual per- 
manent organization, the IGOA 
group had scheduled a meeting for 
Jan. 16, open to all garagemen 
which was described as an indoc- 
trination meeting. That is, any- 
one interested could attend and 
hear a full discussion of the aims 
and purposes of IGOA, which has 
over 5,000 members 

It is also known that Ralph H 
James, IGOA executive director, 
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had committed himself to attend a 
meeting on Jan. 21 with garage- 
men in Fort Worth. It was con- 
sidered possible that President 
Reagin might also go to Texas at 
that time for he is known to have 
planned a trip to Texas, possibly 
at the time of the Southwest 
Show, such plans having been 
made before he had any inkling of 
the proposed meeting with Presi- 
dent Archer of IGAT 

Whether or not the correspond- 
ence between Archer and Reagin 
will change any or all of the sche- 


dules mentioned is problematical. 

In the organization meeting at 
Oklahoma City, Texas garagemen 
disagreed with adopted member- 
ship requirements and, since that 
time, there has been little discus- 
sion of possible affiliation at IGAT 
conventions. 


Tennessean Buys 75 GMCs 


Smith Grain Co. of Limestone, 
Tenn., has purchased 75 new GMC 
highway tractors for hauling grain 
and other farm products 








& 


“My Jenny® is one of the 
best business fill-ins 
I've ever had." 


Ben Gay says, “Jenolizing gets me $173 
extra business every week — 
customers really go for it!’’ 


Ben Gay, owner of Ben’s Carter Service in Portland, Oregon, does a 
general service station business including small repair jobs. 

Last January he purchased a Model 750 Hypressure Jenny. Since 
then he has used it an average of three hours a day, seven days a week, 
cleaning and Jenolizing auto and truck motors and construction equip- 
ment. With every wash job a quick pass of the Jenny cleaning spray 


whisks dirt from whitewall tires. 


Result? An average $173 extra business for just twenty-one hours 
work a week! You can do as well. Write for full facts today 


HOMESTEAD VALVE MANUFACTURING COMPANY 





Hypressure Jenny Division—Coraopolis, Pa. (In 
Canada: Hypressure Jenny Sales & Service, Ltd., 
517 Jarvis St., Toronto 5, Ont. C.S.A. Approved 


Send me full information on Jenolizing.”Bulletin AEP-1 gives you full 


details including time payment plan. 
Name 


Company 


ee 


City 


Zone State 
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time and too/ 
Savers... 


From HUOT 


e Low priced 
Economy Models 


@ Heavy Super-Duty series 
@ Up-to-the-minute designs 


MODEL 107 
CHEST ONLY 


$25.90" 


*slightly higher in the 
East and far West 


Here are three new time-and-money- 
saving tool chests that will keep your 
valuable tools safe, clean and always on 
hand. Designed by Huot, the nation’s 
foremost maker of deluxe chests and 
cabinets. 

These chests can really take it, too. 
Super-Duty models are made from 18 
gauge and heavier steel. Huot chests 
and cabinets are finished in baked-on 
red or two-tone blue and grey enamel. 


HUOT ECONOMY CHEST 


Model 107 retails for $25.90*—lowest priced 
full size automotive chest on the market. All 
new features. 26” x 1214" x 1214” blue or red. 


The Huot Model 

100 is custom de- 

signed for mechan- 
ics who want the finest protection plus 
maximum accessibility for fine tools. It has 
eleven drawers—seven cork lined for fine 
tools, three heavy duty for large tools and 
one extra deep for power tools. A single latch 
locks the entire cabinet. 1214" x 19" x 2614” 
overall. Two-tone oil-resistant finish _red 


ms HUOT 250 
ROLLING 
CABINET 


A BULLDOG FOR 
PUNISHMENT—com- 
bines large drawers of a 
Porta-Cab and smaller 


drawers of a chest for complete range of 


storage. Rugged girder- desi n and members 
—single built-in lock—‘‘Flying a 
casters. Se even drawers: three 134" x 654 
16”, two 134” x 2114" x 16’, and ‘two 3%" x 
21% 6” x 16". Overall, 18” x 2614" x 33°—115 
lbs. “Gleaming red or blue finish. 


MANY OTHER MODELS NOT ILLUSTRATED 


Huot rhymes with “Do It” 





HUOT MANUFACTURING CO. 
587 N. Wheeler St. « St. Peul 4, Minn. 
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IGOA Studies Licensing 
(Continued from page 81) 


get plan and cooperative advertis- 
ing, Harvey B. Carlton, director 
of sales promotion, Family Fi- 
nance Management Corp.; appren- 
ticeship and training, Robert E 
Earley, IGOA national consultant. 

There were no mass entertain- 
ment or dining features the first 
day, and luncheon the second day 
was the only meal at which all 
sat together. And it was on this 
occasion that the mechanic-licen- 
sing issue was injected into im- 
mediate IGOA thinking by Cook, 
whose address was entitled, “Pro- 
tecting the Repair Industry.” After 
an extensive introduction in which 
he reviewed progress within the 
industry, Cook declared: 

‘It is the opinion of many in 
our industry that legal registra- 
tion, or licensing, is absolutely 
necessary to raise the standards 
of our repair trade and, at the 
same time, offer protection to the 
motoring public. 


Importance of Repairing Cars 


“Modern civilization has found 
it necessary to regulate the prac- 
tice of persons whose activities deal 
directly with the protection of 
lives, health, rights and property 
Elimination and exclusion of the 
dishonest and unqualified from 
the practice of certain professions 
and trades, for reasons of public 
welfare, are indubitably justifi- 
able. Hence the restrictions im- 
posed upon the activities of doc- 
tors, lawyers, realtors and others.” 

After including work of the 
automotive repairer among pro- 
fessions responsible for life, health 
and property, Cook continued: 

“It is true that among many of 
the professions and trades having 
legal registration and _ licensing, 
there are individuals engaged in 
the particular industry who have 
voiced violent opposition to such 
registration, interpreting this as a 
tax on their fields of practice. It 
is noticeably true, however, that 
those who are competent have, in 
general, raised no serious objection 
to having their competence certi- 
fied because, by this process, they 
were eliminating competition from 
the non-competent and the un- 
qualified. 

“Yes, the repair trade should 
have the power to sustain its good 
name and public esteem by dis- 
owning those who present them- 
selves as belonging to it, but lack 
the proper qualifications or prin- 
ciples to merit the name or the 


financial reward and prestige at- 
tached to the trade. 

“Uniformity, of course, is al- 
ways difficult to obtain through- 
out the nation, because each state 
is rightfully an independent com- 
monwealth and has a right to 
establish its own police power 
regulations. In order to obtain a 
measure of uniformity, however, 
IGOA might develop a model law, 
which may be used as a guide for 
the many IGO state associations 
Very definitely, it will be neces- 
sary to revise and bring up to date 
such a law or model law repeated- 
ly, to fit the changes that will 
certainly occur in the coming 
years 

“In conclusion, I believe that 
legal licensing should be a goal 
toward which IGOA, as an associa- 
tion of the members of this, our 
repair industry, could work to see 
that such laws are passed and 
that all persons working at the 
trade should be registered in their 
state. This, in turn, would bring 
forth better standards and higher 
ethics from the industry for the 
benefit of both industry and the 
public in general.” 


IGOA Needs No Apologies 


In the final board meeting, 
Reagin called for a report from 
the advisory committee and D. D 
Minshall, sales manager for The 
Gates Rubber Co., responded, say- 
ing the committee believes IGOA 
is now a going concern and needs 
make no apologies 

“You are trying to build an 
ideology into an actuality and that 
has, in fact, been done,” he said 

He reviewed previous commit- 
tee recommendations, said IGOA 
needs money and needs to spend it 
and suggested an “idea book” at 
national headquarters with reg- 
ular monthly mimeographed re- 
ports on its contents to locals. 

He said it was the opinion of 
the committee that there is “more 
potential from members _ than 
from allied members” and said 
the committee recommends that 
allied members set up training 
programs on their products. 

Henry S. Clark of Unit Service 
Exchange Co., Atlanta, another 
member of the committee, report- 
ed on success of the Macon, Ga., 
chapter with road signs promoting 
IGOA and supplied free by allied 
members. He suggested a com- 
mittee to investigate possibilities 
of this program on a national scale 

Stanley E,. Kinkor, sales man- 
ager for Lempco Products, Inc., 
Cleveland, was the third member 
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of the committee to speak briefly. 
He said, “All you need is money. 
Your statement doesn’t look good, 
but it can be corrected.” 

Secretary-Treasurer Millinger 
reported briefly for the executive 
committee on the mechanics in- 
volved in operating IGOA and, 
reporting for the finance commit- 
tee, said that group recommended 
increasing the travel allowance of 
Executive Director James from 
$5,000 to $7,000 annually and in- 
creasing his mileage allowance 
from nine cents to ten cents. 

Harold Grindle, chairman of the 
legislative committee, recommend- 
ed that Ford Motor Co. be added 
to the list of vehicle manufactur- 
ers “who are in the insurance busi- 
ness.” 

Other recommendations heard 
by the board included: A com- 
mittee on body shops and a com- 
mittee to work towards establish- 
ing a standard quality for brake 
lining; agitation by all states 
where there is no annual vehicle 
safety inspection law for such 
legislation. 

Fred Bethel, temporary presi- 
dent of IGO-Texas, asked for sup- 
port of the Southwest Automotive 
Show, scheduled for Dallas March 


24 through 27, and President Rea- 
gin thereupon asked all members 
in surrounding states to support 
this activity. 


Chrysler Reelects McElroy 


Reelection of Neil H. McElroy, 
former secretary of defense, to the 
Chrysler Corp. board of directors 
has been announced by Chrysler 
President L. L. Colbert. A direc- 
tor from January 1952 to October 
1957, McElroy was, at the time of 
his appointment by President Ei- 
senhower, also a member of the 
finance committee of the corpora- 
tion. He was reappointed to that 
post 


Savannah Dealers Name Backus 


George Backus, Cadillac-Pontiac 
dealer, is the new president of the 
Savannah (Ga.) Automobile Deal- 
ers Association. Other officers are 
John Dekle of J. C. Lewis Motor 
Co. (Ford), vice president, and 
Bill Perry of Motor Contract Co., 
secretary-treasurer. Directors are 
Frank Durden of Consumers Fi- 
nance, Stewart Carter of Tarratus 
Oldsmobile Co. and Car! Weislogel 
of Barnett Motors. 














ALL 


AIR CONDITIONING 
"60 AUTOMOBILES 


spore Final Cpeen 


VALIANT 
FOREIGN CARS 





EASY TO INSTALL AIR CONDITIONING KITS ARE READY FOR 
IMMEDIATE DELIVERY ON ANY ‘60 MODEL AMERICAN OR 
FOREIGN CAR WITH COMPLETE INSTRUCTIONS .... 


SOME DISTRIBUTOR TERRITORIES 
ARE AVAILABLE Write or Call 
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FUEL PUMPS 
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Binalon® Diaphragm 


“Certified test results: 


Continuous operation “1000 hours 
at 80mph without breakdown —— 
equal to 4 times around the world” 


Only Binalon® — bonded 
DuPont nylon and bina 
rubber will withstand 
this punishment. 

An exclusive feature of Kem 
Fuel Pumps. 
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Making a Quick Repair 
To Cracked Fuel Line 


A FRACTURED fuel line can be 
repaired without removing it 
by first cleaning the break thor- 
oughly, then applying several 
coats of quick-drying lacquer. 
Fingernail lacquer will do. 

Before the last coat is dry, wrap 
the break several times with strips 


% 


of metal foil and apply more 
lacquer. Next, cover the area com- 
pletely with wrappings of cellulose 
tape. This repair can be made on 
the road or until a replacement 
line can be obtained. No tools are 
needed and the repair material is 
available everywhere.—Glen F. 
Stillwell, 340 Ninth Street, Man- 
hattan Beach, California. 


Finding Defective 
Distributor Caps 


N IGNITION coil from a Model T 

Ford finds shorted, cracked 
and otherwise defective distributor 
caps in a hurry. 

Primary of the coil is hooked to 
the car’s battery and the high- 
voltage wire off the secondary is 
played around the cap. The spark- 
ing cable used to test the cap will 
soon locate a bad cap which might 


otherwise elude the troubleshoot- 
ing job. Be sure to apply only six 
volts to the coil. For 12-volt bat- 
teries, have one lead to the pri- 
mary hooked up in series with a 
dropping resistor. We 


keep this 





sh he 


All units built for top performance. 


See your local C-H jobber or write Cole- 
Hersee direct for additional informa- . 
tion. 20 OLD COLONY AVENUE, BOSTON 27, MASS. 
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GOT A GOOD 
$ IDEA? 

time - saver or shop 

short - cut accepted 
A photo or rough sketch will 
make your idea more valuable. 
ously published, offered for our 
exclusive use, can be consid- 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 


will be paid for every 
for publication in this section. 
Only original items, not previ- 
ered. Send them to: Southern 
Rejections cannot be returned. 











handy unit in a cigar box.—Stan 
Clark, Stanley Clark Service, Box 
2162, East Bradenton, Florida. 


Effecting the Removal 
Of Broken Door Key 


en cag ong when a broken- 
off key in a door lock resists 
conventional methods of removal, 
the illustrated method has been 
successful. 

Key stub is drilled and tapped 
with an extremely small machine 
screw tap and tap is then used as 
a pulling tool to extract it. I have 


used a No. 4-40 tap, although 
thinner keys might require a No. 2 
size, It is necessary to choose the 
thickest possible section of the key 
for drilling and be sure to care- 
fully prick-punch it in order that 
the drill will start whenever de- 
sired.—H. J. Gerber, Assistant 
Professor, Oklahoma State Uni- 
versity, Industrial Building, Room 
107, Stillwater, Oklahoma. 
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Utilizing Simple Siphon 
To Drain Drum Contents 


| Is comparatively easy to with- 
draw liquids from a full drum, 
but to transfer liquids or remove 
them when contents of the drums 
are low, we use a simple siphon. 

Brazed to an air inlet and a tube 
that goes down inside the drum to 
its bottom is a plug that screws in- 
to the regular bunghole in the 
drum. When drum is full, the flow 
of liquid is easy to start. As it 
empties, we hook an air line to the 





MAN 
MOST 
LIKELY 
TO 
SUCCEED 
IN ’60 


He Took PACCO’S 


Course In 
Carburetor Tune-Ups 


He spent three hours with a man 
from Pacco—world’s top maker 

of carburetor tune-up kits. 

He sharpened his skill, and walked 
out with a diploma to prove it. 
Plus an illustrated Pacco Service 
Manual that shows how to take the 
torture out of the toughest tune-up. 
He'll walk away with more tune-up 
business this year. He could be 
you...if you enroll now for Pacco’s 
1960 Service Training Course. 

See your Pacco Man, or write 


Pw 








PRECISION AUTOMOTIVE COMPONENTS COMPANY 
Manchester, Mo. 
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projecting air inlet “A” and put 
in about four or five pounds of air. 
The last drop in the drum will 
breeze right on up the tube and 
out.—Harry J. Miller, 991 Forty- 
Second, Sarasota, Florida. 


Making a Simple Gauge 
For Valve Guide Depth 


H= is a sketch of a simple 
gauge which I made to insure 
the correct depth that a valve 
guide must be driven into its 
place 


®” TIE BOLT S°LG 


$"X1°X3" 
STEEL FLAT 
DRILL TAP 
. FOR TIE BOLT 
LOCK NUTS~ 


Using a 5/16” tie bolt, obtain a 


piece of strap steel and tap a hole 


in the center to take tie bolt 


thread. Run a wing nut of the 





best metal cleaner 
and paint stripper 


Now in 114, 3 and 6 Gallon size carburetor bench kits with 


basket . . 


also | Gallon cans 


For easier cleaning of Automatic Transmission and Engine 

parts, GUNK HS. is supplied in 30 and 55 Gallon size 

open-head drums which are ideal immersion tanks. Heavy 

duty baskets are available for easy handling of parts. The 

replenishable floating-seal makes GUNK HLS. last longer 
. Powerful self-scouring action SAVES LABOR! 


Write us today for complete information 


® Reg. trade mark 


—_ GUNK CHICAGO CO., River Forest, Illinois 


thwe 
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same thread up on the tie bolt and 
then the strap. About 1” from the 
tapered end of bolt, screw on two 
nuts and lock them. Bar is placed 
on top of the block, and head of 
tie bolt is used to run bolt down 
to top of the guide. Wing nut 
locks it there. 

Do this before the old guide is 
removed and then drive the new 
one down until the set gauge pin 
stop (which is the jam nuts) 
touches the guide. This setup can 
be used on all L-head engines and 
on many of the overhead-valve 
jobs.—Carl B. Odam, 3809 Flint 
Avenue, Lubbock, Texas, 


Starting Wood Screw 
Without a Drill 


— it is necessary to start a 
wood screw in hard wood 
where a starting drill cannot be 
used, or when a tool is not avail- 
able, much time and effort can be 
saved by using a_ spring-type 
clothespin. 

Place screw in jaws of clothes- 
pin. Jaws are held tight by means 
of a rubber band looped around 


them, or another clothespin o! 
spring clamp may be used more 
conveniently. With screw thus 
held securely, device is placed at 
the desired spot and screw can 
then be started readily.—Glen F 
Stillwell, 340 Ninth Street, Man- 
hattan Beach, Calif. 


Employing Paint Roller 
To Stencil Truck Body 


Wwe we have had a job of 
stenciling names and num- 
bers on bodies of trucks and 
trailers, we used a narrow trim 
paint roller to apply the paint to 
the stencil, instead of a regular 
stencil brush. This is not only 
faster than a brush, but easier on 
the stencil. 
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Place about a 
enamel on a flat piece’ of metal 
and roll out to a thin layer. 
Enamet can then be transferred 
by the roller from the metal to 
the stencil for a faster and neater 
job.—Harry J. Miller, 991 Forty- 
Second, Sarasota, Florida. 


Making Wrench to Turn 
Lincoln Wiper Nuts 


Or” THE 1958-60 Lincolns the 
wiper post nuts are so deeply 
recessed in the cowl that it is im- 
possible to turn them without a 
special tool. 

Such a tool can easily be made 
from a length of 4%” pipe (see il- 











lustration). For simplicity, it can 
be turned with pliers.—R. D. Hud- 
gens, 2814 Lillian Street, Shreve- 
port, Louisiana. 


Using Discarded Brush 
As Soldering Aid 


A DISCARDED brush—either bris- 
tle or wire—will prove most 
useful as a soldering aid if fastened 
permanently to the bench top or 
the wall where soldering is done. 

A wire brush is preferred for 
cleaning soldering irons and for 
this purpose the handle can be 
sawed off a worn wire brush and 
the remainder screwed to the 
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teaspoon ~ of: 


bench top for the purpose de- 
scribed. Such a brush placed near 
the vise will prove handy in clean- 
ing small hand-held parts and will 
save time and steps when a regu- 
lar wire brush is not available.— 
Glen F. Stillwell, 340 Ninth Street, 
Manhattan Beach, California. 


Discovering the Trouble 
With Transistor Radio 


W: DISCOVERED the reason a 
customer’s transistorized radio 


played okay on the bench, but not 


in his car, was that although the 
hot lead and post on his battery 
were plainly marked POS and 
NEG, with the negative cable 
grounded on the chassis, neverthe- 
less our voltmeter indicated oppo- 
site polarity. 

Further check revealed the 
customer had had his battery 
charged recently—evidently re- 
verse-charged. Recharging the bat- 
tery to correct the wrong polarity 
had the radio playing as it should. 
—Stanley Clark Service, Box 2162, 
East Bradenton, Florida. 
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with IMCO Brakes 


and more profitable, too! 
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SOUTHERN JOBBERS 
and FACTORY MEN 


Easing Discount Gripes 


By RUEL McDANIEL 


septate to unqualified indi- 
viduals is probably the biggest 
gripe of garagemen about jobbers, 
and one Texan wholesaler believes 
he has at least trimmed these com- 
plaints by his system. 

“One of the major problems of 
this business,” said Leland D 
Johnson, head of Truck Parts Sup- 
ply, Pharr, Texas, “is to work out 
a discount schedule satisfactory to 
everyone and still leave something 
for profit. 

“We haven’t done it yet and 
probably never will, but we have 
reduced complaints during the past 
two years under our current plan.” 

The company has a sliding scale 
of discounts, depending on the cus- 
tomer. The highest discount goes 
to garages and to fleet owners who 
do their own maintenance. The 
discount here is the same. 

Owners operating more than ten 
trucks, but without their own 
maintenance, receive the next 
highest discount; and the discounts 
are less and less from that point, 
down to the one-truck man, who 
receives a modest discount, but 


178 


only a fraction of that allowed the 
dealer or garage. 

“Still, we receive complaints 
now and then from garage own- 
ers,” said Johnson. “A one-truck 
man, seeking to save every penny 
possible on his repair job, comes 
over here, buys his parts and takes 
them to the garage to install. That 
knocks the garage out of a parts 
profit, but there simply is no one 
plan that will suit everyone. 

“It is the custom in this area for 
even a one-truck owner to get a 
smal] discount. And the custom is 
not without justification. Some- 
body must bring the worn-out part 
over to have us match it. If the 
owner doesn’t do it, then he must 
pay a mechanic for the time he 
utilizes in doing it; so he is justi- 
fied in saving what he can by do- 
ing the leg-work. Some garagemen 
see it our way, some don’t.” 

In five years Truck Parts Sup- 
ply has upped its volume by two 
and one-fourth times. Last year’s 


volume was up 44% from the pre- 
vious year. 

Johnson started in business in 
1945 by taking the $700 he re- 
ceived when he left the Navy to 
buy government surplus trucks 
and resell them. Within a year he 
found that to sell and service 
trucks, he needed parts. Soon the 
parts business became the tai] that 
wagged the dog, and he gradually 
relinquished the truck business 
and concentrated on truck parts 

“It took awhile for us to get 
going,” he explained, “for several 
reasons. The most important one 
was lack of manpower. That is our 
chief problem even today, although 
we have trained some good men 
by now and the problem is not so 
acute. It requires a long time for 
a man to become a good truck 
parts salesman, either over the 
counter or on the road, and today 
our growth hinges almost entirely 
on obtaining and training good 
men.” 

The basic reason for the difficul- 
ty in obtaining good truck parts 
men is that every truck part is an 
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Volume has climbed 44% here 


individual matter. You can’t re- 
place the average truck part 
merely by referring to a number 
in a catalog. Most of them must 
be matched up over the counter, 
and that is why the parts man 
must know a lot about truck parts, 
Johnson stressed. 

Although the company stocks a 
complete line of truck parts, it has 
built more than a local reputation 
among truck dealers, fleet opera- 
tors and garages through its ex- 
ceptionally large stock of axle 
shafts and drive shafts. 

To promote the business further 
through these two items and to 
quicken service, the company in- 
stalled a machine shop five years 
ago, with equipment confined pri- 
marily to work on axle and drive 
shafts. The shop makes it possible 
to cut down, extend balance and 
fit shafts on the premises 

“Axle and drive shafts are tre- 
mendously important to the av- 
erage truck owner and garage 
servicing trucks,” Johnson ex- 
plained, “and we find that if we 
can provide a complete stock of 
these two items and machine them 


PARTS SUPPLY “ 


quickly to fit the job, other parts 
more or less sell as a matter of 
course.” 

The company promotes its serv- 
ices and parts mainly through di- 
rect-mail advertising, which it 
produces on its own duplicating 
machine. The average piece fea- 
tures specific items of more than 
normal demand, with descriptions 
and prices. These mailings go to 
car dealers, independent garages 
and owners of fleets which have 
their own particular maintenance 
set-ups. 

A service that is essential in 
operating a truck parts business, 
Johnson said, is a willingness and 
provision for supplying emergency 
service at night. 

“Naturally we don’t like to have 
to do it, but we are prepared to get 
up at any hour of the night and 
provide parts for emergency jobs, 
either in independent garages or 
the maintenance shop of a custom- 
er. By stressing constantly that we 
are willing to do this only in gen- 
uine emergencies, we are able to 
hold down the demand for this 
sort of service, however.” 


Machining truck shafts and axles has helped build parts sales. 
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in 12 months. Truck parts are a specialty. 


Kentucky Jobber Wins 
ASIA Forum Award 


OHN G. Irvin, sales promotion 

manager for Kentucky Ignition 
Co., Lexington, was first-place 
wholesaler winner in “The Man in 
Management: His Responsibility 
and Opportunities” essay contest, 
sponsored by the Young Execu- 
tives Forum of Automotive Service 
Industry Association. 

Besides $100, Irvin received 
roundtrip transportation paid to 
New York City this month where 
he was to present his essay at 
Carnegie Hall at the third general 
session of ASIA’s national conven- 
tion. 

David E. Kile, Thomas S. Perry 
Co., Inc., warehouse distributor of 
Atlanta, Ga., received honorable 
mention. 


Gates Names Louisianan 
Field Sales Manager 


(> R. Spencer, 32, a native 
of Spencer, La., has been pro- 
moted to field sales manager of 
Gates Rubber Co., Denver, Colo., 
according to Clarence H. Mingle, 
executive vice president in charge 
of merchandising. 

Manager of the company’s dis- 
tributor sales since 1957, Spencer 
is now in charge of over 200 field 
representatives in 20 districts over 
the country. He attended Louisiana 
Tech and Louisiana State Univ- 
ersity and became a_ part-time 
Gates employe in 1951 while 
finishing his work on a master’s 
degree at Denver University 


Vining to Lead Vellumoid 


Appointment of Rodney M. Vin- 
ing as general manager of The 
Vellumoid Co., subsidiary of W. R. 
Grace & Co., has been announced 
by William L. Taggart, Jr., execu- 
tive vice president of Grace's 
Dewey and Almy Chemical Divi- 
sion. Vining was formerly Dewey 
and Almy treasurer and controller 
He joined that division in 1950. 
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Sales Up 18-20% for Many 


ome volume for 1959 over 1958 
climbed 18 to 20% for a large 
number of Southern and South- 
western wholesalers. 

Answers to a questionnaire sent 
to 350 showed nearly a third re- 
porting this percentage rise. Try- 
ing to keep net profit in step with 
increasing sales was termed dif- 
ficult, if not impossible, by some 
jobbers. 

Ninety-seven per cent listed 
higher sales for last year over ’58, 
while 142% reported the same 
amount and an equal percentage 
found their volume downturning. 

A number of NAPA wholesalers, 
including some of the largest in 
the South, reported sales of around 
20%, keeping them in line with 
the national average for that 
group. 

A veteran Birmingham, Ala., 
wholesaler reported business for 
the year up 20% “due to rising 
Southern market and hard work. 
The business is here if you go 
after it.” 

This executive also reported: 

“Our greatest problem at the 
present time seems to be collec- 
tions. Our loss to bad credit is 
still not too bad percentagewise, 
but we find that a good many of 
our large accounts are failing to 


Election of J. Wallace Nall as a 
vice president of The Lamson & 
Sessions Co. has been announced 
by President George S. Case, Jr. 
A graduate of Alabama Poly- 
technic Institute, Nall joined the 
company in 1937 at its Birming- 
ham, Ala., plant. He became sales 
manager of the Birmingham Divi- 
sion in 1945 and in 1958 was 
named general manager of the 
Chicago Division, the position he 
now holds in addition to his new 
duties as vice president. 
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discount for the first time. This 
includes car dealers and large 
construction firms.” 

Florida and New Mexico job- 
bers continued to show increases 
in sales, reflecting the rapidly 
rising motor vehicle registrations. 

The eased-off chicken market 
held down business in some North 
Georgia areas. Jobbers in the 
Carolinas particularly listed rises 
from ten to 20%. 

A mid-Georgian reported his 
sales up three per cent and “prof- 
its down sharply.” He added: 

“When the jobbers can prevent 
the large warehouses from open- 
ing up small jobbers with a few 
hundreds in stock in small towns 
normally worked by old-line job- 
bers and also restrict selling to 
so-called wagon pedlars, this in- 
dustry will be a lot better off. If 
this is not done, there will be 
many closed doors by the end of 
1960.” 

A small-city Tennessean report- 
ed volume up five per cent and 
profit down that same percentage. 

A small-city Marylander re- 
ported volume off 12% and com- 
mented: 

“Must be lousy management 
We are asking ourselves about it.”’ 

Sales were up six per cent for a 
Kentuckian, while accounts receiv- 
able had climbed 18% over 1958's. 

One of the biggest aftermarket 
operations in Florida reported 
volume climbed 35% last year. 

A Texas firm which emphasizes 
truck and fleet parts experienced 
a rise of 44% in sales. 

An Oklahoman who has been 
in business only a few years re- 
ported his volume whipped ’58’s 
by 20%, and one of the best known 
Louisiana firms, with several 
branches, topped ’58 by 19.5%. 

From central Florida came a re- 
port of a rise of 15% with the ob- 
servation: 

“Business all over Florida seems 
to be in high gear.” 

Maybe this was true also in 
Mississippi, where a long-time firm 
with a number of branches found 
its °59 sales higher by 18.31%. 


Wagner Electric Corp. of St. 
Louis, Mo., has changed the name 
of its Automotive Parts Division 
to Parts and Accessories Division, 
appointing Forrest G. Wilson (top) 
as general manager of the division. 
Former Western Sales Manager 
Gotha W. Hill (bottom) succeeds 
Wilson as sales manager. 


Sales for a North Carolinian 
climbed 19%—from $412,742 to 
$490,947. Aside from changing 
branch operations, the manage- 
ment attributed this to “better 
business and higher prices.” 

“Depressed farm conditions” 
disappointed a North Carolinian 
in his fourth quarter, with the 
result his ’59 sales increased only 
10.8%. 


Max Hayes Become Chairman 


Max A. Hayes has moved up 
from president to chairman of the 
board of directors and F. B. “Doc” 
Shuford, formerly general man- 
ager, is president of Hayes & Hop- 
son, Inc., Asheville, N. C. C. M. 
Hyatt and O. L. “Pete” Garner are 
new vice presidents and Samuel 
Hubbard is secretary and treasur- 
er. Hayes & Hopson was founded 
in the early ’20’s. Max Hayes is a 
past president of the Southeast 
Automotive Show and one of the 
founders of the North Carolina 
Automotive Wholesalers Associa- 
tion. 
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Everett Davis (left) is shown here making the first purchase from the 

“Bayou Branch” store opened by Auto Parts House, Inc., Lafayette, La., 

at 1202 Gen. Mouton Ave. on Jan. 4. Davis also made the first purchase 

from the parent store when it opened in October 1929. Behind the 

counter are (Il. to r.): J. M. Jennings, Jr., vice president and sales man- 

ager; L. Raoul Gerac, president and general manager, and Lennis J. 
Allemand, branch manager. 


Heitman Leaves Carter; 
Miller Will Manage 


| rama F. Miller, formerly 
manager of the Equipment 
Division of American Can Co., has 
been named manager of manufac- 
ture for Carter Carburetor Division 
of ACF Industries, Inc. 

Miller, whose appointment was 
concurrent with the resignation of 
Charles E. Heitman as president 
of the division, will be responsible 
for all functions of the division 
other than sales. Sales vice presi- 


dents—for original equipment and 


aftermarket—will henceforth be 
directly responsible to the ACF 
vice president of marketing 


C. E. Allderdice, Jr. (shown here), 
has been elected president of The 
Bell Co., Inc., Chicago, succeeding 
J. M. Bell, who became chairman 
of the board. M. B. Bell is vice 
president and C. J. Bell, secretary- 
treasurer and chairman of the 
executive committee. Allderdice, 
who joined Bell in 1941, is also 
second vice president of the 
Chemical Specialties Manufactur- 
ing Association and is on its board 
of governors. 


B & D Appoints Treslar 
General Sales Manager 


a of Glen H. Tresla1 
to the newly-created position 
of general sales manager of Black 
& Decker Mfg. Co.’s industrial- 
autemotive division has been an- 
nounced by Raymond G. Horner, 
vice president—marketing. 
Treslar started his electric tool 
career in 1926 as a salesman in 
Chicago with the Van Dorn Elec- 
tric Tool Co. of Cleveland. When 
that company was purchased by 
Black & Decker in 1928, he was 
named branch manager of the 


Harold R. Long, AC Spark Plug 
Division zone sales manager in 
Jacksonville, Fla., since 1955, has 
been appointed eastern area serv- 
ice manager, Edgar H. Francois, 
general sales manager, announced. 
Long joined AC in 1938 as a com- 
bination dealer and territory man- 
ager covering the Carolinas. He 
was field service representative in 
the division’s war products de- 
partment from 1941 to 1945 and 
was then transferred to sales 
supervisor of the Atlanta region. 
In 1946 he became zone manager 
in the Carolinas and Georgia. 
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R. D. “Bob” Hester has been ap- 
pointed general sales manager of 
the automotive division of Ammco 
Tools, Inc. A veteran of 29 years 
in the automotive aftermarket, 
Hester most recently was automc- 
tive division manager of Thermoid 
Co. He will be working with and 
under the supervision of Marty 
Bazner, Sr., vice president and 
director of sales. 


Cleveland district. Most recently 
he was manager of the northeast- 
ern region. 


Miami Parts & Spring 
Selects Schmeling 


ILLIAM F. “Bill” Schmeling, 
formerly sales manager of 
Wausau Motor Parts Co., Wausau, 
Wis., has been named _ general 
manager of Miami Parts & Spring 
Co., Vice President F. B. Hunter 
announced. 
Hunter said, “Our outlook fo1 
1960 is very encouraging.” 


Appointment of E. R. Oakley as 
district manager for the Permatex 
Co., Inc., in Kansas, Missouri and 
parts of Arkansas and Oklahoma 
has been announced by Lou 
Delanglade, regional manager for 
the mid-central states. A native of 
Webster County, Kan., Oakley for 
the past five years has been a 
manufacturers’ representative. He 
will maintain headquarters in 
Kansas City. 





Here are most of the group attending the unusual instructional meeting for jobber salesmen at Charlotte. 


Salesmen Get "“Reworking" to Aid 
Them in Serving Repair Customers 


— salesmen in four 
Southeastern states are having 
their knives sharpened to do a bet- 
ter job of serving shop operators 
and mechanics in a program be- 
lieved to be the first of its kind in 
the South, if not the nation. 

H. F. “Red” Reagin of Atlanta, 
president of the Independent Ga- 
rage Owners of America, started 
the ball rolling unknowingly by 
pointing out in several recent 
speeches the need for jobber 
countermen and salesmen knowing 


In addition to his present duties 
as merchandising manager for 
battery sales for The Electric Au- 
tolite Co., Robert Price has been 
named merchandising manager 
for all automotive batteries pro- 
duced by the company, according 
to Edmond T. Duffy, director of 
replacement sales. Price, who 
joined Autolite in 1949, will es- 
tablish merchandising policies, de- 
termine product lines, consult 
with engineers and participate in 
sales promotion planning. 


more technical facts about the 
products they were endeavoring to 
sell. Too many times the salesmen 
were unable to answer questions of 
garagemen, he pointed out. 

Several weeks ago the Auto- 
motive Mutual Warehouse Associ- 
ation held a meeting at its Char- 
lotte, N. C., headquarters, Repre- 
sentatives of seven manufacturers 
then explained in a day-and-a-half 
training session to salesmen the 
fine points of the products they 
represented, followed by a ques- 
tion-and-answer period. 

The salesmen came from firms 
in the Carolinas, Virginia and 
Tennessee who purchase from 
AMWA. They heard information 
designed to familiarize them with 
the items—not instructions on how 
to sell the products. 

In conclusion Reagin summarized 
what he had heard and suggested 
changes in future training sessions 
which he felt would aid the sales- 
men better to serve their repair 
customers. 

William A. “Bill” Shope of 
Atlanta, representing Thermoid 
Division of H. K. Porter Co., who 
was chairman of the meeting, com- 
mented: 

“The object in having the sales- 
men there was to get the questions 
out of them and have competent 
people there to answer them. If the 
man’s boss was allowed to be there, 
he might be timid and we wouldn’t 
accomplish our purpose.” 

The next workshop will be held 
in mid-spring, and at a subsequent 
summer meeting each salesman 
will be asked to bring a mechanic 
At that latter meeting it is expect- 


ed that factory men will break 
down their products and explain 
the working parts. An automatic 
transmission representative, for 
example, would take one down and 
put it back together to stimulate 
questions and to spread knowledge 
of such complicated parts 

W. B. Shope, brother of William 
A. Shope, is general manager of 
AMWA. 

Factory men present besides the 
latter included Roy P. Quiram, 
Tony Faison and J. B. Hinson of 
Lempco Automotive, Inc.; Henry S 
Clark and V. T. Pendley of Me- 
chanic Engineered Unit Co.; J. A 
Mitchell, Terry Dean and Jim Grey 
of Monroe Auto Equipment Co.; E 
C. Howell, Charles Tinsley, Jimmy 
Hyde and Boyce Jones of Thermoid 
Division; Lee Wolfe of Prest-O- 
Lite Division; Al Edwards and R 
H. Melton of Sealed Power Corp 
and R. W. Owens, Norman Hull- 
Ryde, Henry Boshamer and John 
Poag of Wix Corp. 

Firms doing business’ with 
AMWA include some of the best- 
known wholesalers in the South- 


east. 


Hutt Opens Louisville Store 


Opening of Joe Hutt Motor Parts 
at 715 South 16th St. in Louis- 
ville, Ky., has been announced by 
Joe Hutt Motors of that city. Presi- 
dent of the new facility is Joe 
Hutt, Jr., and Ray Potts is parts 
manager. 


Coronado Names Dallas Firm 


W. Frank Russell Co., manu- 
facturers agent in Dallas, Texas, 
has been named representative for 
Coronado Mfg. Co. of Long Beach, 
Calif., in Texas (El Paso ex- 
cepted), Oklahoma, Arkansas and 
Louisiana. 
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J. H. Carruthers of Dallas was 
first in drawing Jan. 15 for space 
in the show. He is shown blocking 
out booths he selected after his 
name was drawn by Elmer John- 
son of Johnson Automotive, Dallas. 
Watching Carruthers are (I. to r.): 
Yancy Robertson of Robertson and 
King. show president; A. L. Bar- 
nett, show manager; T. H. Everett 
of Dallas, chairman, show com- 
mittee; Johnson and T. C. “Buddy” 
Garrett of Dallas, show committee 
member and past show president. 
Booths totaling 305 of the 346 
shown on the diagram were al- 
lotted in the drawing, but the 
show can be expanded to accom- 
modate additional exhibitors. 





Southwest Show Plans 


Big Jobber Roundup Pe a a 


UTOMOTIVE wholesalers from 
four states will converge upon (ee You at the ky Te 
Dallas, Texas, on March 23 for a 


Southwestern convention before * COLISEUM e ,- 


the Southwest Automotive Show : 
opens for a four-day run the fol- . NEW YORK .CITY 4 


lowing day, March 24. 1960 1 A. S. I. SHOW February 10-13 b 


This was decided in a December 

meeting of the show directors with 

G. C. Morris, executive director of an a 2 & » ae @® 
the Automotive Wholesalers of * a @ os 2 e @ e a o a e 2 

Texas; Tom Payne, executive sec- Displaying 

retary of the Automotive Whole- GRANT PISTON RINGS 


salers of Oklahoma, and Jules and The New and Proved 


Lamothe, executive secretary of GRANT FORGED PISTONS 
the Automotive Wholesalers of 


Louisiana. Tligeleltlalate 

Although there is no Arkansas The New “INDUSTRIAL 
association, wholesalers of that ELECTRIC DISPATCHER 
state are included in the invitation 
and Doyle Moore, Automotive 
Parts Co., Little Rock, and a show 
director, said wholesalers of his 
state will support the convention 
with enthusiasm 

According to the three state as- 
sociation secretaries, a convention 
program—as yet incomplete—will 
feature outstanding industry 
speakers, a panel discussion on 
“How Are Trade Prices Estab- R 
lished?” and a luncheon meeting. = , INDUSTRIAL *. | 

Convention headquarters will be ELECTRIC i 
the Statler-Hilton Hotel in Dallas DISPATCHER ki 
and any and all expecting to at- é 
tend and requiring hotel reserva- 
tions are urged to make their re- 
quests at the earliest possible We will be in Booths 
date. Dallas hotels are cooperating 3708 - 3710 from 
with the show on housing and February 10th through the 13th 
hotels are making no direct com- é 
mitments. Reservation requests 
should be addressed to Southwest 
Automotive Show, 2023 Lucas Grant :..< Grant 
Drive, Dallas 19, Texas. 241 No. Westmoreland Ave., Los Angeles 4, Calif. 

The usual kick-off banquet has 
been scheduled for the night of 
March 24 in the Statler-Hilton 
ballroom. 


FORGED PISTONS 


“4 


fF bob iy if 


MY 2257-; 


cone DP 


Please drop by 
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tire & tube 
repairs do a 
better job 


FASTER! 


Because they're designed to do a 
better repair job in less time per 
repair, Akro tire and tube repairs 
mean you can make that much 
more money on each repair job, 
and there’s an Akro repair for 
every repair application. Ask your 
jobber about Akro and get started 
on the road to more profitable 
tire and tube repairing business! 


DOUBLE CUSHION 
TIRE PATCH 


REPAIR CABINET 


TUBELESS 
\ TIRE 
\ REPAIR 
— PLUGS 


DUAL-DUTY COLD 
VULCANIZING PATCHES 


LIQUID 
RUBBER 
BUFFER 


PERMA-PATCH 
TIRE REPAIR 


“Automotive Service and 
Know-How Since 1929” 
BUXBAUM 


PRODUCTS CoO. 
CANTON 2, OHIO 
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Sales representatives, district managers and field engineers of Grey- 

Rock Division pictured here attended a recent five-day national sales 

conference at the Statler-Hilton Hotel in St. Louis, where sales, adver- 

tising and merchandising plans for 1960 were presented. Highlighting 

the meeting was a visit to the brake school operated by Barrett Equip- 

ment Co. of St. Louis. John MacMurray, Grey-Rock sales manager, 
was in charge of the conference. 


Tarheel Plans Repeat 
Of Factory Party 


A REPEAT of its highly successful 
reception and dinner for fac- 
tory men has been set by Mac- 
Millan & Cameron Co., Wilming- 
ton, N. C., for Feb. 24 at the Cape 
Fear Country Club. 

The firm’s main store was un- 
roofed by hurricane Diane in 1955 
and hurricane Ione brought flood 
tides into the New Bern branch, 
inflicting heavy damage. Because 
their supplier representatives 
helped them clean up and restock 
quickly, President Bruce Cameron 
and others gave the first party. It 
was so successful that a second 
was held in 1958. 

The third version will begin 
with a cocktail hour from 7 to 8 
p.m., with dinner following. From 
150 to 200 factory men are ex- 
pected to be present, according to 
Sales Manager Allen Lewis, cur- 
rently~ president of the North 


Carolina Automotive Wholesalers 
Association. 


Amarillo Store Adds Branches 


Two additional branch stores 
have been opened by Ist Supply 
Co., Amarillo, Texas, at Stratford 
and Clarendon, with Curtis Ritch- 
ey and Basil Smith as managers of 
the respective operations, Presi- 
dent Stanton Thatcher announced 
The Clarendon store has a com- 
plete automotive and tractor ma- 
chine shop under the direction of 
Don Weatherly. 


Norlipp Appoints Dott 


Appointment of John R. Dott as 
general sales manager of The 
Norlipp Co., Chicago, has been an- 
nounced by President R. A. Lip- 
pert. Dott was formerly national 
sales and promotion manager for 
Milesmaster, Inc., of America for 
some time. 














IBMA APPROVED 


BATTERIES 
ASK YOUR DEALER OR JOBBER 


WE OUTSELL . . . BECAUSE 
WE OUT SERVE 


DIESEL 
MARINE 
INDUSTRIAL 
AIRCRAFT 
MOTORCYCLE 
COMMERCIAL 
AUTOMOTIVE 


YOCAM BATTERIES, INC. 


TAMPA ~- MIAMI - JACKSONVILLE 
PENSACOLA ~- ORLANDO, FLA. 
MOBILE, ALA. - COLUMBUS, GA 
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CLEAN AUTOMOTIVE 
& INDUSTRIAL PARTS 


1. Continuous Flow Hose 

2. Air Agitated Soaking Tank 

3. “Super Power" Jet Air Gun 
A must in every service shop! 


TT ZASUPER! 
CLEANMASTER 


MODEL 50 


The safe and sane way to clean parts! Ideal 

M 130 for cleaning automatic transmissions and 

ode (less power steering units. Write for information 

: and prices on high flash point Kleerflo Hi- 

Jet Air Gun) T Degreasol and M-467 solvents for use in 
also available this machine. 





» WASH AN ENTIRE ENGINE BLOCK 
OR 300 LBS. OF PARTS . 


AUTOMATIC 


POWERMASTER 
ASER 
DEGRE AGITATED 
REDUCE OPERATING COSTS! 
Write for Literature 





America’s Foremost Producer of Parts Clea 


PRACTICAL MFG. CO. 

















WHY USE A CANFUL WHEN — 


A CAPFUL 
IS ALL 
gp You NEED 


| 4) powER-PAL fa5 


~ 


aus The all-purpose concentrated gasoline engine conditioner! 
A CAPFUL IN THE GAS TANK 
CLEANS CARBURETORS 
Removes gums, varnishes, carbons. 
Rids engines of harmful deposits. 
PLUS 10 KEEPS FUELS FREE OF MOISTURE - PREVENTS FUEL LINE FREEZING 
See us af Booth 3076, 1.A.S.1. Show or write Dept. SAJ 


Wlorive SPECIALTIES 1D)ivision 
NUTMEG CHEMICAL COMPANY 


130 HAVEN ST. NEW HAVEN, CONNECTICUT 


Also manufacturers of POWER-PAL for Diese! Engines 
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INSIDE...OUTSIDE... 
UNDER THE HOOD! 


Good Carheeping 


the most 
important 
consumer 
selling 
idea in the 
automotive 
industry! 


Good Car-heeping 


is a non-competitive idea that will 
produce more profitable sales for the 
most highly competitive business in 
America. Yours! Join the Good Car« 
Keeping Institute and get this com- 
bined selling power of the whole industry 
working for you, NOW! 
GET READY FOR 


NATIONAL Good Car+Keeping WEEK 
MAY 20 thru MAY 31, 1960 


Fhe 
> (ood Carsheeping 
SIustitale 


WRITE NOW FOR MORE INFORMATION ... 
The Good Car*Keeping Institute, Inc. 
1711 Pratt Bivd Chicago 26, Ill 


Gentlemen: Please send me information on the Good Car* 
Keeping Institute and the 1960 Good Car+Keeping Week 
program. 

Nome 

Company 

Address 

City 

Type of business 
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on MULIONE! 


“1QUID- 
WRENCH 


Loosens Rusted Bolts 


nuts screws parts 


Harmless 
to all 
metals! 


15 MILLION ADS 
EVERY MONTH 


The super-penetrating rust solvent 
used by farmers, do-it-yourselfers, 
mechanics, plumbers, sportsmen. 


Your Wholesaler Has It! 


RADIATOR SPECIALTY CO. 
Charlotte, North Caroline 4a 
~ om 2206e oe oe ee ee es ee ee 


om we we ee ee es ee es ee ee ee ee ee ee es ee 








Clover 


VALVE- GRINDING and 
LAPPING COMPOUNDS 


The standard for over a half century for 
mechanics who know the importance of 
perfect seating of auto-engine valves. 
Clover Compound, invented and pat- 
ented by the founder of Clover Manu- 
facturing Company, was the original 
and still is the leader in the automotive 
field——and used throughout the world. 
It is available in grease-mixed and 
water-soluble types. 

Clover Abrasives are made for hard 
use in busy shops. Check these Clover 
products, too, bor dependable service: 
Clover Fibre Dises, Mechanics Rolls, 
Commutator Rolls, Waterproof Sheets, 
and acomplete line of Coated Abrasives. 
Regional warehouses mean quick 
deliveries to any point. 


® 


Order from your distributor or write to: 


Clover Mfg. Co. 


Norwalk, Connecticut «+ Since 1903 
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District managers and salesmen from over the country recently 
attended the 1960 national sales conference held by the Raybestos 


Division of Raybestos-Manhattan, 


Inc., in Bridgeport, Conn., at 


which Sales Manager J. L. McGovern, Jr. detailed the story behind 


“Total Selling with Raybestos 


in 1960.” Other officials tied in 


quality control, product line, technical assistance, cataloging, adver- 
tising and merchandising with the 1960 selling campaign. 


“Buzz Thompson Leaves 
Carter for Agency 


SSOCIATION of V. F. “Buzz” 

Thompson with Clayton Enter- 
prises, Inc., St. Louis, has been an- 
nounced by Dudley A. Bragdon, 
vice president and general man- 
ager. 

Formerly service sales manager 
of Carter Carburetor Division, A. 
C. F. Industries, Inc., Thompson 
will handle sales of a number of 
product lines of companies which 
have recently appointed Clayton 
Enterprises as sales representa- 
tives. 


Sandlappers Select Nov. 16-17 


The second annual convention of 
the South Carolina Automotive 
Wholesalers Association will be 
held Nov. 16-17 at the Wade 
Hampton Hotel in Columbia. J. B. 
Bagwell, Jr., of Bagwell-Elliott 
Co., Charleston, is president and 
E. A. Jenkins, Jr., of Columbia is 
first vice president. Ned E. Hol- 
land of Greenville, second vice 
president, is chairman of the con- 
vention program. 


Hot Springs Store Hires 
Wiggins and Bunch 


D WIGGINS and Charles Bunch 

have joined Auto Parts & 
Bearings, Inc., Hot Springs, Ark., 
according to Manager Ed Smither- 
man. 

Wiggins, who has had a number 
of years’ experience in the auto- 
motive parts field, is outside sales- 
man. Bunch was formerly em- 
ployed by a local dealer. 


Nine Louisville Jobbers 
Join in Playing Santa 


| atari a custom begun 
several years ago, nine Louis- 
ville, Ky., wholesalers contributed 
equipment to two of the city’s 
charity institutions in the names 
of customers and friends in cele- 
brating Christmas. 

Eye treatment and _= surgical 
instruments and equipment were 
presented to the Children’s Hospi- 
tal, while the Louisville Rehabili- 
tation Center received a training 
and rehabilitation “Hi-Low” bed. 

Participating were A-C Brake 
Co., Atlas Auto Parts and Grinding 
Co., Automotive Service Co., Ful- 
ton, Conway and Co., Haas Auto 
Parts Co., E. M. Hoehler Co., Motor 
Parts Depot, Gil Mueller Sales and 
Service and Republic Welding Co 


Tennessean Opens Fourth Branch 


R. H. Chilton Co., Inc., of Nash- 
ville, Tenn., has opened a fourth 
branch store, situated at 3000 
Nolensville Road. 











FABULOUS, NEW 


5-Ft. Long Balloons 


to A Thousand Shapes! 
GIRAFFES. DACHSHUNDS Pers of All Kinds 


Add 25c 
Made of Postage 
Live Latex and 
—s 
Delight Kiddies—Grown-Ups, T. 
Almost 5 feet long when inflated. Baitoons this 
gine a up to 25¢ each. 
now. Plus 25¢ stage and 
— $300 in a@ variety gy ~~ 
Supply limited at this low price order 
several sets NOW for GUAR. NTEED “PROMPT 
DELIVERY. MONEY BACK GUARANTEE. 
FREE Complete Instructions 


MURRAY HILL HOUSE 


Dept. B-222, P.O. Box 251, Bethpage, L. I., N. Y. 
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Since its inception by Shurhit in 1947, the 
Tru-Turn has proved itself in tens of thou- 
sands of applications to be the most 
practical and most satisfactory voltage 
regulator yet devised for general service 
work. It provides a simple, positive, screw- 
type adjustment which eliminates need for 
removing the cover, and permits accurate 
final volt-ammeter readings at the time 
the adjustment is made. 

Shurhit Heavy-Duty Tru-Turn Regulators 
give more rugged quality—more real $$$ 
VALUE at no additional cost. Save time— 

speed up service with SHURHIT— 
the line of least resistance. 


Shurhit prooucts, inc. 


Waukegan, Illinois 


an) be Ce, Em es, | 


WORLD'S 











BIG PROFITS FOR YOU 


when you sell High Quality 


HYDRO-LOC 


Heavy-Duty 


BRAKE 
FLUID 


You can make real 
money when you sell 


ewe this better and safer 
<x - EVAPC A u6 Brake Fluid; ~ our 
a * customers will be bet- 
HEAVY DUTY. ter satisfied because it 
n affords perfect lubri- 
ff] { cation. HYDRO-LOC 
if exceeds every specifi- 
, 4 cation set down by 
S.A.E. and is accepted 
by all States which 
have enacted laws pro- 
hibitin the use of 
any substandard brake 
fluids! 
Available in 12 oz. 
cans, Pints, Quarts, 
Gallons, 5-Gallon can 
with flexible spout, and 
54-Galion drums. 


IMMEDIATE DELIVERY 





All orders shipped the same day received! 
Write today for prices and terms. All 
prices are quoted FULL FREIGHT AL- 
LOWED. 


HYDRO-LOC 
MANUFACTURING CO., INC. 
307 Smith Street 
DURHAM, NORTH CAROLINA 


{ 
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QUALITY IS LIKE BUYING OATS 
If you want nice, clean, fresh oats, you must 
pay a fair price. However, if you can be satis- 
fied with oats that have already been through 


the horse ... THAT COMES A LITTLE 





CHEAPER. 


COINER PARTS COMPANY 


210 North Central Avenue 
STAUNTON. VIRGINIA 





4 Phones “At Your Service” 
TUxepo 6-3477 


THE HOUSE THAT PIONEERED SPECIAL DELIVERY SERVICE 














Manager Charles E. Kennard, who 
promotes one of the heaviest pro- 
grams of direct-mail and other 
types of promotion of any jobber 
in the South, had this 6” by 8” 
leaflet printed up for Coiner 
Parts Co., Staunton, Va. 


Official Products Expects 
Doubled Sales in ‘60 


—— Products Co., Atlanta, 
which claims to be the biggest 
manufacturer of polishing pads, is 
expecting to double its sales this 
year over ’59 business, President 
Grant Roy said last month. 

The firm has doubled its volume 
each year since its founding in 
1955 except last year when busi- 
ness climbed 70.5% over the 1958 
sales, he said. Promotion aimed at 
lifting sales includes a new pro- 
gram of including three free 
polishing discs with each carton of 
36, with no price changes. 


Hastings Elevates Duval 


Richard E. Duval has been ele- 
vated to assistant sales manager 
for Hastings Mfg. Co., Hastings, 
Mich. Prior to joining the com- 
pany’s sales force in 1941, Duval 
had been a jobber salesman in 
Kansas for two years and a manu- 
facturers’ representative for two 
years. 


Wells Names Setzer-Humphreys 


Appointment of Setzer-Hum- 
phreys of Atlanta, Ga., to repre- 
sent Wells Mfg. Corp.’s fuel filter, 
fuel pump and ignition lines in 
Georgia and Florida has been an- 
nounced by S. J. Somberg, direc- 
tor of sales for Wells. 





save time... 


save money 
with these complete 


REPAIR KITS 


—all the parts needed 


for a trouble-free repair job 


jack- pack 
HYDRAULIC JACK 
REPAIR KITS. Al! 


Makes All Models. Easy 
to install in spare time 


NE\ | 
noz-I pack 


NOZZLE REPAIR KITS 
One kit repairs all 
BUCKEYE nozzles 
One kit repairs all 

OPW nozzles 


WA) 
Mey! 
jack. pack 


COMPLETE SEALING LINE 
FOR AUTOMATIC 
TRANSMISSIONS 

*® Overhau! Kits 
* Gaskets & Rubber Sets 
* Sealing Ring Sets 


“HOOT MON! It’s 
thrifty to use these 
performance proven 
kits made by JACK 
PACK. Order from 
your jobber today—or 
write for illustrated 


brochure! 


—_ os 


Manufacturing Co Box 32188 
2115 N. Marianne Ave 
Los Angeles 32, California 
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Wives and husbands of employes of Coiner Parts Co., 
Staunton, Va., were invited to attend the company’s 
Christmas banquet held each year at the Ingleside 
Hotel in that city. Gifts in the form of money were 


presented employes, according to Manager Charles E. 
Kennard. The group was entertained with a theatrical 
mind-reading act. Blair C, Coiner, owner-president 
of the parts company, also owns the Ingleside Hotel. 


Gailzaid, sales manager. Nelson 


ASIA Adds 189 Members 
Since Birth in April 


NE hundred and 89 members 
have joined the Automotive 
Service Industry Association since 
its birth last April 1, ASIA an- 
nounced last month. 
They were composed of 156 
wholesalers, 21 manufacturers, 
seven warehouse distributors and 


five rebuilders. 


ASIA came from the merger of 


MEWA and NSPA last February. 


Nutmeg Appoints Nelson 


Nutmeg Chemical Co.’s Motive 


Specialties Division has appointed 
Ted Nelson of 535 Cardinal St., 
Miami Springs, Fla., as Florida 
representative, according to Mel S. 


was formerly with Miamj Parts & 
Springs Co. 


Glide Control Names Tennessean 


John H. Wilkes of J. W. Dis- 
tributing Co., 1100 Kirkwood Ave., 
Nashville, has been appointed dis- 
tributor of Glide Control Corp. 
products in Tennessee. 





FOR ALL 4-WHEEL DRIVE TRUCKS 


WITH DUALMATIC HUBS 
SELECTIVE DRIVE - FREE WHEELING 


Gives 4-wheel drive trucks the speed, performance 
and ease of handling of a 2-wheel drive 4 Simple to install 
(average less than 30 minutes) 4 Simple to operate (one 
minute without tools to change for drive conditions) ‘ Easy 
to sell (a tic demonstrator given with first order that 
will sell it for you) 


DEALERS COST: - 3 sets $37.50 for Willys * $42.50 for 
eam G.M.C., 1.H.C. or Dodge tha nag 

in 60 pal cities + Order r fa- 
vorite Automotive pine or truck equipment distributor 
Manufacturer of World's largest, most complete line * 40 
different models to 5 ton * Write for free catalogue and 
price list. 


DUALMA ric PRODUCTS co. 
VISIT OUR DISPLAYS AT THESE SHOWS 


A.S.A.1. Show Beoth No. 5042 « Pacific Automotive Show, Denver, Celorade 
Southwest Automotive Show, Dallas, Texas 


188 Want more facts? Use Reader Service Card Page 135 


TWO NEW REASONS WHY 
Hull Auto Compasses 
SELL BEST 


® Two new, metallic colors, Satin Silver and Golden 
Bronze, make handsome, accurate, durable Hull 
Compasses more salable than ever. Customers know 
that Hull's beauty is more than skin 

deep. Dealers, too, prefer Hull — for 

steady sales and profits, for wide variety 

of merchandising assortments. 


No. 700 Streamline Non-Illuminated 
(Silver or Bronze) $6.50 List 

No. 800 Beaconlite Iiiuminated R 
(Silver or Bronze) $7.50 List 

No. 700 Streamline (Sand, Gray, 
Black, Blue, Green) $5.95 List 

No. 800 Beaconlite (Sand, Grey 

, Black, Blue, Green) $6.95 List 


HULL MFG. CO.,P © Box 


THE QUALITY COMPASS 
NAME FOR 27 YEARS 
Write for 
Complete Details 


246-sas-2 WARREN, OHIO 








Polishers & Cutting Pads 


Shey Last Longer 


Write for illustrated catalog or ORDER ej YOUR JOBBER! 
PIT-BAR Manufacturing Co., 3311 E. 45th St., Los Angeles 58, Calif 


— ha op #3240 1.A.S.1. Show 
ooth #94 Pacific Aute. Show 
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Airtex Promotes Horner, 
Moves Killion to Dallas 


IRTEX Automotive Division of 

Airtex Products, Inc., has pro- 
moted Jack Horner, formerly Dal- 
las zone manager, to midwestern 
regional manager, Sales Manager 
Frank Cavanaugh announced. 

Robert Killion, formerly Chi- 
cago zone manager, succeeds Horn- 
er in Dallas. James B. Carter and 
Charles Abbott have been appoint- 
ed territory representatives in the 
Atlanta and Baltimore-Washing- 
ton zones, respectively. 


Georgian Opens Fifth Store 


Butler Supply Co. of Macon, 
Ga., has opened a branch store at 
. > T ¢ —_ alvine « ‘ 
696 Pio Nona Ave., making a total Officers and directors of Automotive Electric Association elected re- 
of five stores—three in Macon, one cently in Chicago (l. to r.): bottom row, E. N. Robinson of Stewart- 
in Cordele and one in Alma, Man- Warner Corp.; J. E. Bickel of Monroe Auto Equipment Co., president: 
ager James T. Bass announced. G. P. Robers of Carter Carburetor Division; Charles J, Boland of Boland 
Ignition Co., Cleveland, O.; center row, J. Howard Reed, executive 
secretary: R. S. Withers of United Motors Service; Raymond L. Jones 
of Bakersfield, Calif.; Carl S. Johnson of Automotive Electric Associ- 
Tarheel Store Sells Stock ates, Charlotte, N. C.; H. A. Stiefvater of Stiefvater Electric Co., Utica, 
See Posters hee whose’ the N. Y., vice president, Service Distributors Division; P. H. Neville of 
ze Postove has purchased the The Leece-Neville Co., Cleveland. vice president, Manufacturers Divi- 
stock in Shaver Battery & Parts sion; back row, M. F. Marsau of Sterling, Colo.; E. R. Stroh of The 
Co., Goldsboro, N. C., owned by Electric Autolite Co.; S. G. Puryear of 555, Inc., Little Rock, Ark., vice 
~f 7 > late G Shaver president, Central Distributors Division; Ray B. Roberts of Roberts 
the pom r, the le ch ne gp Brothers, Washington, D. C.; Paul A. Peck of Mobile Electric Garage, 
according to John F. omer, Sec- Mobile, Ala., and A. H. Knorr, Detroit, secretary-treasurer. 


retary-treasurer. 








Mask Tires in ] © Seconds Why Send 


Af, ? ay ° 
JS VEVY snap-on RADIATOR<.. 


MAGNETIC »e 
TIRE SHIELD Jobs Away? 


Fits Any Size Wheel 


¥ ° 
a ® Eliminates Maskin < « 
. 2 © Neat Paint Jobs Sesh Time . 3 Many Adding $8,000-$12,000-$15,000 
® Lasts indefinitely a Year Servicing Radiators! 
© $3.95 each, $14.95 set of 4 » Our Inland radiator dept. is taking in an average of $300 
See Your Jobber or Write a week!’’—Douthit-Carroll-San Chez Co., Memphis, Tenn 
Jobber Inquiries Invited ‘Grossed $18,000 the first 9 months Harvey C. Jones 
Co., Reseda, Calif. ‘Made over $500 my first month 
TEMPLE iiele)s co. @ Roberts Service, Blacksburg, Va Taking in $50 a 
3520 Imperial Hwy., Lynwood, Calif day.’’—Tillie’s Service, Fargo, North Dakota 
Motor Service survey shows radiator repair jobs were 
up 15.8% last year. Profits from radiator work are 
RAJAH PAT. HAND CRIMPING TOOL at sure to steadily become even better due to increasing 
* cooling system pressures 
FREE 48-pg. book, all about Inland equipment 
easy-pay plan, free factory training school 
INLAND MFG. COMPANY, 
@ 1108 Jackson St., Dept. SA-2, Omaha 2, Nebr. 


WwW S Larg r 
de => aaa oe ea mee mm me ee eg 
INLAND MFG. CO., Dept SA-2,1108 Jackson St., Omaho 2, Nebr i 
NOTE—tThe simplicity of this Tool Please send new free book, ‘‘Blue Print For Profits." 

It strips and also crimps Rajah Terminals to FIRM 
Ignition Cable 





Radiat« Servicing Equipment 


ADDRESS 


Send for circular and prices. By TITLE 
If dealer, make of car sold 
Are you now operating a radiator dept.? [) Yes () Ne 


The Rajah Company, 35 Verona Ave., Newark, N. J. 





i 

i i 

] i 
Order from your jobber or direct from us. , or ZONE___ STATE , 

( ' 

i i 

l ' 
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Gould-National Names 
Four Southern Heads 


SS Batteries, Inc., 
St. Paul, Minn., has appointed 
A. M. Spencer, formerly sales 
manager of the Memphis division, 
as manager of the company’s 
newly-formed Southern region, 
which includes the Memphis and 
Dallas districts and the Oklahoma 
territory. 

R. H. Melton, former salesman 
in the Memphis district, succeeds 
Spencer as sales manager, while 
C. J. Dron, formerly Oklahoma 
City sales representative, has 
been appointed Dallas division 
manager. Russell E. Dean, sales 
representative in the St. Louis ter- 
ritory since 1957, has been named 
manager of the Kansas City divi- 
sion. 


DL Picks Three for South 


Walter Pope and Bill Case of 
Charlotte, N. C., will cover Virginia 
and the Carolinas for DL Prod- 
ucts, Inc., according to Sales Vice 
President Larry M. Olson, while 
Orville Harpole of Atlanta will 
represent the company in Georgia 
and Florida. 


John T. Carlton has been named 
director of sales for Maremont 
Muffler and Accurate-ReNu di- 
vision of MarPro, Inc., according 
to Charles A. Klaus, vice presi- 
dent of Maremont Automotive 
Products. Most recently mid- 
western division sales manager, 
Carlton joined the company in 
1950 and since has had experience 
in all its phases of field selling 
and sales administration. 


Clegg Dies in Cleveland 


Lee Milton Clegg, 62, a vice 


president and director of Thomp- 
son Products until his retirement 


in 1958 because of poor health, 
died last month. He joined the 
company in 1916 as a stockchaser. 


Norfolk Operation Names 
Three Vice Presidents 


‘VHREE new vice presidents of 
General Automotive Supply, 
Inc., Norfolk, Va., announced by 
President A. P. S. Robinson, are: 
Powell “Pete” Spangler, outside 
salesman, who joined the company 
nine years ago; W. Graham Park- 
er, who will be in charge of sales, 
and C. J. Carter, store manager 
and buyer, who has been with the 
company for 11 years 


Albertson Ups Jacobsen 


Don E 
retary of 
City, Iowa, has 
general sales manager, 
G. M. “Dinty” Moore, 
after 35 years’ service 


Jacobsen, formerly sec- 
Albertson & Co., Sioux 
been appointed 
succeeding 
who retired 


Dallas Texans Open Store 


Charles W. Burgess and T. W. 
McGlasson have opened Burgess- 
McGlasson Auto Supply at 11272 
Harry Hines Blvd., Dallas, Texas. 








acids, other road film. 


makes perfect seal. 


the middle—of the plug. 


NEWNAN MACHINE CO. 





ay > fe from NU-MA-CO! 


PLASTIC 
BRAKE HOLE COVERS 


TOUGHER THAN RUBBER, 


resist oil, tar, 


BETTER FIT! Expansion groove in center of plug 
compensates for backing plates of 
thicknesses, Patented design with full-length lip 


EASIER TO INSTALL in hard-to-get-at places. 
Expansion groove allows lips to come together, 
which solid-type plugs cannot do. 


EASIER TO TAKE OUT! No tools necessary. 


Just strip out with fingers from either end—not 


Order These New Big-Profit Items Now! 


P. O. Box 737 
Providence 1, R. |. City 


A Member of Motor & Equipment Manufacturers Association 


PREVENT 


blends 


zine inhibitor 


Write: 





different 


2% 100,000 P.S.! 
. 80% narrow cut. 
Insist on World's Best Lubricant 


Developed by German 
Chemical Research Laboratories, Superior, Wisc. 


Southwest States Distributor 
Route 6, Box 403 B 
Parkville, Mo. 


CARBON — FRICTION — WEAR 


WITH Stabl ECC” 


Combines four motor oil additives into 
one balanced concentrate of three top 


No other lube oil on the market — at any price — 
can compere with this top-level 8% detergent and 
. 10% Viscosity — Index improver 


anti-wear metal smoother 


& U. S. Scientists in 1947 








ing each issue... 


Department A-2 


Atlanta 8, Georgia 


Name 


Name of Firm 


P. O. Box or 
Street and No 
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806 Peachtree Street, N. E 


Enclosed find $3.00 
(Foreign and Canada $10.00) 


Mail Coupon Today 


ARE YOU READING SOMEBODY 
ELSE'S COPY OF SAJ.. 


Why not get your own subscription so you can always be sure of see- 
the price is low and it's a// good reading. 


SOUTHERN AUTOMOTIVE JOURNAL 


New Subscription 


Renewal 


Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL for 3 years 


State 


Bill me for $3.00 
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MANUFACTURERS’ AGENTS 


REPRESENT NG OUR A ADVER ERTISERS 


ALABAMA 
Alan Sales Co. — Birmingham 
Acme Air Appliance Co., Inc. 
Felt Products Mfg. Co 
Herman J. Downey — Birmingham 
Tungsten Contact Mfg. Co., Inc. 
W. P. Piperburg — Birmingham 
Lee Filter Company 
Wm. H. Wood — Cullman 
Heckethorn Mfg. & Supply Co 
Kool Kooshion Mfg. Co. 
Automotive Warehouse & Sales Agency 
— Decatur 
Wells Manufacturing Co 
ARIZONA 
M. H. Miller Co. — Phoenix 
Vapor Heating Corp 
ARKANSAS 
Doyle Moore — Little Rock 
& B Manufacturing Co. 
DISTRICT OF COLUMBIA 
James Paera — Washington 
Fox Products Co 
Roland Rife — Washington 
John E. Mitchell Co. 
FLORIDA 
R. L. Bridges & Associates — Gainesville 
L & S Bearing Co 
Hirsig Brantley Co. — Jacksonville 
Detroit Aluminum & Brass Corp 
H. B. Egan Mtg. Co. 
Fram Corporation 
Gabriel Company 
Imco Mfg. & Sales Co. 
Manley Valve Corp 
National-Detroit, Inc 
. H. Jones — Jacksonville 
Bishman Mfg. Co 
Homestead Valve Mfg. Co 
R. B. Pilkington, Inc. — Jacksonville 
Heckethorn Mfg. & Supply Co 
Kool Kooshion Mfg. Co 
Milton E. Cadden — Miami 
Cole-Hersee Co. 
Ted Nelson — Miami Springs 
Nutmeg Chemical Co 
H. M. Rogers — Orange Park 
Climatic Air, Inc 
Huot Mfg. Co. 
GEORGIA 
Aaron & Bell — Atlanta 
Eaton Mfg. Co. (Air Conditioning) 
Monroe Auto Equipment Co 
P & D Mfg. Co 
Warner-Patterson Co 
Phil Boehm — Atlanta 
Lisle Corp 
Clark-Richards Co. — Atlanta 
Shurhit Products Co 
Clarence Ethier — Atlanta 
Homestead Valve Mfg. Co 
Gene Fike — Atlanta 
Storm-Vulcan, Inc 
Ray Gandy — Atlanta 
Jack-Pack Mfg. Co 
Orville R. Harpole — Atlanta 
D L Products, Inc 
William Kitchens — Atlanta 
Arrow Safety Device Co 
Fox Products Co 
McDonald, McPherson & Bowling — 
Atlanta 
Buxbaum Company 
Cc. R. MceGruder — Atlanta 
Rubbermaid, Inc 
Minnich Company — Atlanta 
Cole-Hersee Co 
Practical Mfg. Co 
Roy & Hefner — Atlanta 
Official Products Co., Inc 
Setzer-Humphreys Co. — Atlanta 
Nutmeg Chemical Co 
Swiss Laboratory, Inc 
Wells Mfg. Corp 
Art Styron — Atlanta 
F & B Manufacturing Co 
N. A. Williams — Atlanta 
Big Boy Prod. Div 
Blackhawk Hand Tools 
Lamson & Sessions Co 
Milesmaster, Inc. 
Edward Zinnell — Atlanta 
Lee Filter Corp 
F. H. Williams Co. — Covington 
Acme Air Appliance Co., Inc 
Monkey Grip Sales Co. 
George H. Davison Co. — Marietta 
The Crescent Co 
INDIANA 
I-K Sales Co. — Indianapolis 
Vapor Heating Corp 
KANSAS 
H. E. Russell — Iola 
The Crescent Co 
Hein-Werner Corp 
Wells Manufacturing Co 
Yankee Metal Products Corp 
E. R. Oakley — Kansas City 
: 2 Lo Contact Mfg. Co 
eahy — Prairie Village 


Homestead Valve Mfg. Co 

Storm-Vulcan, Inc. 
William M. Byrne — Wichita 

Anthes Force Oiler Co. 

L & S Bearing Co. 


KENTUCKY 

J. Paul Saunders — Bowling Green 
Bishman Mfg. Co 
Lamson & Sessions Co 
Lisle Corp. 

Monkey Grip Sales 

A. L. Vass — Lexington 
Official Products Co. 

Lee B. Hughes — Louisville 
Acme Air Appliance Corp 
Buxbaum Prod. Co. 
Milesmaster, Inc. 
Storm-Vulcan, Inc 

H,. A. Mayberry — Louisville 
Amalie Division 

LOUISIANA 

Arch Evans — Baton Rouge 
Coats Co 

L. M. Cressy, Jr. — New Orleans 
Tungsten Contact Mfg. Co 

MARYLAND 

Cook Sales, Inc. — Baltimore 
Eaton Mtg. Co. (Caps) 

W. 8S. Kneavel & Co. — Baltimore 
Pit-Bar Mfg. Co. 

H. 8. oye | eememes 
Kem Mfg. 

Merv Neal — , 

F & B Mfg. Co 

Sam Shemer — Baltimore 
Swiss Laboratory 

C. Gordon Mitchell — Towson 
Nutmeg Chemical Co 

MISSISSIPPI 

J. O. Park — Jackson 
D L Products, Inc 

Southern Sales Co. — Jackson 
Buxbaum Co 
Fox Products Co 
Huot Mfg. Co. 

Joe Horne & Assoc. — Meridian 
Newnan Machine Co 

Cc. Guy Keen — Meridian 
Anthes Force Oiler Co 
Kem Mfg. Co. 

Herman A. Shields — Meridian 
Precision Automotive Components Co 

MISSOURI 

R. S. Black — Kansas City 
Lee Filter Corp 
Warner-Patterson Co 

>. N. Buettner — Kansas City 
Acme Air Appliance Co., Inc 
Anthes Force Oiler Co 
L & S Bearing Co 
Monkey Grip Sales Co 
Precision Automotive Components Co 

Dennis Company — Kansas City 
Dole Valve Co. 

Doring & Eyer — Kansas City 
Arrow Safety Device Co 

E. H. Ebert — Kansas City 
Pit-Bar Mfg. Co 
Practical Mfg. Co 

Wayne 8S. Frey Co. — Kansas City 
Buxbaum Prod. Co 

G. D. Heath Co. — Kansas City 
John E. Mitchell Co 
National-Detroit, Inc 

Charles H. Koslowsky — Kansas City 
Bishman Mfg. Co 
Official Products Co 

Frank Libby Co. — Kansas City 
Nutmeg Chemical Co 

Mosher-Newton-Williams, Inc 

Kansas City 
D L Products, Inc 

Fulton Sylphon Div 

H. J. Snyder — Kansas City 
Jack-Pack Mfg. Co 

M. H. Swanman, Inc. — Kansas City 
Gojer, Inc. 

Lamson & Sessions Co 

Lisle Corporation 

J. F. Tapp Co. — Kansas City 
Blackhawk Hand Tools 

Paul K. Wilcox Co. — Kansas City 
Milesmaster, Inc 
Rubbermaid, Inc 

Harvey Wise — Kansas City 
Heckethorn Mfg. & Supply Co 
Kool Kooshion Mfg. Co 

V. F. Edwards — Kirksville 
Air Lift Co 

Don Ayd — St. Louis 
Bishman Mfg. Co 
Vapor Heating Corp 

Herman H. Buergler — St. Louis 
Manley Vaive Corp 

Russ Nixon — St. Louis 

Felt Prod. Co 

NORTH CAROLINA 

Sidney Butz — Charlotte 

Fulton Sylphon Div 
John Cain — Charlotte 

Arrow Safety Device Co 

Cc. C. Case — Charlotte 
The Crescent Co 

Bill Chaney — Charlotte 
Bishman Mfg. Co 
Buxbaum Co 
Lisle Corp. 

T. L. Kidd Co. — Charlotte 

Storm-Vulcan, Inc 

Kirby F. ey — Charlotte 
Kem _ 

Walter F ope - — Charlotte 
D L Products, Inc. 


Ben T. Ward — Charlotte 
Jack-Pack Mfg. Co. 
K. W. Norton’s Associates — Durham 
Yankee Metal Products 
J. 5. Longdon — Greensboro 
Huot Mfg. Co 
Ruark & Cox — High Point 
Precision Automotive Components Cx 
OHIO 
DeGreen Sales & Service Co. — 
Chagrin Falis 
Vapor Heating Corp. 
O. T,. Hillshafer — Newark 
Storm-Vulcan, Inc 
OKLAHOMA 
Liew Keller Co. — Oklahoma City 
Coats Co. 
B. A. Kline — Oklahoma City 
Bishman Mfg. Co 
Henry Lees & Associates — 
Oklahoma City 
L & S Bearing Co 
PENNSYLVANIA 
R. E, McConnell Assoc. — Bala Cynwyd 
Vapor Heating Corp 
SOUTH CAROLINA 
Sam Gendil — Columbia 
Felt Products Co. 


TENNESSEE 


dan Major Co. — Memphis 
Pit-Bar Mfg. Co 

Schuyler Reia Sales Co. — Memphis 
Arrow Safety Device Co 
Climatic Air, Inc 
Vapor Heating Co. 

J. B. Skinner — Memphis 
Homestead Valve Mtg. Co 

P. Stublefield — Memphis 
Fox Products Co 

J. R. Sullivan — Memphis 
Chicago Rawhide Mtg. Co 
Eaton Mfg. Co. (Caps) 

Wayne Wilkins — Memphis 
Jack-Pack Mfg. Co 

McEwen Cherry Co. — Nashville 
Binks Mfg. Co. 
Dole Valve Co 
John E. Mitchell Co 

General Sales Assoc. — Nashville 
Fulton Sylphon Div 

J. R. Tate — Nashville 
Precision Automotive Components Co 
Tungsten Contact Mfg. Co., Inc 


TEXAS 


Battle & Davis Sales Co. — Dallas 
H. B. Egan Mfg. Co 
Fitzgerald Mtg. Co 
Stanley D. Bowles Co. — Dallas 
Huot Mfg. Co 
F. J, Brogan — Dailas 
Anthes Force Oiler Co 
Felt Products Co 
Monkey Grip Sales Company 
B. B. Burk — Dallas 
Monroe Auto Equipment Co 
P & D Mfg. Company 
Caphton & McEvoy Co. — Dallas 
Hein-Werner Corp. 
Kem Mfg. Co 
Precision Automotive Components Co 
S. J. Cole — Dallas 
Southern Friction Materials Co 
J. 8. Connell Co. — Dallas 
Basic Sleeve Associates 
Detroit Aluminum & Brass Corp 
Jack Pack Mfg. Co 
Manley Valve Corp 
H. M. Cree Co. — Dallas 
Chicago Rawhide Mfg. Co 
Eaton Mfg. Co. (Caps) 
Fulton Syliphon Div 
Crockett-Jordan-Duncan Co. — Dallas 
Nutmeg Chemical Co 
Hirsig-Frazier Co. — Dallas 
Hull Mfg. Co 
W. F. Janowski — Dallas 
Storm-Vulcan, Inc 
Ralph Jeffress — Dallas 
Swiss Laboratories, Inc 
Dean Johnson — Dallas 
Lisle Corporation 
Lynn & Hemphill — Dallas 
Buxbaum Co 
Clover Mfg. Co. 
Eaton Mfg. Co. (Air Cond 
Heckethorn Mfg. & Supply Co 
Kool Kooshion Mfg. Co 
Warner-Patterson Co 
McClintock Sales Corp. — Dallas 
Acme Air Appliance Co., Inc 
Wells Manufacturing Co 
Philip T. Miner — Dallas 
Homestead Valve Mfg. Co 
Ralph Russell — Dallas 
Milesmaster, Inc 
W. Frank Russell Co. — Dallas 
Rubbermaid, Inc 
Sanderson Co. — Dallas 
Dole Valve Co 
Shipp & Payne — Dallas 
Pit-Bar ma Co 
Practical Mfg. Co 
Yankee Metal Products Corp 
Vogel-Swygard Associates — Dallas 
Bishman Mfg. Co. 
Bradley Wayne — Dallas 
Lee Filter Corp. 





Pp T. S. Armistead — Richmond 
John E. Mitchell Co. Homestead Valve Mfg. Co. 
National-Detroit. Inc. James E. Duffee — Ric ond 
Vapor Heating Corp. Arrow Safety Device Co. 

John W. Lovelady — Ft. Worth Practical Mfg. Co. 
Lamson & Sessions Co. E, E. Hummel — Richmond 

J. E. Seifert — Houston Vapor Heating Corp. 
Homestead Valve Mfg. Co. Jack Simpson & Assoc. — Richmond 

Carson-Edwards — Tyler Air Lift Co. 
Air Lift Co. Anthes Force Oiler Co 

Leo Kennedy — Waco Taylor Brothers — Richmond 
Arrow Safety Device Co. Hein-Werner Corp. 

VIRGINIA WEST VIRGINIA 

Lyon Assoc. — Alexandria George M. Scott — Charleston 

Nutmeg Chem. Co. Bishman Mfg. Co 


oO. C. Zell — Dallas Lisle Corp. 
Storm-Vulcan, Inc, 
L. Lyon — El Paso 
Lamson & Sessions Co 
Automotive Sales Co. — Ft. Worth 
F & B Mfg. Co. 
Rudy Copeland — Ft. Worth 
H. B. Egan Mfg. Co 
Cash Dean Co. — Ft. Worth 
The Crescent Co. 
Neal Greenfield Sales Co. — Ft. Worth 
Tungsten Contact Mfg. Co., Inc. 
Keller-Hyden, Inc. — Ft. Worth 
D L Products, Inc 
Fox Products Co. 


A 


AC Spark Plug Div. 
Ace Rubber Co ‘ 
Acme Air Appliance Corp. "158 
Advance Century Mfg. Co ° 
Air Lift Company 8 
Airtex Products, Inc 146, 147 
Alberson Co 26 
Alemite Division bd 
Aluminum Ind 148, 149 
Sonneborn 
1 


37, 38, 39 
. 


Amalie Div., L 
Sons, Inc 

American Hammered 
Division 

Ammeco Tools, Inc. 

Anthes Force Oiler Co 

AP Parts Corporation 

Arrow Safety Device Co 

Artic-Kar 

Atlantic Steel Co 

Automobile Seat Cover 
Assn. of America 


B 


BCA Ball Bearings 
Basic Sleeve Associates 
Bear Mfg. Company 
Big Boy Products Div 
Bingham-Herbrand Corp 
Binks Mfg. Co 

Bishman Mfg. Co 
Blackhawk Hand Tools 
Bower Roller Bearings 
Breeze Corporation, Inc 
Briggs Shock Absorber Div 
Buxbaum Co., The 


Cc 


Camel Patches 

carter Carburetor 

Div. ACF Industrie 

Sasite Division 

~hamp-Items, Inc 
*hampion-Pneumatic 

Machinery Co bd 
*hampion Spark Plug Co...90, 91 
*hevrolet Motor Div 12 
caso Pneumatic Tool 


a 104, 105 

Chicago Rawhide Mfg 

Co. 101, 102 
Citroen Cars Corp 8 
Clevite Service, Inc 
Climatic Air, Inc 
Clover Mfg. Co. 
Coats Company 
Cole-Hersee Company 
Commercial Credit Co 
Crescent Co., Inc 


D 


D L Products, Inc 138 

Del City Wire Co., Inc * 

Delco-Remy Division 130, 131 

De Soto Division . 32 

Detroit Aluminum & Brass 
Corp 121 

Dill Mfg. Co. ®° 

Ditzler Color Division 

Doan Manufacturing Co 

Dole Valve Co. 

Dow Chemical Co 

Dualmatic Products Co. 


E 


Eaton Mfg. Co. 18, 19, 50, 51 
Echlin Mfg. Co. os --408, 109 
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What does the dipstick show? ' 
Dirty oil... or clean oil? 


HASTINGS? Oil Filter 
Cartridges keep oil 
clean. _.all the time 


Every dipstick with dirty oil gives you a chance to build long- 
lasting customer satisfaction. Just recommend a Hastings Oil 
Filter Cartridge, and PROVE the difference the next time 
you check his oil. 

Hastings Oil Filter Cartridges keep oil clean from filter 
change to filter change when replaced as normally recom- 
mended.* 

The reason is DENSITE—a completely different filtering ma- 
terial. Densite has countless millions of pressure-packed cotton 
fibres that absorb dirt far beyond the capacity of ordinary 
cartridges. 

Any dark oil means dirt. ANy dirt is abrasive. And abrasive 
causes wear. 

Protect your customers’ engines with Hastings Oil Filter 
Cartridges. You’ll not only build new customer good will, but 
you'll be many dollars ahead in repeat business. 





No. 115 Throwaway Unit for Ford Products 


New Hastings Spin-on Cartridge, for Ford products, 
and quite a few others. Packed with dirt-removing 


Densite, instead of ordinary paper. Welded hex-nut Hastings offers a complete 
won't twist off. Oil starts instantly and flows freely, . . . 
line of Oil, Air and Fuel 


even in coldest weather. You'll create real business 


with this number. Filter Cartridges 


HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 





SENN \\ 


join the legion of modern mechanics... the men who know, 


puttRAMCO MODERN POWE.X SUCCESS 


in all your ring jobs! 


@e®CONSIDERABLY LESS 
TOP GROOVE WEARee 


To seal, bevel-back torsion 
rings twist in groove, cause 
greater wear. Thanks to 
Power Point design, Ramco top 
compression ring seals without 
excess twist movement. 
Elimination of twisting 


means less wear. 
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| LESS WEAR: MORE WEAR: 
RAMCO BEVEL BACK TWIST 


Ramsey Corporation, 3693 Forest Park Blvd., St. Louis 8, Missouri. 
A subsidiary of Thompson Ramo Wooldridge Inc. 








